


_— 





Pe MILL 


2M & 


THE MAGAZINE of INDUSTRIAL DISTRIBUTION 

















Here are 





the reasons for the widespread 


interest in Beaver Model-A Special! 


1 RIGHT-HANDED. Conforming to 
standard machine tool design, with the 
chuck to the left and the tool mounting to 
the right of the operator—for right 
handed operation. 


2. ALL CONTROLS IN FRONT. Note 
that all operating controls are on the 
front of the machine at the operator's fin- 
er tips. 


4 

3. UNIVERSAL MOTOR. Heavy-duty 
Universal motor operates from any 110 
volt light line, AC or DC, 25 to 60 evele 
220 or 230 volt motor optional at same 
price. Standard base-mounting motor— 
immediate replacement is possible in field 
service. No “shutdown” while waiting for 
a special motor from the factory. Motor 
is reversible at switch. Motor and switch 
heavily guarded to protect them from 
lamage 


4, POWER IN ABUNDANCE, Guar 
anteed to thread pipe up to 12-inch with 
geared tools. Helical gear-drive is the 
answer 


5. STANDARD CHUCK. An expensive 


ALL STEEL 3-jaw universal scroll chuck 
of standard design. 
6. AUTOMATIC CHUCK WRENCH 
EJECTOR. Should the operator “forget” 
the chuck wrench is ejected auto- 
matically. An important safetv feature! 
7. RACK-AND-PINION-FEED. In- 
verted rack-and-pinion (protected against 
chips because inverted) operated by large 
handy starwheel from the front of the ma- 
chine. Hand wheel and carriage, due to 
idler gear, move in the same direction— 
not opposite directions. 
8. OUTBOARD PIPE SUPPORT. Not 
merely a centering device but also an out- 
board pipe support which = stops the 
“whip” of long lengths of pipe and elim- 
inates bumpy 
whip 
9. THREADING. Dieheads are quick- 
opening—not necessary to back off over 
finished thread. Fullv-adjustable for cut- 
ting standard, oversize or  undersize 
threads. NO TOOLS REQUIRED. All 
four die segments move as unit insuring 
uniform adjustment and an even distribu- 
tion of cutting on all four segments. 


threads caused by pipe 


10. SPEED. Cuts 2” in 8 seconds; 
threads it in 28 seconds. 

ll. NO “HINGE.” BEAVER dieheads 
are of the “solid-ring” type—no hinge to 
become fouled with fine chips and turn- 
ings. 

12. CONCEALED OIL LINES. No 
danger of getting knocked off! 

13. OIL PUMP—ACCESSIBLY LO- 
CATED. Oil pump out in open—where 
you can get at it for occasional cleaning. 
Reversible. 

14. NIPPLES as short as 2-34-inch can 
be threaded in the machine; for shorter 
or all-thread nipples use BEAVER Quick- 
release Nipple Chuck. 

15. GEAR DRIVEN. All gear-driven 
insuring positive power. No belts. 

16. REAMING AND CHAMFERING. 
An 8-fluted alloy tool-steel cone type 
reamer swings in and out of working posi- 
tion and instantly removes burr. ‘Touched 
to the outside edge of the pipe, it chamfers 
and makes it easy to start pipe fittings. 
Look at the long tapering reamer in the 
picture. Compare it with others! 


Write for Enough Copies of Complete Bulletin for Your Entire Sales Force! 


BEAVER PIPE IQ@LS 


300-700 DANA AVE, 


The Quality Line Since 1900 
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A Power Transmission Line that opens a Wide, 
Profitable Market for you 


LINK-BELT 


ANTI-FRICTION 
BEARING UNITS 





@ The line that has real sales appeal and a market as wide 
as industry itself. Anti-friction bearings in Link-Belt stream- 
lined mountings. Send for new Book No. 1520, just off the press. 


a LT SY VT | 
LINK-BELT COMPANY, 300 w. Pershing Road, Chicago 
Please send copy of your new Transmission Book No. 1520. 
Name 
Company 
Address City State 
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WITH THIS NEW SALES MANuAaL 


* A vital part of our definite dis- 
tributor policy is to help Mill Supply 
Houses sell Dayton Cog-Belts. Our 
new sales manual entitled, ‘The 
ABC’s of V-Belts,” is one of the 
greatest means of increasing sales 
ever offered. 

In pictures and brief text, it tells 
a complete and convincing sales 
story. It dramatically illustrates the 
important advantages of V-Belts. It 
gives a graphic demonstration of 
the exclusive and patented features 
of Dayton Cog-Belts. It clearly ex- 


Hee! 
10 DAYTON COG-BELT | 
SALESMEN 


tad 
¢ALB (an 


V-BELTS 





plains the many applications of 
Dayton Drives. It contains over 200 
illustrations of equipment using 
Dayton Drives, showing exactly 
how Daytons meet the individual 
requirements of every power user. 

With the Dayton manual, mill 
supply salesmen can prove the value 


and superiority of Dayton Cog-Belt 
Drives quickly and easily, yet with 
the utmost effectiveness. 

If you handle Dayton Cog-Belts, 
use the manual wherever there’s the 
possibility of making a sale. If you 
don’t handle the Dayton Line, ask 
for complete information. 


THE DAYTON RUBBER MANUFACTURING CO., DAYTON, OHIO 


World’s Largest Manufacturers of V-Belts— Manufacturers also of Dayton Fan Belts, 
Dayton Red Tube Radiator Hose, Dayton Thorobred Tires, Dayco Printers’ Rollers 





COG-BELT DRIVES—F.H.P. V-BELT DRIVES—V-FLAT DRIVES—DAYCOIL 
OIL-PROOF V-BELTS—COMPLETE DRIVES, PULLEYS AND BELTS IN STOCK 
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Dodge distributors are in a position to offer an exclu- 


sive service to industry. Because of the broad coverage 


of transmission requirements offered by the Dodge 
line, the distributor is not limited in his recommenda- 
tions. He can sell his customer the right drive for 


every job. 


The Dodge line is not only complete in the sense that 
it offers every appliance necessary for the mechanical 
transmission of power,—it offers babbitted, roller and 
ball bearings; iron, steel, wood and iron spider wood 
rim pulleys,—each product offering the best solution 
for each condition of service encountered in industrial 


plants. 


The Dodge distributor can take full advantage of the 
present day demand of industry for drives that will cut 
costs, and meet new production demands. Leading 
authorities agree that savings of from 20% to 50% 
can be made by many plants. Dodge advertising and 
sales co-operation are helping the distributor realize 


the greatest possible return from his effort. 





Industry is fully awake to the possibility of converting 
loss into profit through modernization of power drives. 
Industrial executives are giving serious consideration 
to the many ways provided to get the power to the 
work in an effort to find the best and least. costly. 


Dodge distributors are able to offer valuable assistance 
to their industrial customers and prospects. They can 
not only offer a complete line of power drives but a 


complete and specialized engineering service. 


Dodge drives are assembled from modern, standardized 
parts which are made together to work together. This 
means a drive backed by one responsibility rather than 
one made up of parts supplied by several manufac- 
turers. The result is added satisfaction and security 
for the buyer. 


Only Dodge distributors can offer this service. Only 
Dodge distributors have this opportunity to serve and 


profit. 
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HELLER “NUCUT WAVY TEETH FILES 
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2 SUPER CHUCK 












Really a ‘Super’ chuck. Designed and built to give the super service required 
at the contact point between modern machines — modern tools. It has precision 
— power — speed — durability, the four essentials for efficiency on heavy duty 
production on lathe and drill press. It is the perfect chuck for automatic screw 
machines. Jaws spin into position smoothly, rapidly on frictionless ball bearings 
—tool changes are quick and easy. Ground parts— including arbor holes — 


insure a high degree of accuracy. 


The new key is an indication of our constant effort to make a good chuck better. 
It is rust proofed and designed to give greater levercge — is easier to use. 


THE JACOBS MANUFACTURING CO. 








Ee ae SENT SD 
er ‘Se 4% 
Cig. +e Paes 
ebte ZO Oe # 


oP i 


one. | ae = 





’ 


fied 2 
U < Tsa)) 





“When we sell Goodrich 
belting or hose 
It stays sold” 


Mr. E. R. PATTERSON, Pres. 
RICHMOND RUBBER CO, 


Coodrich 
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f +? Goodrich Company , from the 
Chanica) Rubber Products, for the Past fj 
qa 


years, 
thought it wou, not be inapropos to drop you this letter, 
1 you OW sa we are, 





From the Stang int of QUALITY, ®veryone knows that Goodrich Pelt. 
1 © heapn __ 


a in Other vords, 
@n we Sell 2 Plece of hose or & Plece of belting, it Stays Sold, 
ad r nts, 


Then, from the Standpoint of SERVICE, with your Stock available 
at Philadelphia, for quick Shipment, and with Prompt s 
f t ’ 


The thirg nq most important Point, to the Jobber ip PROFIT; 
and [I think Your Set-up to your Jobbers 4ll ove, t 


: ) untry, 
where they Can now Sel] Package lots, or "less than Packagen 
lots eting Competition "squarelyn, and yet, Pealize a 
rofit 


me 3 
Te@&SOnable P — is highly Commendable, for we 8re all in 
business to make & profit, 


Last but not least __ 1s the Persona) &lement in the Goodrich 
Mechanica} Rubber Goods Organization With Yourself and Mr, 
er, beh g Ai i 
dled 





Mil) r, ind the Ms at Ph ladelphia, © See that Svery thing 
is han 1 Prope backed up © facto 5 Banization, 
With th Same th ught i Mind © top 4ll o » With 
Mr, J, H, Connors 88 head of the Goodni oh Mechanica) Rubber 
Goods Vision (one of men th ever lived) __ it 
now m ovious to YOu as to aly we are Perfectly Satisfied 
in acting as a Goodri oh Pistributor in Richmond and Vicinity, 





hat stays 
ine that helps sell itself ae with! 
The complete line men you like to do " cilia 
sold, and serviced eta or — > Company, 
Thanks, Mr. Patterso rds. The B. F. rengrerite Ohio. 
Policy into : nee Goods Division, A 
Mechanical Ru 


Llew? IN RUBBER 
0 


/ 


elec? 
ALL aed (p 
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POWELL STEEL 





VALVES in Standard 
| Types And Sizes For 


Standard Pressures. « « 





SPECIAL SEAT 
AND DISC 
MATERIALS 
















CARBON AND 
ALLOY STEEL 
BODIES 


MODERN 
IMPROVED 
DESIGNS 


SERIES 600 CAST STEEL GATE VALVE 


Powell modern, improved-design Cast Steel 





Valves in Globe, Gate, Check or Non-Return 
patterns are intended for high pressure 
steam plants. They are available in a variety 


FIG. 1313 of materials adapted for valve bodies and 


SERIES 1500 CAST STEEL GATE VALVE ’ r : aes 
WITH BY-PASS seating materials—for all service conditions. 





POWELL VALVES 


Pec wer emete Ge, GIRGCINNATI. Off 0 
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‘WATIONAL ADVERTISING 


Clipper Belt Lacing is used wherever belts turn—from the cotton gins of the 
South to the sawmills of the North—on farms and in machine shops — in 
factories and on ships at sea. e In order to help you as dealers to cover the 
users in your district, whether in a dozen industries or a hundred, Clipper 
is returning to national advertising, via the Saturday Evening Post. 
The use of trade papers and direct mail is being continued. e Clipper 
thus continues to offer you the best service, as well as the best 
products. e Clipper protects you by selling only through dealers. It 
pays to stock a full line of Clipper Carded Belt Hooks, Clipper Belt 
Lacers, Clipper Belt Cutters, Clipper Rawhide Pins and Clipper Special Pins. 


CLIPPER BELT LACER COMPANY e Grand Rapids, Michigan, U. S. A. 





TACIN Gg \SS=/ EQUIPMENT 
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THE FINEST 1TO2INCH THREADER- 


for threading iron, steel or brass pipe. 
A few of its many superior features are: 


1. Better work holder. Three chuck jaws 13,” 
wide clamp tool rigidly, accurately to the pipe 
even though the pipe is cut off crooked. Large 
wing-head thumb screws provide better grip. 





THREE OF THESE BROAD. 
2. Sturdier construction. Stronger work holder. pe py 


: SCREWS ON EACH THREADER, 
Hardened steel taper pins. No soft metal 


parts to wear. Longer taper pin bearings— 
no danger of working loose or stretching. No 
skimping in weight to weaken tool and 
shorten its length of service. 





Z 
s 


3. Better balance. Ratchet handle near center 
of tool, making a properly balanced tool as it 


: . : 2 A SE , t SE OF DIE 
is put on the pipe. Easier handling. FOR EACH SIZE. ASSURES 
ACCURATE, STANDARD TAPER 

THREADS. 


You can safely recommend “TOLEDOS” to your trade for 
complete satisfaction. 





eas ay 


THE LARGE WING-HEAD THUMB 
SOREWS AND _ BROAD-FACED 








CHUCK JAWS, ASSURE EASY SET. THE LEADER SINCE 1901 

HOLDER WILL PASSA 2 INCH BRASS PIPE IS THREADED 
COUPLING ALLOWING THE PERFECTLY WITH THESE 
THREADING OF SHORT NIPPLES DIES AND THE NO. 1BR OR 
ON ALL SIZES. 0. 1 


THE TOLEDO PIPE . THREADING MACHINE COMPANY 
TOLEDO, OHIO NEW YORK OFFICE & DISPLAY, 72. LAFAYETTE STREET 
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‘Some years ago it was common practice 
among industrial distributors to stock sev- 
eral lines of bolts, two or three lines of 
valves, many kinds of hoists, wrenches, belt- 
ing and all of the hundreds of items com- 
monly handled. Industrial distributors grew 
and prospered as service organizations, their 
boast being that they carried in stock every- 
thing that their customers wanted. 

This method of operation was successful 
just so long as transportation and communi- 
cations were so slow as to preclude the possi- 
bility of successful direct selling. In spite of 
themselves, distributors “turned” these du- 
plicate stocks a sufficient number of times 
each year to realize a handsome profit. 

With the improvement in communications 
and the speeding up of rail and bus travel, 
however, aggressive manufacturers started 
to contact industrial plants with high- 
powered, single-line salesmen. Regardless of 
the fact that selling costs were terrifically 
high, these manufacturers prospered because 
of greatly increased potential volume. 


TN 
SUP PLIES 
MARCH 1936 


JAMES A. CHANNON 
Editor 


WHAT PRICE DUPLICATION? 


The successful distributors of today saw 
the light five or six years ago. They realized 
that their very existence depended upon their 
ability to outsell these direct-sellers and that 
they must concentrate their efforts on one 
line of each kind. They cleaned out most of 
their duplicate stocks and sought to convert 
every customer to the particular line they 
handled. Their balance sheets today prove 
the soundness of their thinking five years 
ago. 

Even among the above distributors their 
still exists some duplication. Among many 
of the others, such stocks are prevalent. 
Every distributor should study his lines care- 
fully with a view to eliminating this obvi- 
ously expensive practice. In the period of 
prosperity which appears to be headed this 
way, potential volume will again attract the 
direct-selling manufacturer. The distributor 
whose decks are cleared for action, whose 
sales force is hitting hard on a single line, 
need fear nothing. He has a great natural 
“edge” if he does not scatter his shots. 
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THE REPUBLIC 
5-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


* 





tee 
ey 


ar 





SY 


|D)ISTRIBUTORS 


ADVANCE 
UNDER 


REPUBLIC'S 
POLICY 


* 







* 


* The sincere, cooperative spirit of 
Republic’s Policy has developed large, 
increased sales and profits for distribu- 





tors. Our files contain many records of 
these increases as shown by sales of Re- 
public Products in comparison with those 
of lines formerly handled. They are con- 


vincing proof of what a sound factory 





policy means to distributors in actual 


ia dollars and cents. 
AO 3 . ran? 
: Republic gives distributors every 
















practical aid toward expansion and in- 
sists that all sales of products which they 
carry be credited to them. Under sucha 
policy, any enterprising distributor can 
logically expect an advance in both vol- 
ume and profits. 


THE REPUBLIC 
RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR 
EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 
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Talk of the Teade 

















@ At a recent meeting of distributors, the high 
cost of emergency deliveries was deplored and an 
attempt made to arrive at some limit beyond which 
all would charge. There is no denying that mid- 
night and Sunday deliveries and the use of sales- 
men’s cars is expensive and we have yet to find 
the distributor or salesman who enjoyed piling out 
of bed or giving up his golf game to deliver six 
only half-inch tees. The fact remains, however, 
that the supply trade was built up on service and 
service will continue to be one of its strongest 
assets. Only by guaranteeing immediate deliveries 
when your customer is in a jam, can you induce 
him to let you carry his maintenance inventory 
for him. Ho! hum!—guess the guy who thought up 
the 30-hour week idea must have been following a 
distributor’s salesman around. On second thought, 
he wouldn’t have had time to think it up if he had. 





@The Industrial Supply Research ices is sound. Almost without ex- 





Bureau has reached a turning point 
in its five-year career. Manufac- 
turers and distributors alike are 
asking what is to become of this 
movement to promote the indus- 
trial distributor as the most eco- 
nomical source of supply for indus- 
trial plants. Almost without ex- 
ception, they agree that the idea of 
advertising the distributor’s serv- 


ception, they feel that the present 
plan of operation is inadequate. All 
recognize the difficulties under 
which the governing board is labor- 
ing and applaud the personal sacri- 
fices they have made. Many be- 
lieve, however, that the time has 
come to collectively hitch up our 
belts, take the bull by the horns 
and do a concerted job of advertis- 
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ing to industry, the prime purpose 
of the whole movement. The ques- 
tion will come up at the next con- 
vention. If the movement is sound, 
it should be put on a financial foot- 
ing which permits action. If it is 
unsound, it should be tossed out of 
the window. In any case, every in- 
dustrial distributor and manufac- 
turer should give it careful consid- 
eration and offer his ideas to the 
sponsoring associations before the 
date of the convention. 


@ Five Richmond, Virginia, supply 
houses sponsored a dinner last 
month for the purchasing agents of 
that city. Speakers were Hartley 
W. Barclay, editor, Mill and Fac- 
tory, and J. A. Channon, editor, 
MILL SUPPLIES. Both talked on the 
value of the distributors’ services 
to industry, pointing out that dis- 
tributors enabled manufacturers to 
distribute quality products at low 
cost and that, by carrying stocks 
for many plants, saved industry 
thousands of dollars in operating 
costs. Full cooperation of the local 
Chamber of Commerce helped pro- 
duce an attendance of 125 in spite 
of very “unusual” weather. 


@Speaking of weather—a record 
winter doesn’t seem to have held 
down sales to any extent. New En- 
gland, Middle West, South—the 
story is the same. Sales for the 
first two months of 1936 are run- 
ning well ahead of last year, and, 
in some cases, ahead of similar 
months in 1929 and 1930. The 
usual January “hesitation” failed 
to materialize, evidence that in- 
dustry is definitely on the way 
back, that orders will be there in 
1936 for those who go after them. 


@ Manufacturers and distributors 
alike are sending in reservations to 
the Amabassador Hotel, Atlantic 
City, at an unprecedented rate. 
This early indication of a desire to 
get together and compare notes 
augurs well for the success of the 
triple convention in May. The hard 
work of all three associations is 
bearing fruit, as we hear on every 
side the comment: “The mill supply 
convention is different; they all 
come there to work and something 
is really accomplished.” 

















The old and new. Na- 
tives poling primitive 
“cascos,” or barges, 
through the canals of 
Manila, read signs ad- 
vertising Reo, Pontiac, 


Ever Ready, R.C.A. 
and other modern 
products. 


IT’S DIFFERENT IN MANILA 


A world traveler wonders how the average salesman would 
enjoy doing business where eighty days is considered prompt 
delivery and the only sure way to see a prospect is to arrive at 


PAUSED on the threshold of 
the Manila Machinery and Sup- 
ply Company and glared at a sign 
across the street that told of the 
“pause that refreshes.” That soft 
drink ad writer didn’t know Manila. 
A salesman nearby seemed ob- 
livious of the heat and was fairly 
beaming into the telephone. “Yes, 
Mr. Hermano,” he was saying, 
“prompt service is our specialty. 
You can place the order now and it 
will be installed in not over eighty 
days. Thirty days for the order to 
reach New York, via West Coast 
overland. Forty-two days by boat 
from New York through the canal.” 
I waited anxiously wondering if 
the telephone would burst into 
flame but the salesman’s conversa- 
tion indicated that the customer 
was happy with this arrangement. 
I thought of New York where a 
mill supply customer froths at the 
mouth if he fails to get delivery 
within twenty-four hours. Mar- 
velous! 
Later I met H. L. Riche, general 


six in the morning. 
. By 
CARL COE 


manager of the company, and still 
later, we sat down over a home 
cooked American dinner while he 
told me about the mill supply busi- 
ness on the islands. 

“We have to be a bit more ethical 
in business here, if anything. De- 
spite the fact that we cover 122,000 
square miles of territory (the 
whole island group) we live in a 
glass house so far as business is 
concerned. If one customer felt 
that he was unfairly treated the 
whole South Seas would be talking 
about it in English, Spanish, and 
the eighty-seven native dialects. 
Likewise if we do a good job for a 
Filipino he takes time to boost us 
to thirty or forty friends and rela- 
tives.” 

I later verified this point from the 
salesman of still another mill sup- 
ply house. ‘We have resident rep- 
resentatives,” he confided, “natives 
spread all over the territory in 
which we operate who draw a small 
commission on all sales closed 
through them by our regular staff. 
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This applies particularly to our 
automotive department. 

“As you may know, the Filipinos 
are a very proud people, deeply ef- 
fected by words of appreciation. 
Receiving a letter in the govern- 
ment mail is an event, but we make 
the occasion doubly impressive by 
sending it special delivery.* Our 
messages are worded along these 
general lines: ‘Dear Mr. Ramogo, 
This is a personal message to you 
because only an exceptionally intel- 
ligent representative like yourself, 
who has done brilliant outstanding 
work for our firm can appreciate 
the stupendous revolution in engi- 
neering seen in the new model Gad- 
geteer. 

“We are enclosing a profusely 
illustrated booklet describing the 
new model. As one of the most 
valued members of our staff we 
would like to have your reaction on 
this new achievement in mechani- 
cal progress. . .’ 

“Mr. Ramogo mouths over the 
words to himself and then rushes 
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out hatless to fifty or so friends or 
relatives. ‘Look what they say 
about me in this letter!’ he ex- 
claims, and proceeds to read every 
word of it, including all the nice 
things said about the product. 

“If the product is an automobile 
he will have told every native 
chauffeur in the community about 
the new car. The chauffeur in turn 
will tell the: master that Cheva- 
dodge is putting out a wonderful 
car this year. Taking this as im- 
partial public opinion the owner 
will stow the statement in his sub- 
conscious mind, thereby paving the 
way for a qualified salesman who 
will later call and close a deal.” 

The first step toward becoming a 
good mill supply salesman in the 
Islands is to understand the Fili- 
pino temperament, not of the highly 
intelligent native but of the aver- 
age. “Filipino time” is the stand- 
ing joke of the Islands and when 
appointments are made between 
Americans it is customary to look 
about slyly and inquire, “Filipino 
time, or American time?” 

Strange to say, the earlier the 
appointment the more apt it is to 
be kept. The Filipino rises at 
dawn, eats and considers how he 
will spend the day. If the ap- 
pointment is an early one he will 
start out to meet it at once. Other- 
wise it will seem an excellent idea 
to show his new fighting cock to a 


Office and warehouse of the 
Manila Machinery and Supply 
Company, and (above) C. 
Garcia, the manager of its mill 
supply department. 


neighbor and the hour of the ap- 
pointment will pass unnoticed. 
American salesmen calling on 
natives of the remote islands are 
particularly troubled by the lack of 
interest in keeping appointments. 
Joe Blitz, after five days of travel 
arrives in some distant spot to close 
a deal regarding a new rice mill in- 
stallation. The appointment has 
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In the shops of the Heald Lum- 
ber Company, far up in the 
Igorrote Country, a native ap- 
plies a Rego welding torch to 
work in a South Bend lathe. 


previously been made by mail. 
Landing from the steamer he 
learns that his prospect has gone 
fishing and will return in two or 
three days, depending on the catch. 
Joe curses roundly and sits down to 
await the customer and the next 
boat which will sail in a week or 
more. 

The customer would not inten- 
tionally cause Joe any trouble. It 
merely does not occur to him that 
a week of a salesman’s time is par- 
ticularly important. The customer’s 
native friends on the island will 
prove to be royal hosts during the 
wait and entertain him with cock 
fights and refresh him with tuba, a 
heady beverage from the sap of the 
cocoanut palm. 

Most of the islanders speak 
“bamboo” English taught them in 
schools by native teachers who in 
turn learned the language from 
American teachers. Obviously the 
student cannot learn the language 
as well as though he learned it 
from a native born English speak- 
ing person. 

The printed word, in both news- 
papers and signs is also calculated 
to give the fastidious grammarian 
the jitters. One Manila aviation 
school has a large outdoor sign ad- 
vising the public to “LEARN A 
CAREER.” 

Salesmen drift out here for 
many reasons. Some are Spanish- 
American war veterans and others 
are army or navy men who have 
taken root (or a rib) in the islands. 
Many white men out here have 
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taken native wives and have chil- 
dren by them. In this event they 
never return to their home land. 

One supply salesman arrived on 
the Islands as an engineering ex- 
pert representing an American 
manufacturer. When his job was 
completed he remained on, working 
for a distributor. The gold boom 
started and developed boundless 
confidence in the future of a cer- 
tain, as yet non-paying, mine. 

The owner of the supply business 
had no faith in the mine and re- 
fused the earnest pleas of the sales- 
man to extend credit. At a time 
when the owner was away the sales- 
man threw caution to the winds 
and sent out equipment to the mine 
from the company warehouse. 
“You’ve bought stock in a mine,” 
he told his boss later. 

The boss said things best not 
printed. 

Later a rich gold deposit was dis- 
covered and the mine paid off at 
roughly 1000 to 1 on the invest- 
ment. The salesman bought gov- 
ernment bonds and a new necktie 
with his profits and continued call- 
ing on the trade. 

The price of supply items is 
higher than the States due to 
freight costs. The gross profit 
seems to be about the same, as is 
the cost of doing business. Rent is 
about the same as in corresponding 
sized cities in the United States. 

The tax exempt church is the 
largest real estate owner in the 
Islands and private owners com- 
plain that this leaves an undue 
burden upon them, thus making 
rents higher than one would expect 
in a relatively small community 
where the landlord never needs to 
burn coal. Labor is cheap but labor 
efficiency is low so that this does 
not appreciably lower construction 
costs. 

Employers are not surprised if 
one of their boys hobbles in after 
an absence of a few days looking as 
though he had been through a bat- 
tle. He has merely tortured him- 
self as a religious penance. Once 
a year the devout cut their backs 
with razor blades and then join a 
great procession carrying crosses. 
They are lashed with whips, as 
Christ was lashed, and blood flows 
freely. From time to time they 
fall with arms outstretched, mak- 
ing the sign of the cross in the 
dusty road. After a few minutes 
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of rest they are lashed on again by 
eager friends. 

From this you will understand 
something of the supply salesman’s 
job in the Islands, dealing with a 
laughing, carefree people, who can 
be emotionally aroused to feel no 
pain. Once the hot Filipino blood 
is thoroughly aroused only death 
will stop his mad course of action 
—yet they are a kindly people. 

A mill supply salesman of my ac- 
quaintance was twice held up at the 
point of a gun. In each instance 
he talked himself out of his trouble 
by convincing the robbers that he 
was a good fellow and a poor man, 
and that others to come along the 
road were more deserving of sepa- 
ration from their wallets. 

From the writer’s observation it 
seems that the line between mill 
supplies and hardware is more 
sharply drawn than at home. Ma- 
chinery and supply houses carry no 
flashlamps, padlocks, and other 
hardware items, while some hard- 
ware stores carry no belting, pack- 
ing, valves, fittings and the like. 
As in America there are the big 
houses with separate departments 
selling almost anything. Such firms 
have engineer-salesmen who know 





all about the installation of equip- 
ment for rice and sugar planta- 
tions, or marine engines for fishing 
craft. This class of installation is 
made after a written proposal. 

The Filipino customer wants a 
black and white statement of cost, 
and results to be expected from the 
installation. And don’t think that 
the baby is permitted to cut paper 
dolls from this contract. When 
cousin Frenando, the lawyer, comes 
over it is carefully read for flaws. 
Try to collect payments if any dis- 
crepancy between operation and 
promised results is found. 

Despite their petty differences 
most American business men get 
along remarkably well with the 
Filipinos. We appreciate their 
wholehearted courtesy and impul- 
sive friendliness. They appreciate 
our rugged honesty and respect our 
engineering skill. Nevertheless, I 
sense a restlessness in the Islands. 
A few short years and the guiding 
hand of America will be cast off. 
What then? 

“A little cottage in Cleveland 
with a log fire,” mused one supply 
man. “They say there’s opportun- 
ity for an American in the Argen- 
tine,” another opined. 





TRY THESE QUESTIONS AT 
YOUR SALES MEETINGS 


See page 134 for answers. 


1. What is the cost of proper lighting in relation to gen- 


eral plant overhead? 


2. What are masonry nails? 


3. Is it practical to weld galvanized piping? 


4. Name four different types of vehicles used in making 


aluminum paint. 


5. What is a good cutting compound for power hack-saw 


blades? 


6. Why does the numeral No. 60, applied to abrasive grain, 
give you a definite size picture? 


7. What is the function of a steady rest on a lathe? 


8. How are files measured? 


9. What is an independent chuck? 


10. What is the difference between a chipper’s goggle and 


a welder’s goggle? 


NA A 
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MACHINES 
AND 


JOBS 


W. J. Cameron of the Ford Motor 
Company furnishes an answer for the 
customer who refuses to buy modern 
machinery and equipment because it 
would increase unemployment. 


A talk given on the Ford Sunday Evening Hour 


O one could be indifferent to 

the charge that machinery 
diminishes employment. But it 
was never easy to understand how 
anything so useful to man could 
also be as harmful as was alleged. 
We hear the charge less often now- 
adays because the conviction is 
growing that it is not true. 

For some years the Ford Motor 
Company could only rely on its own 
experience in judging the effect of 
machinery on employment. One 
year when the company spent four 
million dollars for machinery, its 
employees increased by 20,000 men, 
and the payroll by 48 million dol- 
lars. Another year when the com- 
pany spent nine million dollars for 
machinery, its employees increased 
by 40,000 men, and its payroll by 
88 million dollars. In another year 
when the company invested 10 mil- 
lion dollars in machinery, employ- 
ment increased by 37,000 men, and 
the payroll by 76 million dollars. 
That was the invariable experience 
—the more machinery, the more 
men. Critics of the machine pro- 
tested, of course, that the Ford 
Motor Company was an exceptional 
instance and that taking the coun- 
try by and large the picture would 
be quite different. 

But now that the entire national 
employment situation for the past 
40 years has been studied, the fact 
is established that jobs have multi- 
plied faster than people during the 





“machine age.” Employment has 
increased more rapidly than the 
population. While population was 
increasing 118 per cent, the pro- 
portion of employed persons in the 
population increased 191 per cent 
—and the earlier lower figure in- 
cluded a great deal of child labor 
from which the latter larger figure 
is free. In 1870 it required only 
324 persons out of every 1,000 of 
the population to produce what con- 
sumers demanded; in 1930, with 
the machine predominant, it re- 
quired 400 persons out of every 
1,000. Not all of these additional 
employees were engaged at the ma- 
chine, but the influence of the ma- 
chine, spreading fanwise, made 
possible so many other kinds of 
employment that more help was 
always necessary. The charge that 
the machine makes fewer jobs is 
completely refuted. 

It always surprises people to 
learn that most of the machinery 
in use is not labor-saving ma- 
chinery at all. Most of it is labor- 
creating or labor-serving; it en- 
ables men to work at tasks. that 
never would have been attempted 
otherwise. Since modern machinery 
appeared, twenty great industries 
have sprung into existence that 
never could have existed without 
machinery. While machines un- 
doubtedly economize on labor in 
some operations, and thus release 
men to more man-like tasks, never- 
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theless the question 





is not Man 
versus Machine, or what machines 
can do without men—(of course 
they can do exactly nothing with- 
out men): the question is, what 


hitherto unattainable ends 
may reach with the machine? 

Regarding so-called “technologi- 
cal unemployment,” there is no 
possible way of rendering human 
beings obsolete. Rarely does a 
new industry entirely displace an 
old one. Progress always absorbs 
more than it rejects. Progress 
must take everyone along with it. 
The typewriting machine invaded 
a world peopled by . clerks who 
wrote with the pen—did it reduce 
employment in the office world?— 
rather it opened up a new profes- 
sion for tens of thousands who 
never could have worked in offices 
otherwise. It set other tens of 
thousands of mechanics making 
typewriters and cash registers and 
computing machines. It did not 
even injure the pen and pencil 
trade—witness the new business in 
fountain pens and patent pencils 
that has arisen. That is the way 
machine progress works. 

Here is a Michigan town whose 
population has remained stationary 
for 30 years. It boasted two black- 
smith shops. No blacksmith shop 
was ever famous as an employer of 
labor. Those two village shops sup- 
ported four men—two smiths and 
two helpers. Then the automobile 
came—the machine on wheels. Did 
it cause unemployment? The two 
blacksmith shops are gone. But 
other activities have come :—three 
garages employing 15 men; three 
filling stations employing seven 
men; two stores handling tires and 
other accessories, employing five 
men. An increase of 23 men over 
the blacksmith shops. Extend that 
influence farther—to the wagon 
shops turned into body works, to 
the oil and rubber industries, to the 
road-building and special electrical 
industries, to long-distance truck- 
ing and bus driving, to the wheel- 
making and traffic signal industries 
—to the multitude of businesses 
that grew out of the motor car— 
and you see how these things 
spread. Without the machine, they 
could not have existed. 

There are, of course, other points 
to consider about the machine, but 
the charge that it makes jobs 
scarce does not stand. 


man 


CCORDING to latest govern- 

ment figures, over seven mil- 
lion dollars worth of industrial files 
are used annually in industry to- 
day; and the “bogey,” when plants 
and shops are once more operating 
full blast, may well be put at fif- 
teen million dollars a year. 

Files are thus no small item in 
the industrial supplies picture, and 
since they are pre-eminently suited 
to mill-supply distribution, the dis- 
tributor’s salesman will do well to 
find out all he can about them. 
This article therefore discusses 
some file fundamentals. 

In the first place, where can files 
be sold? The recent MILL SUP- 
PLIES survey showed the major 
markets to be, naturally enough, 
metal- and wood-working plants, 
but it was found that important 











SAMPLES AND DEMONSTRA- 
TIONS HELP SELL FILES! 


Remember that the biggest ele- 
ment of cost in the use of hand 
files is labor. A convincing dem- 
onstration is to have a prospect 
assign two mechanics to a cutting 
job—one using an ordinary file, 
and the other using one from your 
line, but both working at the same 
speed on similar pieces of metal. 
The difference in the amount of 
metal cut in a given time by a 
superior file will usually clinch a 
sale. 


As for rotary files—many buyers, 
even in large manufacturing 
plants, are unfamiliar with them. 
For this reason, a few samples in 
the hands of the salesman make a 
nice entree. 


One salesman writes: “It is still 
my experience, upon mentioning 
rotary files, to have the purchas- 
ing agent either smile or say he 
is not considering some new type 
of office filing cabinet. However, 
after getting him to let me talk 
with the Works Manager, I usu- 
ally open some very nice rotary 
file business.” 







ALL INDUSTRIES BUY FILES! 






—Are You Getting Your Share? 


By 
CARL HEYEL 


Every industry isa log- 
ical prospect for files. 
This article discusses 
some file fundamentals 
and sales pointers 


selling opportunities exist in the 
shops of every type of industry in 
the country. However, the wide 
variety of file applications in all 
of these industries—from rough, 
high-speed “hogging” of metal to 
the finest of skilled machinists’ 
operations—makes necessary hun- 
dreds of kinds and literally thou- 
sands of different sizes and cuts. 
The basic types to which these 
many variations belong are out- 
lined here. 

For convenience of presentation, 
wherever the “word “file” is used 
below, an ordinary hand type is 
meant, as_ distinguished from 
rotary files which are discussed at 
the end of the article. 


Metals 


The metal of which files are 
made must be hard enough to cut 
steel, and able to stand up under 
rough treatment. File teeth must 
be hard, but not brittle. Good 
quality high-carbon steels are 
therefore used—properly forged, 
annealed, and hardened. Engineer- 
ing and metallurgical advances 
have of course, greatly improved 
these metals. 

Files are classified according to 
their cross sections and general 
shapes, and are further differen- 
tiated according to the type of cuts 
forming their teeth. 


File Tooth Cuts 


Consider the cut of teeth first: 
Tests have shown that the shape 
of the teeth is the most important 
factor in a file’s performance— 
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more important, for example, than 
the quality of steel used. That is 
why claims of file manufacturers 
as to their product’s superiority, 
and announcements of new and 
faster-cutting files, always empha- 
size novel cuts and shapes of teeth. 
Some of these innovations will be 
discussed later. For the present, 
let us examine the standard cuts. 

There are three general types: 
single-cut (in the coarser types this 
is sometimes called “float”); dou- 
ble-cut, and rasp. The last-named 
is usually used as a general term— 
that is, instead of “a file with a 
rasp cut,” this type of tool is sim- 
ply called “a rasp.” 

A single-cut file has one unbrok- 
en course of teeth or chisel cuts, 
across its surface. These teeth are 
parallel, and usually at an angle 
of 65 to 85 deg. to the axis of the 
file—although the angle depends 
upon the nature of the work which 
the file is to do. 

Single-cut files are distinguished 
for their smoothness of cut. They 
are regularly used for saw filing 
and, in appropriate shapes, for fin- 
ishing work that has previously 
been rough filed. Single cut files 
are also used on lathe work where 
a double-cut file might leave 
scratches. 

A double-cut file has two cuts, 
one crossing the other at an angle. 
The first is called the “overcut,” 
and the second the “upcut.” The 
upeut is usually a little finer and 
not so deep as the overcut. For 
general purposes, the angle of the 
overcut with the file axis is usu- 
ally 40-45 deg., and that of the up- 
cut 70-80 deg. On double-cut fin- 
ishing files, the first angle is some- 
what smaller, the second somewhat 
larger. The two cuts crossing each 
other result in a large number of 
small, pointed teeth. 

Double-cut files are used in gen- 
eral machine-shop and foundry 
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work, the coarser files for fast-cut- 
ting, or “hogging,” and the smooth- 
er files for finishing. 

On rasps, as distinguished from 
files, the teeth are formed by rais- 
ing small portions of stock from 
the blank, with a single pointed 
tool or punch. Thus, the teeth are 
formed separately and are discon- 
nected. Rasps are used for rough 
work by blacksmiths, cabinet mak- 
ers, woodworkers, rubberworkers 
and the like. 


Degrees of Coarseness 


The performance of a file and 
the use to which it should be put 
naturally depend upon the coarse- 
ness as well as the shape of tooth 
cut. Degrees of coarseness are de- 
scribed in general practice by the 
terms rough, coarse (or middle), 
bastard, second cut, smooth, dead- 
smooth, and super smooth. 

It should be remembered that the 
number of teeth per inch for a def- 
inite classification, say smooth, va- 
ries with the size of the file, (larger 
files have coarser teeth), so that 
the above terms are accurate in 
comparing the degree of coarseness 
only when files of the same length 
are being considered. 

Rough files are usually single 
cut; dead-smooth are usually dou- 
ble-cut; other grades are both sin- 
gle and double-cut. 

The three standard cuts in ordi- 
nary use are bastard, second-cut 
and smooth. On ordinary machin- 
ists’ files, the number of cuts per 
inch usually vary between the fol- 
lowing limits for the various types: 
bastard, 20-25; second cut, 30-40; 
smooth, 50-60; dead-smooth, 70-80. 

Fig. 1 gives a comparison of va- 
rious cuts in common use. The 
sections shown are actual size illus- 
tration of one manufacturer’s 12- 
in. files, and are representative of 
general practice. Larger files and 
rasps have coarser teeth for these 


same classifications; smaller files, 
finer. 


Improved Designs 


The standard tooth constructions 
described above have been modified 
in recent years on certain lines of 
files, with claims for superior cut- 
ting running as high as forty per 
cent over ordinary patterns. In one 
brand, variations in the depths of 
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Fig. 1—A comparison of the various file cuts in common use. These 
are actual-size illustrations of one manufacturer’s 12-in. files and are 


representative of general practice. Larger files and rasps have coarser 
teeth for these same classifications; smaller files, finer. 
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and “tang” is the narrow projec- 
* A tion which fits into the handle). 

acl — - @ — Files may also taper in thickness 

square Fig. 2— Various as well as in width. And, depend- 

common cross ing upon the use they are to be 

ate <a ’ peas os sections and put, they may have one or more 

Flat Auriform Square Ie Ll po pal = “safe” sides or edge—that is, with- 

Swiss type files out teeth, so that where close work 

oe om ad tie oe is done, the edge or side not actu- 

Crochet Lozenge owe =: Suaeing Barrette ally cutting will not mar an ad- 
jacent surface not to be filed. 

It will not be necessary to list 

or picture here the multiplicity of 

cuts produce teeth of varying every metal manufacturing plant types of files to which usage has 

heights. As the higher teeth which has occasion to use such files—often given special names. In many cases 


come into use first wear down, new 
cutting edges go to work, giving, it 
is stated, an effect of a “second 
wind” and, thus adding materially 
to the life of the file. 

By irregular spacing of the over- 
cut, another manufacturer achieves 
a combination of fine and coarse 
teeth, resulting in a wavy tooth 
pattern. It is stated that this type 
of cut removes metal much faster 
and leaves a smoother finish—and 
that much of the superior perform- 
ance claimed for it is due to the 
fact that the irregularly cut file 
does not become clogged as readily 
as ordinary files. 

Other variations, intended to 
prevent clogging and chattering, 
and to increase cutting speed and 
life, include spiral cuts, and cuts 
which are straight but not parallel 
to each other. 


Precision Files 


For the precision work of tool- 
makers and diesinkers, files of 
finer cut, sharper teeth, and su- 
perior hardness than regular types 
are usually needed. These files are 
designated—depending upon the 
manufacturer—by numbers rang- 
ing, in the order of coarse to fine, 
from 000, 00, 0, 1 to 8. The numbers 
for the coarser types roughly cor- 
respond, in respect to teeth per in., 
to regular types. Thus, 000 is usu- 
ally comparable to rough, 60 to bas- 
tard, 0 or 1 to second cut, 1 or 2 to 
smooth cut, and 2 or 3 to super- 
smooth cut. 

Diemakers and toolmakers are 
the chief users of these files, but 
they are also used in other indus- 
tries. For example, watch manu- 
facturing companies use them in 
large quantities, as do manufac- 
turers of machines or special in- 
struments requiring small and ac- 
curate parts. However, practically 
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in fairly large quantities. 


Cross Sections and 
General Classifications 


As stated in the beginning, files 
are classified according to their 
cross sections and general shapes. 
As a matter of fact, the cross sec- 
tions often give standard commer- 
cial files their names—such as 
square, half-round, round, trian- 
gular, diamond, and oval (names of 
standard types are also suggested 
by their use, or the place where 
they are used, as mill, slotting, slit- 
ting, augur bit, chisel point, drill, 
warding, and the like). 

In accordance with the purpose 
for which they are designed, files 
differ in outline: Edges may be 
parallel (in which case the file is 
termed “blunt”) or they may con- 
verge to a point. Sometimes the 
edges merely taper—to a greater or 
lesser degree—from the middle to 
the point. (The term “point,” 
whether an actual point or not, is 
used to designate the end opposite 
the handle; “heel” is the end of the 
file body adjacent to the handle; 
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the name makes the application self 
evident—as “auger bit file’ or 
“cross-cut file.’ The accompanying 
“Dictionary” gives the trade 
names, characteristic shapes and 
cuts, and applications of the most 
common types. Sizes in which 
these files are available range com- 
monly from 4 to 20 in. The list 
has been compiled from a number 
of manufacturers’ catalogs, and, 
while not exhaustive, is probably 
fairly complete and quite represen- 
tative. 

Precision or Swiss type files are 
relatively short and slender, often 
pointed and cut at both ends with 
plain stock in the center. In this 
class are diesinkers’ files, needle 
files, and diesinkers’ and silver- 
smiths’ rifflers. ‘“Rifflers” is the 
term applied to the files when the 
ends are curved or have distinctive 
shapes to suit the fine, close work 
for which they are intended. Fig. 
2 shows the trade names of 
various types of cross sections. 


File Tests 
A word about file tests and test 
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Fig. 3—Some representative rotary files. They are used with flexible shafts 
and air or electric tools, and can also be chucked in stationary rotary filing 
machines or machine tools, such as drill presses. 
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results: Machines have been de- 
veloped for testing files by sub- 
jecting them to a great number of 
strokes on standard piece of metal 
and weighing the metal cut. 

Tests show up great differences 
in file performance. Some may cut 
less than one cu.ft. of metal in 10,- 
000 strokes, others more than five 
cu.ft. in the same number of 
strokes. Some files wear out after 
one cu.in. of metal has been re- 
moved, others will remove more 
than 12 cu. inches. 

The important thing to remem- 
ber is that a test is incomplete un- 
til the “slip point” has _ been 
reached—when the file has been 
so worn that it slides over the 
metal without cutting. Two files 
might cut at the same rate after 
50,000 strokes, but one might reach 
the slip point shortly thereafter, 
while the other may continue for 
almost twice that number of 
strokes. 

Finally—the point to emphasize 
in selling a superior file is that the 
biggest element of cost in a filing 
operation is labor, and that there- 
fore it pays to get a tool which will 
cut metal efficiently. First cost is 
relatively unimportant. 


Rotary Files 


Rotary files and rasps are em- 
ployed for chamfering, rounding 
corners, and for finishing countless 
places difficult to get at in diemak- 
ing, toolmaking, pattern-making, 
as well as for general manufactur- 
ing in all lines of industry. They 
are used with flexible shafts and 
air or electric tools, and can also be 
chucked in stationary rotary filing 
machines or other machine tools 
such as drill presses. For some 
applications, such as reconditioning 
valve faces and seats, they may be 
twisted by hand. 

The rotary file does not replace a 
milling cutter, reamer, drill, or 
similar cutting tool. Rather, it 
starts to work where this type of 
tool stops, by removing the burrs 
left from machining. Since the 
widespread adoption of electric 
welding, the demand for rotary files 
for cleaning up welds has been very 
great. 

Fig. 3 shows a few standard 
types from the many shapes and 
sizes available. A standard rotary 
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“DICTIONARY” 


Popular 
Name 


Characteristic Shape 


tf American-Type Files 


Cut of Teeth 





Descriptions and Applications 


Common Applications 





Auger Bit File 


Al 


Slender file, plain stock in cen 
ter, teeth cut on each end; one 
end flat, the other ‘‘three- 
square” or triangular; tapered 


Single cut; degree of coarse- 
ness; smooth 


For filing auger bits; taper 
shape accommodates all sizes 
of bits 





Band Saw File 


* 


Triangular cross section; ta- 
pered or blunt; edges may be 
rounded 


Single cut 


For filing band saws; slim, ta- 
pered types for filing small 
teeth of hand saws, hack saws 
small band saws, etc 





Cabinet File 


Half round” (in reality, more 
of a half oval)—wider and 
thinner than actual half-round 
Hereafter where quotation 
marks appear with this term, it 
signifies that although ‘‘half- 
round” is commonly used to 
designate the cross-section, the 
foregoing qualification applies) 


Double cut; commonly coarse 
and bastard 


Used by cabinetmakers and 
woodworkers 





Cant File 
(sometimes 
called 
Lightning) 


Triangular cross section but with 
two narrow sides, as distin- 
guished from cross section of 
three square” or “‘triangular’’ 
files 


Single cut 





For filing cross-cut saw teeth 





Corrugating 
File 


Rectangular cross section; blunt 


Double cut; usually bastard, 
second-cut, and smooth; 
teeth formed to cut small 
corrugations in metal 


For “fitting up” of barbers 
shears — corrugations in shear 
blade desirable to hold hair 
while cut is being made 





Cross-cut 
Saw File fj 


Rectangular cross section; heavy 
types are blunt, thin types 
tapered 


Single cut 


Facilitate saw sharpening be- 
cause they enter gullets of 
cross-cut saws readily 





Finisher 


Thin, rectangular cross section 
may be flexible, attached 
throughout its length to curved 
or straight wooden handle 


Actually a “hand milling 
tool’ with milled tezth 


wc atts Alans wal 
For surfacing formed sheet 
metal, such as auto bodies and 
fenders; also for hard wood; 
leavers nooth surface 








Flat File 


Rectangular cross section; 
tapered 


Double cut; usually bastard, 
second-cut, and smooth 


One of the most generally used 
files—employed by mechanics 
for a great variety of work— 
used for ‘hogging’ or fast re- 
moval of metal 





Flat Shoe | 
Rasp and File 


Rectangular cross section 


Half double cut and haif 
rasp cut; coarse 


For shoemakers and shoe 
repairers 





Flat Wood 4 
File 


Rectangular cross section; 
tapered 


Double cut; coarse 


For woodworkers 





Flat Wood Rasp t 


Rectangular cross sectioned; 
tapered 


Rasp cut; bastard 


For wheelwrights and carriage 
makers 





Great American 
Cross-Cut Saw 
File 


Wedge-shaped cross section; 
round back 


Single cut 


Designed for filing Great 
American cross-cut saws; 
rounded back is cut for filing 
gullets 





Half Round 
File 


Half round cross section 
sometimes blunt, usually 
tapered ‘ 


Double cut; bastard, secend 
cut, and smooth 


One of the most useful files for 
general machine-shop work 





Half Round 
Wood File é 


Half round’ cross section 
tapered 


Double cut; coarse 


Used by woodworkers general 
ly; sometimes on coarse brass 
work 





Halt Round 
Wood Rasp 4 


Half round” cross section; 
tapered 


Rasp cut; bastard and 
mooth 


For wheelwrights and carriage 
builders; occasionally used by 
plumbers and woodworkers 





Hand File 


Rectangular cross section: ta 
pered in thickness; thicker than 
flat files 


Double cut; usually bastard, 
second-cut, and smooth; one 
safe edge 


For finishing flat surfaces 





Hand Finishing 


File 
l 


Rectangular cross section 


Double cut; usually second- 
cut and smooth; overcut is 
at right angles to length, 
and upcut on steep angie; 
two safe edges 


Used for hand surfacing, finish- 
ing, and lathe work 





Knife File 


’ 


Cross section tapered; blade re- 
sembles knife blade, curving to 
2 point at the end 


Double cut; usually bastard, 
second-cut, and smooth; 
safe back 


Used for a variety of special 
purposes in bench filing; espe- 
cially for filing in V-shaped 
slots 





Lance Tooth | 
File 


Rectangular cross section; blunt 


Single cut 


For filing cross-cut saws 





Lathe File 
—'‘long 
angle” i 


Rectangular cross section; 
tapered 


Single cut; both edges safe; 
teeth are cut farther from 
the perpendicular to axis 
than on most files 


Made of heavy stock, for lathe 
work; long angle of teeth 
makes them clear themselves 
freely when file is used at right 
angles with work 





Mill File 


Rectangular cross section; ta- 
pered or blunt 


Single cut; bastard, second- 
cut and smooth; may have 
two rounded edges, two 
squared edges, or one of 
each 


For sharpening mill saws, mow- 
ing machine knives, planes, etc 
Used in machine shop for lathe 
work, draw filing, and some- 
times for finishing brass and 
bronze 








Pillar File Rectangular cross section; cross Double cut; usually two | Used in machine shops for nar- 
section almost a square; parallel safe edges; bastard, second- row work—for slots, keyways, 
& in width, tapers in thickness cut, and smooth etc 
Pit Saw File Half-round cross section; blunt Single cut For filing the teeth of pit and 
(also known as frame saws 
Frame Saw 
File) 





Planer Knife 
File 


Rectangular cross section: 
rounded ends, no handle 


Each side of file is made half 
single and half double cut | 


For sharpening planer knives, 
and for other woodworking cut- 
ter knives 





Round File 
(sometimes 
called “Rat- 
Tail File”) 


Round cross section; tapered or 
parallel 


Single and double cut; 
bastard, second-cut, and 
smooth 


For gulleting, enlarging holes 
shaping internal curves, etc.; 
blunt type for heavier work 





Square File 


Square cross section; tapered 
and blunt 


Double cut; may have one 
safe side; bastard, second- 
cut, and smooth 


Tapered file used principally for 
enlarging apertures or recesses 
of a square or rectangular 
shape; blunt used for finishing 
or enlarging mortises, keyways, 
or splines of considerable length 





Three-Square 
File 


Triangular cross section; tapered 
and blunt 


Double-cut; bastard, second- 
cut, and smooth; sharp teeth 


Not a saw file; for machine- 
shop use, in filing sharp angles, 
cutters, taps, etc 





Warding File 











Rectangular cross section par- 
allel in thickness, sharp taper i 
width to fine point 
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Double cut; bastard, second- 
cut, and smooth 





For locksmiths, in filing the 
ward notches in keys; also for 
jewelers and machinists 
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AGGRESSIVE SALES PROMOTION 
BRINGS RESULTS 


C. “BILL” HUNTER, pres- 
W. ident and general manager, 


The Ross-Willoughby Company, 
Columbus, Ohio, believes in direct 
mail advertising as a means of 
keeping his customers and prospects 
informed of new developments in 
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the lines handled by his company, 
new lines added and the various 
angles of the service which Ross- 
Willoughby offers. He believes in 
this form of promotion because 
he has tangible evidence that it 
pulls inquiries and helps his sales- 
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men to produce orders on all lines. 

Like all successful advertising 
schemes, Ross-Willoughby promo- 
tion is carried out in accordance 
with a definite plan. It calls for 
contacting customers and prospects 
on the average of twice each month. 








s, 
293, 











The Ross-Willoughby Company, 
Columbus, Ohio, circularizes a se- 
lected list every two weeks. Small 
expenditure on mimeographed let- 
ters and folders has pulled inquiries 
from nearly every name on the list. 


Mailing pieces are informative in’ 


character, featuring new products, 
new trends and new applications of 
old products. 

The mailing list includes approx- 
imately 1,500 names, classified by 
industry, with special divisions for 
those operating power plants and 
for colleges, hospitals, hotels, mu- 
nicipalities, public buildings, utili- 
ties and others not included in the 
general industrial list. The list is 
regularly checked against city di- 
rectories, salesmens’ reports, com- 
mercial ratings and the “Directory 
of Ohio Manufacturers.” 

Filled-in form letters on the 
Ross-Willoughby letterhead are the 
mainstay of the campaign. They 
are mimeographed on inexpensive 
bond paper, the names being headed 
in on company-owned addresso- 
graph equipment. Letters are sent 
to lists varying from 300 to 700. 
Third-class postage is used through- 
out. 

Interspersed with the above 
mailings, which, by the way, 
usually concentrate on a single 
product or line, are slightly more 
elaborate mimeographed folders, 
which call attention to several lines 
and some of the services offered by 
the distributor. A local mimeo- 
graph agency supplies the art work 
for these folders. They are sent to 
lists varying between 700 and 1200, 
the large numbers being justified 
by the wider variety of products 
featured. (See samples on page 
24). For some of these mailings, 
attention value of the envelope is 
enhanced by art work. Again, 
third-class postage is used. 

A postpaid reply card is enclosed 
with every piece sent out. Actual 
returns, as measured by these 
cards, have been received from 


nearly every name on the Ross- 
Willoughby customer and prospect 
list, offering ample proof that the 
letters and folders are being read. 

The sales promotion work out- 
lined above was carried on with an 
advertising budget of one-half of 
one percent of gross sales for 1935. 
That the management of this pro- 
gressive distributing establishment 
feels the expenditure worthwhile is 
evidenced by the fact that Mr. 
Hunter has doubled his promotion 
budget this year, allowing for 1936, 
one per cent of his annual sales. 











CONTRACTORS KNQW THIS TIGER. BRAND| 
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QUICK FROM THE ROSS-WILLOUGHBY 
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ire ropes that you can standardize on for 

everything! That's the great advantage 

in AMERICAN STEEL & WIRE CO products. 
What size and quantity do you require? The 
Ross-Willoughby Co can supply it at oncee 
Drop forged Clips too. 


BOSTON WOVEN HOSE & RUBBER CO (BWH) Hose 
is another contractors' time-tested standard. 
Use BWH “PARAMOUNT” Hose for steam service--- 
BWH "Vim" WATER Hose---BWH "Vim" AIR Hose--- 
and BWH BULLDOG Pile-Driver Hose. They're 
steam-, oil-, wear-resistant. 


And you contractors probably need shovels 
too--also maybe picks, sledges, spades. The 
American Fork & Hoe Co's CONNEAUT Line are 
——— 8 Shovels with heat-treated blades, built 
JUST A} to “take it", and wonderful for service. 


The right kind of lubricants will save 
JOB OF | breakdowns on the job. KEYSTONE OILS & 
G2EASES are specific industrial lubricants. 
LUBRI- Ask for informative application Guide. 


Let ROSS-WILLOUGHBY also supply your needs, 
/ pronto, in Welding Equipment, Trench Braces, 
Jacks, Pipey Valves, Saws, Hacksaws, Rope, 
Flare Lights, Wood Handles, Vises, Wheel- 
Barrows, Wrenches, Wire, etce etc. etce USE 
ENCLOSED CARD. And use Phone MAin-5291-- 
always your openedoor to Service. 
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HAT can the manufacturer 
do to make the work of his 
missionary men with distributors 
and their salesmen most effective? 
How can the distributor and his 
organization cooperate with these 
manufacturers’ missionary men to 
secure the best possible results 
from their visits? 

That these questions are timely 
and important was very clearly 
demonstrated at the recent zone 
meeting of distributors and manu- 
facturers in Pittsburgh, under the 
auspices of the National Supply 
and Machinery Distributors’ As- 
sociation and the American Supply 
and Machinery Manufacturers’ As- 
sociation, when they received very 
serious attention. 

Hence, the opinions and ideas 
expressed at this gathering plus 
some thoughts gained during a con- 
versation with a manufacturer who 
has given a great deal of considera- 
tion to this problem have combined 
to provide the writer with sugges- 
tions — subject to criticism, of 
course—which he is glad to offer 
for discussion. 

At the outset, it is well to make 
clear what is meant by a manufac- 
turer’s missionary man. He is the 
chap who comes around to the dis- 
tributor to help the latter and his 
salesmen in their work in selling 
his company’s line. He may be the 
salesman who originally sold the 
distributor on taking on the line— 








MAKE MISSIONARY 
CALLS COUNT 


The manufacturer’s missionary 
man can produce his weight in 
gold or he can bea hindrance. A 
little foresight and planning on 
both sides of the fence will insure 


profitable results. 


By 
E. J. McCOSKER 
Western Editor 


if he also does missionary work— 
or he may be an entirely different 
man. He might be likened to the 
coach of an athletic team, an ad- 
visor, the support coming up from 
the rear in battle to help the 
soldiers in the front line, a special- 
ist who is caHed in by the family 
doctor to lend his special knowledge 
in treating a certain kind of illness. 

Distributors at the Pittsburgh 
meeting were almost unanimous in 
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assuring that they demand a week’s 
notice in advance of the coming of 
the missionary man. There’s noth- 
ing unreasonable about that. The 
distributor and his organization are 
very busy. They are handling many 
lines. They cannot be expected to 
stop their work at a minute’s notice 
and turn themselves over to the 
missionary man. So why not ac- 
cept that as a rule for the manufac- 
turer to follow—give the distribu- 











tor at least a week’s notice in ad- 
vance of the visit of the missionary 
man. 

The second point brought out at 
the Pittsburgh meeting by distrib- 
utors was that the missionary 
man who addresses a meeting of 
distributors’ salesmen must be 
capable of doing a good job of it 
and must be well prepared. There 
should be no argument about this. 
Who can dispute the reasonableness 
of demanding those qualifications? 
Yet, there is no doubt but what 
many sales meetings are ruined by 
missionary men who simply take 
these meetings in stride, and halt- 
ingly or monotonously go through 
their stories. The manufacturer’s 
man must have a definite, forceful 
message to give distributors’ sales- 
men. His program must be well 
planned and executed. He must 
have enthusiasm. 


HEN, from a distributor comes 

the comment that the manufac- 
turer’s missionary man must sell 
himself to the distributors’ sales- 
men. It is difficult to believe that 
a man possessing sufficient ex- 
perience and ability to be selected 
as a missionary man by a manu- 
facturer would fail to recognize the 
importance of this. Yet it so 
happens occasionally. In some in- 
stances where this failing appears, 
the manufacturer must have failed 
to impress his missionary man 
with the true relationship between 
dstributor and manufacturer, that 
they are in reality partners, and 
that it is to the manufacturer’s 
interest for the distributor to do 
a good selling job on his line. 
Where the fault lies with the mis- 
sionary man himself, he should 
immediately be called to account. 
No good will come of his contacts 
with distributors if he assumes a 
bored or condescending attitude 
toward the distributor’s salesman. 
He must make every effort to make 
the latter like him and respect his 
specialized knowledge, and he should 
do all within his power to impart 
as much of this special knowledge 
as possible to his ally’s men, to the 
end that the latter may sell more 
of his company’s goods. 

One distributor at the Pitts- 
burgh meeting made the comment 
that he had had the experience of 
having a manufacturer’s man, sent 


out by the distributor to make 
certain calls alone, sell goods direct 
to the prospects in question and 
leave his house entirely out of con- 
sideration in the deal. 

Of course, there is no excuse for 
a manufacturer’s man taking busi- 
ness direct when he has been sent 
out to see certain prospects by the 
distributor. On the other hand, is 
the distributor getting the most out 
of the calls of missionary men 
when he sends them out alone? In 
the first place, he automatically 
transforms the manufacturer’s man 
from missionary to salesman. In 
the second place, he passes up ex- 
cellent opportunities for his men 
to gain valuable knowledge through 
watching and hearing the manufac- 
turer’s man in action. Thirdly, he 
not only fails to impress the cus- 
tomer with his company’s complete 
identity with the line involved, but, 
in some cases, even creates an im- 
pression of weakness on the part of 
his own organization so far as 
salesmanship on the line in question 
is concerned. 

When the distributor receives 
word from a manufacturer’s mis- 
sionary man of a forthcoming visit, 
he would do well to immediately 
make plans, develop a definite pro- 
gram to secure the best possible 
returns from this opportunity. If 
the time is not favorable, the manu- 
facturer’s man should be notified. 

The point was raised by the 
manufacturer mentioned early in 
this discussion that distributors at 
times do not like to send their sales- 
men out with missionary men be- 
cause of their fear of losing busi- 
ness through calling their men off 
from their regular sales routine. 
An excess amount of this activity 
would, of course, be harmful. Yet, 
an excess might be avoided by 
careful planning in advance. 

Let’s assume that the manufac- 
turer has provided the distributor 
with information as to the best 
markets for his products. The 
distributor should then be able to 
locate the prospects of these vari- 
ous types in his area, and every 
distributor’s salesman should know 
just where these prospects are in 
his territory. 

It is taken for granted that the 
distributor’s salesman has _ con- 
tacted at least some of these pros- 
pects, and should have a very 
definite knowledge of where the 
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manufacturer’s man can do him the 
most good by making calls with 
him. It is hardly necessary for 
the manufacturer’s missionary man 
to call with the salesman on every 
last prospect in his territory, or to 
go along at random with the sales- 
man on his calls, to take the one 
line to the exclusion of all others 
handled by the distributor. Rather, 
the distributor’s salesman should 
pick a few calls—it might be only 
two or three—where the manufac- 
turer’s missionary man can do him 
the most good. He could report 
these to his sales manager, and the 
latter could then draw up a definite 
schedule of work for the mission- 
ary man with his salesmen while 
the former is in town—and be all 
set to go when the missionary man 
arrives. 

If a manufacturer’s line has good 
market possibilities and returns a 
real profit to the distributor, the 
latter should be eager to get the 
utmost benefit from the visits of 
the missionary man, and should 
therefore lend every possible co- 
operation to the latter. 

In case calls of missionary men 
become too frequent, the distribu- 
tor should be able to reach an 
agreement with the manufacturer 
in question as to a definite, limited 
program. 


HERE is much to be gained 

through these contacts between 
manufacturers’ missionary men and 
distributors’ salesmen—for both the 
individuals and for their principals. 
Therefore, it is reasonable to be- 
lieve that it would be well worth 
while for the subject to be given 
thorough consideration on _ both 
sides of the fence, and for manu- 
facturers and distributors to work 
out programs that will be in thor- 
ough harmony, so that both may be 
served well by this type of sales 
work. 

It is encouraging to note that the 
manufacturers’ association and 
both distributors’ associations are 
striving for greater efficiency in 
this activity. The discussions pro- 
posed on it at the May convention 
should prove profitable to all con- 
cerned. It would prove helpful all 
around if distributors and manu- 
facturers could reach definite con- 
clusions which could be published 
to the whole industrial supply field. 
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EVERY industrial plant is a pros- 
pect for steam traps, for almost 
every industrial plant uses steam 
in its processes, or at least has 
steam-heating lines. And where 
there is steam, there will be con- 
densate, and where there is con- 
densate it must be gotten out of 
pipelines or away from process 
equipment. . 

Steam traps are really water 
traps, in that they automatically 
remove condensed steam from 
steam lines, steam-heating appara- 
tus, etc. They are of two basic 
types. The non-return is the com- 
moner type and discharges conden- 
sate to a receiver or tank at at- 
mospheric pressure. Its principal 
function is to save water. The 
boiler return trap is usually more 
elaborate, and is designed to re- 
turn condensate to the boiler 
against boiler pressure or to an 
elevated tank. 

Steam traps may also be classi- 
fied as intermittent or continuous, 
depending upon whether they re- 
turn condensate to the tank inter- 
mittently or whether it is a contin- 
uous process. Many units of 
the latter type are suited more to 
low or medium pressures, because 
they usually operate with the dis- 
charge valve cracked open, thus 
any high-pressure discharge cuts 
the seat rapidly. Others are suited 
to any pressures. 

Non-return traps are usually 
classified in five groups: bucket, 
tilting, float, expansion, and im- 
pulse, and they are placed to drain 
vertical pipes, at low spots in hori- 
zontal lines, on process equipment, 
etc., where water of condensation 
runs by gravity. 

Bucket types are so named from 
a bucket inside which acts as the 
balancing device, and which may 
be either upright or inverted. If 
upright, the bucket is usually fast- 
ened to a lever or plunger which in 
turn operates the discharge valve. 
When the trap is empty or filled 
with steam, the bucket is so 
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STEAM 


Elements of both non-return 


weighted that the valve is held 
closed. But as soon as condensate 
fills the bottom of the trap suff- 
ciently to overflow into the central 
bucket, its weight begins to in- 
crease. About the time it is a third 
or half full, it is heavy enough to 
sink in the water, which opens the 
discharge valve. Steam pressure on 
the line then literally blows the 
condensate out of the trap until the 
bucket becomes buoyant. Then it 
rises to the water surface again, 
closing the valve. For inspection 
or repair, some traps of this type 
have built-in bypass valves to per- 
mit steam to go by carrying its 
condensate with it, others are piped 
for bypassing; modern ones usually 
have the entire mechanism fastened 
to the top so that the body can be 
removed for inspection of the valve 
without disturbing pipe connec- 
tions. 

The inverted bucket trap has its 
inlet on the bottom or near it. 
Water level rises in the bucket and 
body until it begins to go out at 
the top, or as long as there is water 
in the line. As soon as steam begins 
to come through, it passes into the 
bucket. When the bucket becomes 
two-thirds full of steam, it rises 
and closes the valve, which then 
stays closed until the trap becomes 
full of water again, this condensing 
the steam inside the bucket and al- 
lowing water to enter, at which it 
drops, opening the discharge valve. 

Tilting traps are rather more 
elaborate in construction than the 
others. They consist of a closed 
tank mounted on trunnions and bal- 
anced by a lever system and 
weight. The trunnions are hollow, 
one forming the inlet valve and the 
other the discharge. Steam and 
condensate enters the tank, but 
cannot escape, because in the re 
ceiving position, the outlet is 
closed and water-sealed. When the 
tank becomes so full that the 
weight of the water overbalances 
the weight of lever and weight, the 
tank changes position, thus opel- 
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TRAPS 


and boiler return types 


ing the discharge valve and permit- 
ting steam pressure to blow the 
accumulated water out of the tank. 
These traps are intermittent in 
operation. 

Float traps, as their name im- 
plies, are float operated. The float, 
on the end of a long lever arm 
which also carries the valve stem, 
is in a receiving tank or body. Con- 
densate enters this body until it 
lifts the float high enough to open 
the discharge valve. Steam then 
blows the condensate out until the 
water level drops sufficiently so 
that the float and its lever close 
the valve again. 

Expansion type traps involve a 
bellows or other thermal element, 
usually filled with a volatile liquid. 
Thus when steam hits the bellows, 
it expands the thermal element, 
which in turn pushes the valve 
closed. When water comes in, how- 
ever, at a slightly lower tempera- 
ture, it contracts the thermal 
element, the valve opens and the 
condensate is discharged. 

Impulse traps are new in princi- 
ple and are made by only one man- 
ufacturer thus far. They depend 
for operation upon the character- 
istics of flow of fluids of varying 
densities through two orifices in 
series. This causes variation in 
pressure in a control chamber be- 
tween the orifices to open and close 
the valve. Hot condensate causes 
higher pressure, closing the valve, 
cooler condensate reduces the pres- 
sure slightly, hence opens the 
valve. 

Non-return traps are used in re- 
moving condensate from unit heat- 
ers, pipe coils, steam lines, stills, 
liquid heaters, storage-water heat- 
ers, brew and rendering kettles, 
food cookers of large size, etc. 

Return traps have their principal 
application in feeding boilers, al- 
though they are also used for re- 
turning condensation from distant 
buildings, draining vacuum sys- 
tems, pumping, and metering. All 
operate on the same basic principle, 


Fig. 1. A is a boiler drum and B 
a tank 4 to 6 ft. above the water 
level in the drum. Condensate 
comes through check valve D into 
tank B, valve E permitting venting 
of air. When B becomes filled, 
E closes, and live-steam enters 
through valve C. This equalizes 
the pressure in the tank and in the 
boiler, and the water in the tank 
runs into the boiler by gravity 
through check valve F. 

Return traps always have valves 
C and E automatically operated. 
D and F may not be on the trap, 
but are needed for its operation, as 
is a receiving tank into which the 
condensate may run while the trap 
is discharging into the boiler. Since 
this tank must be lower than all 
pipe lines, it will probably also be 
below the boiler. This requires a 
second return trap to lift the con- 
densate from the tank to the boiler 
return trap unless condensate line 
pressure is sufficiently high. 

Return traps are usually either 
tilting or float types. The tilting 
trap has the receiving tank 
mounted on trunnions just as is a 
non-return trap, and the float type 
is also similar to the non-return 
float trap. Some return traps are 
pilot-operated, as indicated in 
Fig. 3. 

Fig. 5 shows the valve-operating 
mechanism of a float-operated, non- 
tilting trap. The float in the trap 
body operates lever A, which in 
turn engages with rack B, moving 
it to a horizontal position just be- 
ore the trap becomes full or empty. 
As the rack moves past horizontal, 
weight C rolls to the other end, 
and its impact turns the rack, oper- 
ating the steam and vent valves 
through lever D. Another similar 
trap uses a weight at the top end 
of a vertical lever instead of the 
rack and rolling weight. 

When return traps are used to 
return condensate from high-pres- 
sure equipment such as cookers, 
laundry equipment, etc., condensate 

(Continued on page 108) 
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FIG.1 
Basic Principle 
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EXHIBIT—F. O. B. DETROIT 


Buhl Sons Company provides opportunity for ninety-seven 
manufacturers to display and demonstrate their wares to Motor 
City’s much interested buyers and plant operating officials. 


INETY-SEVEN manufactur- 

ers, represented by more than 
125 men, cooperated with an alert, 
aggressive distributor organization 
to stage most successfully the in- 
dustrial show of the Buhl Sons 
Company, Detroit, Thursday and 
Friday, January 30 and 31. 


The large office on the main floor 
of the Buhl Sons administration 
building fitted ideally its tem- 
porary role as an exhibition hall. 
Through taking advantage of the 
broad aisles and removing some 
desks and other office accessories, 
ample room was provided for the 


many interesting exhibits. Cur- 
tains were used to separate the re- 
mainder of the office from the ex- 
hibition space, with the result that 
the company was able to continue 
its daily routine without conflict 
with the show. A handy stairway 
at the rear of the main aisle led to 








1. W. F. McGraw, Detroit manager, 
Hewitt Rubber Corporation; H. C. 
Patterson, Buffalo representative, 
same company; C. A. Pennell, Flack- 
Pennell Company, Saginaw, Michi- 
gan; W. P. “Bill” Bridges, Buhl Sons; 
and F. C. Cooban, secretary and sales 
manager, Hewitt Rubber Corpora- 
tion. 


2. Foreground: J. W. Marshall and 
E. V. Freeman, Republic Steel Cor- 
poration. Rear, partial view of Stand- 
ard Pressed Steel exhibit, which was 
featured by an electric train each 
car of which carried one of the com- 
pany’s products. 


3. Carl A. Johnson, Bethlehem Steel 
Company, Detroit office. 


4. F. A. Dewey, district sales man- 
ager, Yale & Towne Manufacturing 
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Company, explains the new “Pul- 
Lift.” This company also had a build- 
ers’ hardware exhibit. 


5. T. A. Marshall, sales representa- 
tive, in the Hygrade-Sylvania exhibit. 


6. Blair H. Chamberlain, right, sales 
representative, Cutler-Hammer, talks 
motor controls to a visitor. 
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7. Irving Lemaux, president, Indian- 
apolis Brush and Broom Manufac- 
turing Company, at his booth with 
“Bill” Bridges. 


8. Armour and Company (Sand 
Paper Division) exhibit. E. J. 
Steiger, assistant sales manager, 


faces the camera. 
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a large second floor room, where a 
buffet luncheon and refreshments 
were served to guests. 

William P. Bridges, industrial 
sales manager of the Buhl Sons 
Company, who was generalissimo 
of the big exhibit, estimates that a 
total of approximately 2,500 people 
viewed the show during the two af- 
ternoons and evenings it was in 
progress, the peak coming on the 
last evening, when the crowds lit- 
erally poured into the big exhibi- 
tion room. Among the visitors 
were other distributors from De- 
troit and nearby cities. 

The number of manufacturers 
exhibiting at the Buhl show was 
perhaps the largest that has partic- 


ipated in any one distributor’s ex- 
hibit to date. Machines and tools 
in operation, unusual lighting ef- 
fects and other attention compel- 
ling devices were used to stop the 
visitor. Two manufacturers used 
large paintings effectively, while 
another had as the background of 
his space an excellent enlarged pho- 
tograph of the interior of one of 
the company’s factory departments. 
One exhibitor employed a never- 
failing device for attracting the 
attention of men—a miniature elec- 
tric railway train, the locomotive 
of which drew “carloads” of the 
company’s products. 

The Buhl organization did a good 
job of arousing in advance the in- 


terest of important buying factors 
of plants and shops in the area. 
Mr. Bridges sent out a letter under 
his signature to purchasing agents, 
inviting them, their assistant buy- 
ers, Maintenance engineers and 
others interested. A regular invita- 
tion card was also issued and a 
general invitation was issued to 
plant and shop men through the 
columns of the “Detroit Pur- 
chaser.” In addition, Buhl execu- 
tives and salesmen extended per- 
sonal invitations to individuals 
and groups. As a result of all this 
effort, there was an excellent tvrn- 
out from factories and shops of all 
kinds, companies sending complete 
(Continued on page 134) 








9. Part of the Buhl Sons’ sales force. 
W. P. Bridges, sales manager, is at 
the extreme left. 


10. R. W. Morrison and C. E. Dob- 
son, Independent Pneumatic Tool 
Company warm up while waiting for 
the influx of , visitors. 













11. The Edwin H. Fitler Company 
exhibit—W. E. Zealie, left, and D. J. 
Crimmins. 


12. Walter R. Barlow, Detroit repre- 
sentative, before the exhibit of the 
L. S. Starrett Company. 


13. Seward Putnam and Walter 
Bromley are interrupted while put- 
ting the finishing touches on the 
American Screw Company display. 
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14. W. P. “Bill” Ross, Standard Tool 
Company, stores up energy for a long 
day. 


15. Pyrene exhibit in the foreground, 
that of the Trimont Manufacturing 
Company, rear. Raymond N. Roche- 
fort, Joseph Dixon Crucible Com- 
pany, is seen at the left, foreground, 
with B. R. Fleming, Pyrene Manu- 
facturing Company. 


16. In the Ridge Tool booth, rear, 
are J. O. McCaulley and E. F. Jack- 
man. William Smart is the Nicholson 
man in the foreground. 


17. Raymond N. Rochefort, Dixon 
Crucible, before his own exhibit. In 
the rear may be seen that of E. C. 
Atkins and Company. 


18. R. W. Meader in the striking 
Parker-Kalon Corporation display. 














SIMPLE SYSTEM CHECKS 
SALES PROGRESS 


Georgia Supply Company 
uses Kardex system to rec- 
ord calls and sales, simple 
card form to keep prospect 
list accurate. 









HE Georgia Supply Company, 
Savannah, Georgia, keeps a 
running check on its sales activi- 
ties with each account on the books 
by using the simple Kardex form 
shown in Figure 1. Monthly sales 
for a five year period are entered 
on the under side-of the card. The 
date of each sales call is entered 
in space provided on the upper half. 

A falling off in monthly sales 
can be checked quickly against the 
call report record. If the account 
has not been neglected, other diffi- 
culties are looked for. 

To insure accurate mailings and 
to give the sales manager a com- 
plete picture of all accounts, each 
salesman is required to complete 
the form shown in Figure 2 for 
every customer and prospect in his 


















































Figure 1 (above). Fold-over Figure 2 (below). Salesmen territory. A card is required for 
form on which each sales call must complete this form for each new account and cards must 
and monthly sales are entered. each account and are respon- be kept up-to-date and accurate. 
Call records are examined sible that cards are kept up- 
when monthly sales fall off. to-date and strictly accurate. 
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SELL THREE-M 
IT’S TOUGHER 


- heat tempering gives Three-M Tempered 


Garnet a new toughness that means savings in 


time and material costs to you. This tempering 
process relieves strains in the garnet mineral just 
as tempering relieves strains in steel which are 
produced by rolling and which unless annealed 
or tempered would leave a product of un-uniform 
surface strength. 


With this treatment Three-M Tempered Garnet 


SANDPAPER 
CUTS FASTER 


far outcuts and outlasts ordinary garnet. 


Try this Three-M Quality Product. Its use will 
mean definite savings in sanding costs in every 
operation from heavy drum sanding to the finest 
and most delicate of cabinet finishing work. 


Available in a complete range of grits in rolls, 
sleeves, endless belts, discs and sheets. Backings 
in cloth, paper and combination. 


MINNESOTA MINING & MFG. CO. 


SAINT PAUL 


This Trade-Mark Y our 


Baeder Adamson Co. 


MINNESOTA 


Guarantee of Quality 


Wausau Abrasives Co. 


Complete stocks carried in our branches located in the following cities: NEW YORK, BOSTON, PHILADELPHIA, BUFFALO, 
HIGH POINT, CHICAGO, CINCINNATI, DETROIT, ST. LOUIS, SAN FRANCISCO, LOS ANGELES, SEATTLE 
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1. Oliver Stangland, Bond Foundry 
and Machine Company, rests be- 
tween callers, while Edward A, 
Wassey, Jenkins Brothers, ex. 
plains new interchangeable color 
handles to prospects. 

2. James P. Price, Standard 
Pressed Steel Company, tests his 
own metal furniture. Elmer Knopf, 
the other gentleman, was the able 
representative of the Union 
Drawn Steel Company. 

3. Earl B. Slawson, representative 
of the Federated Metals Corpora- 
tion. His exhibit featured Babbitt 
metal. 

4. Hygrade Sylvania’s Evans dem- 
onstrates what makes the light “go 
round and round.” 

5. Field sales manager A. FPF, 
Wolke, American Asphalt Paint 
Company. 

6. Note prizes offered by National 
Twist Drill and Tool Company 
and Winter Brothers. Registra- 
tion for prizes furnishes active 
leads. 

7. Warren B. Paulson, Flexible 
Steel Lacing Company, and Albert 
G. Young, W. O. Barnes, Incorpo- 
rated, rest while they can. The 
respites during two days were few. 
8. An interesting display of wheels 
featured the Sterling Grinding 
Wheel exhibit. 

9. Floyd Dewey, Yale and Towne, 
shows his friend J. W. Crossman, 
Hoosier Broom Manufacturing 
Company, a new Pul-Lift while 
George Hutchinson, Jr., Duff- 
Norton listens in. 

10. Glittering stainless steel 
served as a background for the 
activities of Republic Steel's 
salesmen. 


CANTON CLINIC SUCCEEDS 
DESPITE BAD WEATHER 


ESPITE adverse weather con- 

ditions and icy roads, a large 
majority of the 2,000 invited guests 
succeeded in reaching the ware- 
house of The Canton Hardware 
Company, Canton, Ohio, on either 
February 14 or 15. 

W. C. Hollinger, manager of the 
mill supply department, planned 
the exhibit and supervised advance 
promotion and its operation. 

Booths were set up by: American 
Asphalt Paint Company; Ames 
Baldwin Wyoming Shovel Com- 
pany; W. O. Barnes Company; 
Baur Manufacturing Company; 
Black and Decker Manufactur- 
ing Company; Bond Foundry and 
Machine Company; Broderick and 
Bascom Wire Rope Company; 
Clipper Belt Lacer Company; Con- 
tinental Steel Corporation; Duff- 
Norton Manufacturing Company; 
Federated Metals Corporation; 
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Grinnell Company; Hoosier Broom 
Manufacturing Company; Hygrade 
Sylvania Corporation; Jenkins 
Brothers; Johnson Belting Com- 
pany; Linde Air Products Con- 
pany; Manhattan Rubber Manufac- 
turing Company; National Twist 
Drill and Tool Company; Ohio 
Wiping Cloth and Manufacturing 
Company; Red Star Products Con- 
pany; Republic Steel Corporation; 
Standard Oil Company; Standard 
Pressed Steel Company; Star Ex- 
pansion Bolt Company; Sterling 
Grinding Wheel Company; Union 
Drawn Steel Company; H. F. Wat- 
son Co.; Yale and Towne Manufac- 
turing Co.; Youngstown Sheet and 
Tube Company; Best Lock Co.; 
Flexible Steel Lacing Co.; Wahl 
Refractories; Osborn Manufactur- 
ing Co.; Reed Manufacturing Co.; 
Winters Brothers Co., and Swet- 
land Waste Co. 
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It takes PLUS-QUALITY PIPE 
to pass a lest like this 








a main appeal of Bethlehem Steel 
Pipe to the mill-supply distributor is, 
of course, its reliability in respect to prop- 
erties that are constantly being tested in 
everyday industrial uses—straightness, 
freedom from scale, good threading, 
welding and working qualities, and the 
ease with which it is bent, coiled, flanged. 

But there is a lot of satisfaction in 
knowing that, should emergency arise, 
Bethlehem Pipe can be depended on to 
measure up. 

Not long ago a line of Bethlehem 10-in. 
pipe serving the State hospital at Wil- 
lard, N. Y., was put to about as severe a 
test as could be imagined. This line of 
Bethlehem Pipe, together with a line of 
smaller wrought-iron pipe, was under- 
mined by flood at a point where it passed 
through a concrete tunnel, and a chasm 
60 ft. deep and 90 ft. wide was cut out 
by the raging torrent of water. 


The undermined tunnel collapsed, the 
whole weight coming to rest on the pipe, 
which held it in suspension. In spite of 
the terrific weight of the earth and con- 
crete it was called upon to support over 
a clear span of 90 ft., the pipe sagged, but 
did not break. It was then cut away at 
both ends, as the tremendous pull was 
endangering equipment. 


The remarkable strength and ductility 
revealed by this test are not surprising to 
men who are familiar with the plus quali- 
ties of Bethlehem Pipe and know the rig- 
orous standards that govern at every step 
of its manufacture. 


More than anything else, it is these plus 
qualities that are rapidly widening the de- 
mand for Bethlehem Pipe and justify the 
mill-supply distributor in confidently 
recommending it for any application. 


BETHLEHEM STEEL COMPANY 


GENERAL OFFICES: BETHLEHEM, PA. 


MILL SUPPLIES ® MARCH 1936 








POWER TRANSMISSION 


A Big Job In Brooklyn 


@®J. H. Knudson of Frank Tracy, 
Inc., New York City, is a very ac- 
tive member of the New York Pow- 
er Transmission Club, and takes 
his case studies seriously. Recent- 
ly he put through a deal that re- 
sulted in a sweet profit. The new 
Brooklyn Technical High School, a 
nine-story building, is the most 
modern and completely equipped in- 
stitution of its kind in the world. 
Before completion of the new build- 
ing, the school was housed in a 
former industrial plant. In 1935 
Mr. Knudson secured for his firm 
the contract to move several hun- 
dred old machines from the old to 
the new building, and to set them 
up, together with hundreds of new 
machines, ready for operation, with 
all necessary belts, shafting, hang- 
ers, bearings, pulleys, etc. 

All hangers are ball-bearing 
equipped; shafting is relatively 
short, and of small diameter, and 
is supported from stringer con- 
struction. Thirty-seven depart- 
ments in all are set up, covering 
practically all lines of technical 
operations, including wood-work- 
ing, foundry, sheet metal, struc- 
tural, pattern, forge and machining 
operations, and electrical labora- 
tory work. Although the Board of 
Education favored individual drive 
practically 100%, 291 of the 627 
machines set up are installed in 33 
Modern Group Drives because of 
Mr. Knudson’s fine selling. Most 
of these groups are set up in the 
various machine shops, leaving the 
wood - working, pattern - making, 
foundry and electrical laboratories 
still in the unit-drive 
tions. 

New equipment bought for this 
job ran around three quarters of 
a million dollars, and the mill- 
wright contract alone amounted to 


classifica- 
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CLUB NEWS 


Conducted by 
VICTOR A. HANSON 


Chief Engineer, 
Power Transmission Council 





almost $60,000. 
almost unbelievably difficult odds, 
Mr. Knudson deserves great credit 


for securing a place in the sun for 
M.G.D. 


Working against 


The Trend of Business 


@in spite of the heated political 
atmosphere, business continues to 
forge ahead every day. People are 
buying, stocks of merchandise and 
of equipment are running low, and 
manufacturers are producing, giv- 
ing employment to more and more 
workers who in turn are spending 
the money they earn to buy more 
manufactured goods. Corporation 
earnings in 1935 were many times 
what they were in 1934—and still 
increasing. Factory employment is 
within one million of the highest 
all-time record. The bulk of unem- 
ployment today is either in the 
building trades and associated lines, 
or among those who are unwilling 
to give a fair day’s work for a fair 
day’s pay. Industrial plant equip- 
ment of practically all kinds is be- 
ing sold in increasing volume— 
and the big industrial problem is 
still concerned with production at 
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lower costs. This is just where 
Modern Group Drive fits into the 
picture, for Modern Group Drive, 
wherever it can be properly applied, 
cuts production costs. 


That February Advertisement 


@“Let’s Save Some Shop Costs 
Right in Your Own Office,” said 
the February Power Transmission 
Council advertisement—and Power 
Transmission Clubs everywhere 
have been called upon to show the 
talking movie supplied to them to 
interested prospects. Here is an ex- 
cellent sales tool of more than usual 
interest, which you can use to fine 
advantage. Don’t wait for a re- 
quest—make an appointment with 
your best customers, and take it 
out. You will find that it tells a 
beautiful story clearly, quickly and 
impressively, and will pave the way 
for your own sales presentation in 
short order. 


Portland Scores 


@®Eric Hamreus, President of the 
Portland, Oregon Power Trans- 
mission Club writes that his Club 
finally secured permission to plan 
a complete new group drive plant 
from the ground up for one of the 
large wood-working manufacturers 
in their territory. This plan was 
worked out in detail, starting with 
a flow-of-production chart, approved 
by the manufacturer, and the new 
plan is being built in accordance 
with the recommendations. De- 
tailed figures on resultant econo- 
mies will be available later. 


Minneapolis Experiments 


@ Illustrating the kind of a job that 
must be done at times to clinch an 
argument, let me tell you about a 
Twin Cities experiment in a metal- 
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AIR HOSE 


HE three illustrations are three more con- 

vincing testimonials to the severe type of 
service in which Condor Air Hose has earned 
its reputation for dependability and long life. 
Many thousands of feet are in use in quarries, 
mines, construction projects, drilling operations 
and scores of other industrial fields throughout 
the country. 


Condor Air Hose is manufactured exclusively 
of the strongest grade of heavy cotton duck, 
impregnated through and through with a tena- 
cious rubber bond, wrapped about a thick, 
tough, oil-resistant tube, and having on the 
outside a wear-resisting, slow-aging rubber 
cover. It is also supplied molded type in long 
lengths . . . Because of its special construction, 
Condor Air Hose effectively withstands external 
abuse, varying pressures, oil in the air line and 
exposure to sun and weather. 


A trial will convince your customers of its 
ability to deliver economical and highly satis- 
factory service under practically all working 
conditions. 





PRODUCTS 
Compensated Belt Fire Hose Textile Mill Speciaities 
Standard Belt Hydraulic Hose Creamery Hose 
V-Belt Packers Hose Dredge Sleeves 
Conveyor Belt + Paper Mill Hose C. |. Air Tubing 
Acid Hose Sand Blast Hose Water Hose 
Air Hose Sand Suction Hose Chute Lining 
Brewers Hose Spray Hose Launder Lining 
Contractors Hose Steam Hose Garden Hose 


industrial Brake Lining and Brake Blocks 


OTHER MANHATTAN 


PRODUCTS 
Packing Washers 
Matting Oilless Bearings 
Pump Valves Oil Hose 
Tubing Suction Hose 


Other Grades of Hose 
Molded Rubber Goods 

Belting of Every Description 
Molded Hose for Every Service 


Write for General Catalog 





Ask for details of the Manhattan Franchise 


THE MANHATTAN RUBBER MFG. DIVISION 


oF RAYBESTOS-MANHATTAN, INC. 
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Phil Rhoads, sales engineer, J. G. 
Rhoads Company, conducting black- 
board talk at the meeting of the Phil- 
adelphia Power Transmission Club 
Meeting. 


working plant. The management 
was interested but skeptical on the 
score of the savings M.G.D. would 
effect. The Club concentrated on 
one department where a large bat- 
tery of buffing lathes was installed, 
each equipped with a 5 hp. motor, 
and induced the management to 
put in a trial installation of M.G.D. 
for 3 of these lathes—one 10 hp. 
motor instead of three 5 hp. mo- 
tors, steel stringers, modern hang- 
ers, 20 ft. of shafting, and belts. 
Tests show that maximum load va- 
riation with this group is 4 to 8 
kw., whereas the unit-operated buf- 
fers have a variation of from 1 to 
10 kw., in load. The Club and the 
management together are making 
complete tests on power consump- 
tion, power factor, and operating 
costs. The results so far indicate 
that the whole plant will eventually 
be changed over to M.G.D. as a re- 
sult of this experiment. Nothing 


like letting a man prove a point - 


for himself—it beats argument all 
hollow. 


Grouping Levels the Loads 


@ Frequently the starting point of 
a genuine drive modernization 
program can be found by experi- 
ments with existing equipment. 
For instance, Stearns of S.K.F. 
worked a clever plan with the Ama- 
zon Knitting Company at Muske- 
gon, Mich. They generated their 
own power, and used about 1000 
connected hp. in old-fashioned line- 
shaft drives with an 81% power 
factor. Stearns persuaded the mill 
officials to study the loads on the 
motors, with the result that, by 
simply switching around several 
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motors and without buying any 
new equipment, the plant power 
factor was boosted to 86%, the 
overloaded generator was relieved 
and over $1000 a year in power 
cost saved. Then, with confidence 
in his judgment established, the 
mill officials heeded his advice about 
installing M.G.D. in one depart- 
ment. Here the entire motive 
power was one 100 hp. motor. The 
machines were broken up into 5 
groups, with 5 motors totalling 80 
hp., and new shafting, hangers and 
other modern equipment. The sav- 
ings effected will pay the cost of 
the changes in less than 14 years— 
and the ground has been well brok- 
en for a complete modernization 
for all drives throughout the entire 
mill. 


Montreal—A $12,000 Job 


@ Working out of the Montreal 
Club a Dodge Mfg. Co. man called 
on the Belding-Corticelli mills at 
Montreal. He presented the M.G.D. 
idea. He got attention. He told 
them that the application of this 
idea to their own probleins would 
cut production costs. He secured 
interest. Then he worked out a 
little plan to prove that the imme- 
diate installation of certain pieces 
of equipment included in the 
M.G.D. program would save money 
right away. He aroused desire. 
He asked for the order. He got it 
—$12,000 worth of Dodge equip- 
ment. That’s intelligent selling. 
You can do likewise if you will 
learn two things thoroughly: 1. 
The fundamental economics of 
Modern Group Drive and your own 
product’s place therein; and 2, the 
proper application to your pros- 
pect’s particular needs. 


Paste This in Your Hat 


@The successful salesman knows 
his product, knows what it will do 
for a particular prospect, and why, 
is confident that he can convince 
the prospect of these facts, and is 


willing to discuss the matter with . 


the prospect on the prospect’s own 
ground. In brief, he recognizes 
that his selling arguments are noth- 
ing more nor less than buying ar- 
guments in the prospect’s ears, and 
he, therefore, stresses the idea of 
persuading the buyer to buy be- 
cause of the benefits the product 
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in question will bring him. This 
has been the experience of every 
successful salesman. Paste it in 
your hat. 


Regional Engineers 


@®The past six months have proved 
conclusively that our Regional En- 
gineer plan is working out more 
successfully than even our fondest 
hopes. To make the plan work a 
bit more smoothly, there has been 
a slight readjustment of terri- 
tories, and you will find below the 
new ones, together with a few 
changes in address: 

Number 1 Region—Roy S. Smith, 
10 Agassiz Street, Cambridge, 
Mass. Clubs in No. 1 Region: 
Lewiston, Bangor and Portland, 
Me.; Boston, Worcester and Spring- 
field-Holyoke, Mass.; Providence, 
R. I.; New Haven, Conn.; Albany- 
Troy, Syracuse, Rochester and 
Buffalo, N. Y.; Toronto, Ontario, 
and Montreal, Quebec. 

Number 2 Region—Charles F. 
O’Neill, 33 Ely Place, E. Orange, 
N. J. Clubs in No. 2 Region: New 
York, N. Y.; Newark and Trenton, 
N. J.; Philadelphia, Reading, 
Allentown, Scranton, York-Harris- 
burg and Pitsburgh, Pa.; Balti- 
more, Md.; Richmond, Va.; Cleve- 
land and Columbus, Ohio. 

Number 3 Region—W. R. Clen- 
dinning, Pratt Lane Hotel, 1246 
Pratt Blvd., Chicago, Ill. Clubs in 
Number 3 Region: Toledo, Dayton 
and Cincinnati, Ohio; Detroit, 
Mich.; Chicago, Ill.; Milwaukee, 
Wis.; Minneapolis, Minn.; Indiana- 
polis, Ind.; Louisville, Ky.; St. 
Louis and Kansas City, Mo.; and 
Winnipeg, Manitoba. 

Chief Engineer Victor A. Han- 
son will, until further notice as- 
sume the responsibilities of acting 
Regional Engineer for the South 
with Headquarters to be announced 
shortly at Atlanta, Ga., and will 
cover the Clubs in Greensboro, 
Charlotte, N. C.; Greenville, S. C.; 


Atlanta, Ga.; Birmingham, Ala., 
Chattanooga, Knoxville, Nashville 
and Memphis, Tenn.; Shreveport 


and New Orleans, La.; and Dallas 
and Houston, Texas. 

Rocky Mountain States and 
Pacific Coast States Clubs, with 
Calgary and Vancouver have not 
yet been assigned a Regional En- 
gineer, but we hope to do this just 
as soon’‘as possible. 














BUNTING BRASS 
& BRONZE CO. 


Shows Six-Year History 
of Savings in Their Toledo 
Foundry 


@ Years of study in bearing design and 

a knowledge of lubrication requirements 
~ gained through years of experience caused the 
Bunting Brass & Bronze Company to turn to 
Alemite. And in their Toledo foundry, on 
bearings of every description, Alemite has 
built a six-year record of maintenance and 


operating savings! 


Sell the Foundries —Watch 
Your Profits Soar 


Right in your territory there are scores of 
foundries where Alemite lubrication methods 
can be applied to bring savings to operators 
and handsome profits to you. 


Turn the proved efficiency of Alemite lubri- 
cation methods for foundry machinery into 
real cash in your pocket. Contact these live 
prospects. Sell Alemite for Sand Conveyors, 
Tumbling Barrels, Sand Mixers, Speed Re- 
ducers, Mold Conveyors, Hoists and Electric 
Motors. Let Alemite’s ability to reduce the 
cost of friction on foundry machinery increase 
your income. 

ALEMITE—A Division of Stewart-Warner Corp'n. 
1886 Diversey Parkway 
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Chicago, Illinois 


U S PAT off 


iG i > 


% 


- 
_ 


Rwy 






a 





KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 





Georgia Supply Holds 
Sales Meeting 


@A sales meeting was held by 
Georgia Supply Company . of 
Savannah, Georgia, in Jacksonville 
on January 31, with the following 
salesmen from both the Savannah 
and Jacksonville branches in at- 
tendance: C. P. Luke, W. W. 
Crocker, J. W. Still, W. W. Wolfe, 
W. B. Weeks, J. H. Mulherin, M. S. 
Doyle, E. I. Thomas, P. J. Kava- 
naugh, A. 8S. Harris, G. E. Lomax, 
J. H. Howarth, J. S. Ackis, E. Van 
Aderhold and T. F. Anglin. E. W. 
Delegal, who has traveled South 
Carolina for the company for the 
past 20 years, was unable to at- 
tend due to illness. 

The morning session was devoted 
to the business of the company. 
J. R. Carter of the Hygrade- 
Sylvania Corporation addressed the 
members during the afternoon ses- 
sion, showing motion pictures of 
Hygrade-Sylvania’s plant opera- 
tions. 

A talk was also made by Walter 
E. Stevens, sales manager of the 
Walworth Company, in charge of 
the southern district, and George 


Galbraith, a Walworth engineer, 
discussed the company’s line of 
valves. 


The officers of Georgia Supply 
Company are W. S. Blun, president; 
F. M. Brooks, vice-president; J. H. 
Howarth, vice-president and J. H. 
Mulherin, secretaiy-treasurer. 


1935 Successful Year for 
Boykin Tool 


@The Boykin. Tool and Supply 
Company, Atlanta, Georgia, re- 
ports that 1935 was its most suc- 
cessful year since the company was 
started four years ago by E. C. 
Boykin, Its 1935 sales showed an 
increase of 48 per cent over 1934, 
while the 1934 sales were 65 per 
cent greater than in _ previous 


years. 


During the past year several new 
lines were added, among which were 
Youngstown pipe, Dayton V-belts, 
New York Belting and Packing line 
of packing and mechanical rubber 
goods, Ingersoll Steel and Disc 
shovels and scoops, Coffing hoists, 
and several other industrial lines. 

Two new salesmen were added 
during 1935, both of whom are ex- 
perienced mill supply men. 


New Mill Supply House 
in Omaha 


@® Announcement has been made of 
the organization of the Fuchs Ma- 
chinery and Supply Company, 
located at 1102-04 Farnam Street, 
Omaha, Nebraska. The officers of 
the company are B. L. Fuchs, presi- 
dent and manager; C. L. Waldron, 
vice-president; Walter J. Charnley, 
secretary and treasurer, and Wal- 
lace F. Walter; assistant secretary. 

A selling organization to cover 
Nebraska and western Iowa will be 
built up, and additional salesmen 
will be added from time to time as 
business increases. 

The lines now handled by the 
new company are Lincoln Electric 
Company, Simonds Saw and Steel 
Company, Standard Tool Company, 
The Bullard Company, Skilsaw, In- 
corporated, Skinner Chuck Com- 





pany, Peerless Machine Company, 
Greenfield Tap and Die Corporation, 
Greenlee Brothers, J. D. Wallace 
and Company, Victor Saw Works, 
Linde Air Products Company, 
Wright Manufacturing Company, 
Buffalo Forge Company, Van Dorn 
Electric Tool Company, Behr-Man- 
ning Corporation, Hooven and Alli- 
son Company, United States 
Rubber Company, Clyde Sales Com- 
pany, George Haiss Manufacturing 


Company, American Manganese 
Steel Company, Blaw-Knox Com- 
pany, Chain’ Belt Company, 


Bucyrus-Erie Company, Littleford 
Brothers, Bates Valve Bag Cor- 
poration, General Wheelbarrow 
Company, Wood Shovel and Tool 
Company, J. I. Case Company and 
Electric Tamper and Equipment 
Company. 


New Lines for 
Gransden Company 


@® Two new lines have been taken 
on by C. L. Gransden and Company, 
Detroit, Michigan, as_ follows: 
Worthington Pump and Machinery 
Company’s multi-V-belt drives for 
the Detroit and Flint territory, and 
Standard Pressed Steel Company’s 
knurled head socket head cap and 
set screws. 


Biggs and Company Makes 
Organization Changes 


@ J. E. Biggs has been chosen presi- 
dent of Biggs and Company, 
Wichita Falls, Texas, succeeding 
his brother, J. Y. Biggs, who has 
retired temporarily from the ac- 
tivities of the company because of 








The above building is the new location of C. L. Gransden and Company at 
1214 18th Street, Detroit, with additional warehouse and office space equaling 
20,000 square feet. It also affords ample parking space without traffic inter- 


ference. 
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More File Sales - 





—and More Profit 


This is the experience 
of Dealers who are now 
handling the new 


RED 
TANG 


SIMONDS FILES 


for every industry are 
perfect tools that cut 
smoothly and resist 
wear longer. 


Sell your trade this 
better cutting file for 
more profit and cus- 
tomer satisfaction. 


Dealers desiring information about open 
sales territories should write at once. 


SIMONDS 
SAW AND STEEL CO. 


ESTABLISHED 1832 


FITCHBURG, MASS. 
CHICAGO, ILL. 
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ill health. J. E. Biggs, who has 
been with the organization since 
the death of his father, James 
Biggs, in July, 1934, also succeeds 
his brother as sales manager of the 
company. 

Under the new arrangement, C. 
C. Robbins, who has been secretary, 
becomes both vice-president and 
secretary, and continues his duties 
as purchasing agent of the company. 

J. E. Biggs (left) and C. C. Rob- 
bins are shown above. 

Maynard Robertson, who has 
been city salesman, now becomes 
assistant sales manager, and Frank 
Wood has been employed to succeed 





him as city salesman. Mr. Robert- 
son was formerly with the General 
Asbestos Company, and the Alamo 
Iron Works, San Antonio, while Mr. 
Woods was with the Diamond Rub- 
ber Company. 

The force of Biggs Company is 
shown in above photograph. 

Biggs and Company is now rep- 
resenting the Colorado Fuel and 
Iron Company, and has also com- 
menced distribution of black and 
galvanized flat sheets, the Wheel- 
ing Corrugating Company being 
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by ALL INDUSTRY 
e 
8 @ When you sell Williams’ “Superior” Wrenches, 
8 you’re offering a product whose performance has 
e 

been proven, whose merit is known throughout 
‘ industry. 
; Drop-forged from Carbon Steel, hardened for extra 
s strength and toughness, openings accurately milled, 
2 these tools are well-designed, well-balanced, backed 
i by 50 years of drop-forging experience, 
8 Finished regularly with black, backed-on enamel 
28 and heads 
- bright. Unfin- 

ished, at lower 

cost...same 

wrench except 

without size 

stamping, en- 

amel and bright 

heads. 

50 patterns... 

over 1000 sizes 

++-every one a 

profit-producer. 

J. H. WILLIAMS & co. 
75 Spring St., New York 

WESTERN WAREHOUSE & SALES OFFICE, CHICAGO 
rt- WORKS, BUFFALO,N.Y. 
ral Headquarters for: Drop-Forged Wrenches, (Carbon and 
no Alloy) Detachable Socket Wrenches, “C” Clamps, Lathe 
: Dogs, Tool Holders, Eye Bolts, Hoist Hooks, Thumb Nuts 
Ir. and Screws, Chain Pipe Tongs and Vises, etc., etc., ete. 
ib- 
is } 
_ > . a a ¢ wi Zé ~ abate 
ind / - Ty 
: 1a —wRE 
und 7 | : ic Y : Z “ S 
pel- P tl : a 
ing a J oa MOST COMPLETE LINE IN U.S.A. 
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SUPERIOR CUTTING TOOLS 


Backed by Definitely Planned 


Factory Cooperation 


“The cooperation rendered by this house is excel- 
lent, as they not only give assistance through their 
salesmen, but also are a good deal of help through 
direct mail sources.” 


“There is no doubt in our minds that the SUPER- 
DUTY File is far superior to any of the standard first 
grade files, and we are now turning our stock over 
regularly.” 

Above paragraphs are exactly quoted from prominent dis- 
tributor’s letter, in answer to inquiry regarding SUPER-DUTY 
Files. They definitely confirm our policy of factory sales as- 
sistance — Not just a promise unfulfilled but an obli ation 
religiously carried through to successful conclusion — You'll 
profit by investigating ‘‘Cleveland’s”’ sales franchise. 


THE CLEVELAND FILE CO. 
3400 Hamilton Avenue Cleveland, Ohio 
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their principal supplier in this line. 

Manufacturing activities of 
Biggs and Company have also been 
recently increased, new products 
added including tank and gin clean- 
ers and droppers. 


New Officers for 
Hardy and Dischinger 


@The following new officers have 


been elected by Hardy and Dis- 
chinger Company, Toledo, Ohio: 
Arthur G. Huebner, president- 
treasurer, succeeding Fred F, 
Feige, former president and treas- 
urer, who died on September 10, 
1935; Franklin A. Huebner, vice- 
president, and E. John Richter, 
secretary. 

Arthur Huebner has been asso- 
ciated with the company for 26 
years, and until four years ago was 
city salesman. Upon the death of 
F. A. Dischinger four years ago, he 


| was appointed vice-president and 
| 
secretary. 


Allen and Webb Incorporate 


| @On January 1, 1936, the firm of 
| Allen and Webb, Charleston, South 
| Carolina, was incorporated, and a 
| board of directors named, compris- 
| ing of Thomas B. Allen, president 


and treasurer, William P. Webb, 


| vice-president, and Alfred 0. 


Halsey, Jr., secretary. 
A new line recently added by the 


| company is Acorn Refining Com- 
| pany’s paints and enamels. 


| M. B. Mack, manager of the agri- 


cultural and saw machinery depart- 
ment of the Feenaughty Machinery 


Company, Portland, Oregon. “Mack” 
| was formerly with the Russell-Aver- 
| ill Machinery Company, and alto- 
| gether has been in the business 30 


years. 





DUST PROOF MORE POWER CLOG-PROOF 
SWITCHES LESS WEIGHT VENTILATION 


7-INCH HEAVY DUTY 
SANDER for continuous 
heavy duty shop use. $75 


‘Tuere's a Van Dorn Sander 
for every type of Sander user. The 7” Light Duty 
meets the needs of the maintenance or repair de- 
partment for a light duty sander for intermittent 
use. The 7” Heavy Duty, for continuous use. The 7” 
Super-Service, for the high speed production line. 
9” Standard, larger area, lower speed, for inter- 
mittent use, $88.00 

The new Sanders have larger, more powerful 
motors; grit-proof commutator compartments on 
constant service models; grease and labyrinth seals 
to protect gears and bearings; new grit-proof safety 
type switches; new slot-type ventilation which 
can’t clog. 

Push the new Van Dorn Sanders. They are three 
more reasons why Van Dorn are getting a large 
share of the new tool business. Write for details. 
The Van Dorn Electric Tool Co. 717 Joppa Road, 
Towson, Maryland. 


TIE UP WITH 


FOR STEADY PROFITS 
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SHORT CUTS 


| 
| 


and More Profit 
to You 


Your customers are vitally interested 
in Short Cuts for the Shorter Day, in 
order to reduce their operating and 
manufacturing costs. 


That’s where you can sincerely and 
enthusiastically recommend and sell 
Atkins SILVER STEEL Blue End 
Hacksaw Blades and other Metal 
Cutting Saws . . . because they cut 
more metal than any other and do 
it better. 


You can SELL MORE with this 
added advantage in Atkins SILVER 
STEEL Saws and earn MORE 
PROFIT. 


ATKINS 
Sila fleck 
om - ees SAWS 


the Shorter Day. 
They're sales makers. 


E. C. ATKINS AND COMPANY 


420 South Illinois St., Indianapolis, Indiana 





BRANCHES: 
Atlanta, Ga, New York, N. Y. Portland, Ore. 
Chicago, Il. New Orleans, La. Seattle, Wash. 
Memphis, Tenn. Klamath Falls, Ore. Paris, France 


San Francisco, Calif. 
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Canton Supply Holds Novel 
““Get-Together” 


@The members of the Canton 
Supply Company, Canton, Ohio, 
took a moonlight trip on the 
Steamer Monte Carlo on January 
31, at the Shady Hollow Country 
Club. R. P. Christian, secretary 





R. P. CHRISTIAN 


and treasurer, was captain, and his 
assistants in the crew were W. F. 
Mielke, chief pilot; William Juer- 
gens, purser; Phil Mullally, 
steward; William Matthews, chief 
engineer; John Allen, life saver; 
Gerald Scott, radio operator, and 
William Mottice, lookout. The 
dock office was in charge of Mar- 
garet Robson, registration; Marion 
Sommer, identification, and Olive 
Thomas, cashier. 

One of the features was the 
presentation of a package contain- 
ing $1,500 in crisp bank notes for 
use at such games as faro, roulette, 
3 card Monte, fortune wheels, 
chuck-a-luck, matching, poker, roll- 
ing bones and ponies. This money 
was only good at these games, and 
later in the evening the guests 
checked the amount of their funds 
with the special purser. The guest 
with the largest winnings had first 
choice of prizes, the next highest 
second choice, and it continued 
until the prizes were exhausted. 

A buffet lunch was served at 
midnight in the steamer dining 
salon, together with music and 
dancing. 

Manufacturers’ representatives 
were also invited to attend, and 
representatives from the Walworth 
Company, F. E. Myers and 
Brothers Company, A. Leschen and 
Sons. Rope Company, J. E. Rhoads 
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A flat head cap screw made by our factory is 
a fine and accurate machine pari—tull finished, 
which means finished all over, of course. Heads 
are concentric with 

DO YOUR CUSTOMERS BUY FLAT HEADS? *% #ax. slot 
are deep and true, 

points are smooth. Threads of Cleveland Cap 
Screws are always accurate, a Class 3 fit. The 
first thread and the last thread is complete. 
Made with care in every detail. Then packaged 
properly and clearly labeled, Fill in your 
stocks from our inventory of 30 million Cleve- 
land Cap Screws in a full list of sizes, American 
Fine and Coarse threads, from our ware- 


houses or the factory. 


THE CLEVELAND CAP SCREW COMPANY 
2927 E. 79th St., Cleveland, Ohio 
Address Our Nearest Warebouse: 
= a CHICAGO,726W. Washington Blvd. NEW YORK . . . 47 Murray Street 
EPHILADELPHIA . 12th& OliveSts LOS ANGELES . 1015 East 16th St. 
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Lenox is famous for the per- 
formance of “The Blades in 
the Plaid Box” —and 
nowned for the excellence of 
the work they do. 


Lenox Blades—and the Lenox 
protective sales policy—will 
bring you better profits. Do 
you sell them? 


ENO 


HIGH SPEED 
HACK SAW BLADES 


AMERICAN SAW & MPG. CO. 
Springfield, Mass., U.S.A. 
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re- | 





Its 
and Sons, Republic Steel Corpora- strt 
tion, Dodge Manufacturing Cor- of 
poration, Timken Roller Bearing | 
Company, Hewitt Rubber Corpora- | stal 
tion, A.P.W. Paper Company, Buck- | of : 


eye Twist Drill Company. Wood | 
Shovel and Tool Company, oubeva| 
Manufacturing Company, Conti- | 
nental Steel Company, Chisholm | 
|Moore Hoist Corporation, Min- 
| nesota Mining and Manufacturing 
|Company, Henry Disston and Sons, | 
| Incorporated and Chain Belt Com- | 
| pany were in attendance. | 
| | 





Expands Sales Force 


@The Machinery and Welder Cor- 
‘poration, with offices in Chicago, 
| Kansas City, Milwaukee, Moline 
jand St. Louis, has recently made 
| the following additions to its sales | 
\force in the power transmission | 
| division: 

| R. J. Wagner, formerly commented 
|with the D. C. Jones Manufactur- 
| ing Company of Chicago, has been | 
added to the Chicago sales force, | 
jand H. H. Porter, formerly con- | 

/nected with the O. H. Dittmer Com-| “Starrett Tools are best,” tool 
‘pany of Milwaukee, has been added | 
to its Milwaukee sales force. 





ASK THE MEN 
WHO KNOW TOOLS 


When old, experienced hands say, 


buyers are guided by their pref- 


erence. That’s why it pays to 


| Reelects Officers 


'@ San Antonio Machine and Supply 
Company, San Antonio, Texas, re- 
elected the following officers for 
1/1936: C. C. Krueger, president; | 
L. R. Krueger, vice-president; J. O. 


stock Starrett Tools, Dial Indi- 


cators, Tapes and Hacksaws. 


Do you need extra copies of the 


new, revised edition of Starrett 





‘Catalog 25 “EG” and the special 


Starrett Dial Indicator Catalog? 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 


ATHOL, MASS., U. $. A. 











John W. Klatt, who is a new addition 








to the sales force of R. C. Duncan 
Company, Minneapolis, Minnesota, | 
was employed by Keasbey and Mat- | 
tison Company since August, 1916. | 
Mr. Klatt handled their general line | 
up to the time of discontinuation of | 
its Minneapolis branch as a stock | 
‘point, which was August 1, 1935. 
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his advertisement is appearing this month in several leading trade journals. 
jt shows graphically the wide range of B.W.H. hose for serving all types of con- 
struction and industry. The efforts 
of B. W.H. distributors are con- 
stantly reinforced by this type 
of advertising. 


| Wi INDUSTRIAL HOSE 
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More than sixty years manufacturing experience 
is built into every length of B.W. H. Industrial Hose. 
During all this period B. W. H. qualities have kept 
pace with the mechanical improvements and changing 
conditions of industry. Because of this fact the trust- 
worthy behavior of B.W. H. Hose has merited first 


place position. 











WHEREVER new methods have demanded new 
types of hose, B.W. H. constructions have been built 
to meet the need — always with one idea in mind: 
ECONOMY—tbrough long service and trouble-free 
performance. High quality and consistent service are 
never matters of chance. If they are not purposely 
built in, they are not there. 








Whaarve the jo 


— wherever the work 
whenever the need—the 
is a B. W.H. industi 
hose especially designe 
for the particular seni 
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Meusebach, secretary - treasurer 
and W. H. Krueger, factory man- 
ager. 

In order to give better service 
to its customers in the lower Rio 
Grande Valley, a new branch store 
has been opened in Harlingen, 
Texas, where a complete line of in- 
dustrial, water and plumbing sup- 
plies will be carried. H. R. 
Michalke will be in charge of this 
new branch. 


Kramer Heads New 
Channon Promotion 
Program 


@ Announcement has been made by 
the H. Channon Company, Chicago, 
of the appointment of Ralph E. 
Kramer, as assistant sales man- 
ager. 





R. E. KRAMER 


Mr. Kramer comes to Channon 
from the Sullivan Machinery Com- 
pany, also of Chicago, in which 
organization he was formerly asso- 
ciated with F. W. Copeland, now 
president of the Channon Com- 
pany. Mr. Kramer’s service with 
the Sullivan Company extended 
over a period of twelve years, 
eleven of which were spent in a 
sales capacity and one in engineer- 
ing development. Mr. Kramer rep- 
resented Sullivan in Mexico City 
for three and a half years and was 
manager of the company’s activi- 
ties in the Far East for five years. 
He spent one year at the main office 
in Chicago and one year in en- 
gineering development at Sullivan’s 
eastern plant. 

Prior to his association with the 
Sullivan Machinery Company, Mr. 
Kramer enjoyed two years’ operat- 
ing experience as an engineer with 








The CM PULLER brings money-saving efficiency to a broad variety of 
heavy “odd” jobs in every industry. No matter what’s to be pulled 
or lifted (up to 3000 Ibs.)...no matter what the angle... this sturdy, 
lightweight CM PULLER is a match for the job—saves time, eliminates 
tedious, make-shift set-ups. And it’s economically priced! 


LIGHTWEIGHT 


Carrying and setting the CM Puller in 
position requires little effort. One man 
can do an efficient job with it. Besides 
being lightweight, it is compact and con- 
veniently stored. Has chain that cannot 
kink or be bent or strained in handling 
or storage. e 


EASY TO OPERATE 


The CM Puller is spur geared, operated 
by a ratchet handle—somewhat similar 
to a jack—controlled by buttons “A” 
and “B”. “Free wheeling” permits quick 
chain adjustment.... Automatic friction 
brake holds load rigidly suspended at 
any point. 
6 


FOR HEAVIEST DUTY 


The design aad construction of the CM 
Puller is 100% heavy duty. “Herc-Alloy” 
Chain is double duty both in strength 
and long-wearing qualities. ...Write for 
descriptive folder. Chisholm-Moore 
Hoist Corporation, 10 Fremont Ave., 
Tonawanda, N. Y. (Division Columbus- 
McKinnon Chain Corp.) 


CHISHOLM-MOORE 


CHAIN HOISTS ELECTRIC HOISTS 
TROLLEYS CRANES 
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THE STANDARD TOOL (0. 
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the Inca Mining and Development 
Company in Peru. 

Mr. Kramer is not only a valuable 
addition to the Channon staff as a 
sales engineer and assistant to 
J. L. Taylor, vice-president and 
sales manager, but he is taking 
charge of the company’s sales pro- 
motion and advertising activities, 
which is another field of endeavor 
in which he is highly capable. 

Sales promotion and advertising, 
incidentally, have become an im- 
portant factor in the sales program 
of H. Channon. One of the first 
steps taken by this organization in 
developing its advertising and sales 
promotion plan was to completely 
rejuvenate its prospect list, throw- 
ing out all dead timber, and break- 
ing the list down into 41 classifica- 
tions so that special mailings on 
specific lines may be addressed only 
to those prospects or customers who 
should be interested in them. The 
mailing list is being kept up-to-date 
through cooperation of the sales 
force and clerical staff. 
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Only recently, H. Channon sent 
out to its general prospect list an 
unusual and highly effective sales 
promotion piece, “Why the Supply 
House?” The piece is in two colors, 
red and black, and a special en- 
velope containing the same question 
was used for the mailing. 

After stating briefly the ad- 
vantages of the large stock in- 
ventory provided by the distributor 
without cost to his customers, of 
the opportunity for consolidating 
purchases through the supply house 
and of the double guarantee of 
satisfaction (that of both the 
manufacturer and distributor), the 


NEW YORK DETROIT 





CHICAGO conclusion is drawn that “The 
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Steam Trap Selection 


Next time you order steam traps—check the special traps are necessary. All parts for the 
trap you were going to purchase by these Yarway trap are interchangeable, size for size. 


Yarway Standards and see how it measures up. 
: : FASV. ACCESSTIRILITY . Ramaowal of tha 


Yarway has developed an 
revolutionary trap princi 
new conception of steam 


LIGHT WECHT- Seal SELLING YOU TO A 


other than the pipe line 
with the bother and’ co 


only 1 the 3" trap welll HALF-MILLION TRAP U 
SMALL SIZE— Hardly tae 

union. A fraction of th 

traps. Fits into small sp 

ee yaeem piping, minimi 


trap measures only @ 
4% “ long. 


SIMPLICITY— Only « 
simple valve “ F” shown 
above. No levers, pins, coli Yarway would like to add 
diaphragms or bellows. 
STANDARDIZATION 


Yarway Traps serve p attractive territories 
requirements from 0 to 


as a stocking distributor 
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MODERNIZED 


“American” Hand Trucks 
—Why they cost less 


Your operators can handle more loads 
with less fatigue using ‘ American” Trucks 
because they are correcily balanced and 
roll on accurately turned true-running wheels. 
Maintenance expense is negligible because light, 
strong, tough steel has replaced wood construction. 
“American” Trucks are assembled from formed parts 
securely bolted together, so that if a member does 
become damaged through accident or abuse, it can 
be replaced easily and by an unskilled workman. 


With “American” Trucks you can be sure of getting 
the greatest return from your labor investment in the 
men who push your trucks. There’s an “American” 
Truck for every material handling need. Select the 
one you need from the American Catalog. Write now |! 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Ave., Dept. 2, Philadelphia, Pa. 


PRESSED STEEL 


MERICAN 


Material Handling Equipment 




















The labor soving, 
floor saving, rubber- 
tired, roller- bearing 


American hond 


truck wheel. 


MERICAN 





HAND TRUCKS 
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Supply House, therefore, is an 
essential institution for you and 
general industry.” 

The second page of the circular 
carries the caption, “Industry is 
Speeding Up” and calls attention to 
the fact that Channon is “fully 
prepared for the increase in pace, 
Stocks are amplified. The delivery 
service is expanded. The sales 
force is increased. Our technical 
experts will assist you in getting 
exactly the correct tool for the 
job.” Various tools and accessories 
carried by Channon are then 
listed, together with the names of 
many of the prominent manufac- 
turers represented. 

Page three carries the title— 
“1936—The Machinery Year” and 
the comment: “Vast improvements 
in performance and efficiency of 
machines have been made in the 
past five years. It costs money to 
operate obsolete equipment. The 
staff of the H. Channon Company 
are wide awake to the latest im- 
provements and types. We recom- 
mend equipment only of national 
reputation and proved merit.” The 
various lines of machines and 
power tools sold by the house are 
listed on this page, with the names 
of manufacturers. 

“Every year is Maintenance 
Year,” reads the statement on the 
fourth page of the piece. “In our 
stock you will find everything you 
need in the way of maintenance 
supplies. Include these items in 
your next order.” This is followed 
by a list of many of the mainte- 
nance supplies, tools and equipment 
handled by the company. 

A catchy slogan, “Industry Buys 

. Channon Supplies” is used 
effectively throughout the circular. 

An idea of the effectiveness of 
the revamped mailing list may be 
gained from the fact that out of 
15,000 copies of this mailing sent 
out, only a handful were returned 
as undelivered. 


Takes on Road Machinery 
Line 


®@ Klinger-Dills Company, Dayton, 
Ohio, has taken on the line of 
road machinery and equipment 
manufactured by Jaeger Manufac- 
turing Company, Columbus, Ohio, 
and will have exclusive distribution 
in its territory. 








ys 
od 


of 
ye 
of 
nt 
od 


n, 

















EQUIPMENT FOR 
MODERN GROUP DRIVES 


ERICAN 










“American” Short Center Drives Save 
Maintenance and Replacement Costs 


The “American” Tension Control Motor Base is the latest scientific 
development for the improved transmission of power under exact- 
ing conditions. With its use, drives that would otherwise be im- 
possible operate with trouble-free performance. In addition the 
average belt tension is 50% less than would be required on any 
constant tension drive. Such a reduction in tension adds greatly to 
belt and bearing life, and assures great savings in maintenance 
and replacement expense. 





. 4 This Moior Base, providing controlled belt tension is a worthy addi- 

The Power-Wise tion to a line of equipment such as “American” Steel Split Pulleys, 

Group Their Drives Pressed Steel Hangers and Wedgbelt Drives, all of which are so 
favorably known throughout the industrial world. 


Modernize with “American” Short Center Drives—for easy, 
smooth starting—positive power transmission—quiet operation— 
lower maintenance. They provide also the ideal link between 
prime mover and Modern Group Drive installation. 


MERICAN 


PULLEY COMPANY 


4200 WISSAHICKON AVE. PHILADELPHIA, PA. 
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@Mhy MID-WEST 
DISTRIBUTORS 


Profit 


Mid-West Abrasive Company maintains a proven dis- 
tributor policy. 


All Mid-West products are manufactured in a modern 
production factory, located in Detroit, under accurate, 
scientific control which insures uniform quality and 
prompt service. 









































‘Products which will make friends.” 


Aluminum Oxide Garnet 


Paper and Cloth Paper and Cloth 


Emery Cloth Silicon Carbide 


Paper and Cloth 


Flint Paper Fibre Discs 




















Coated Abrasives Division 


MID-WEST ABRASIVE CO. 


2189 Beaufait Street 
DETROIT, MICH. 
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Paul Hagerty (left), president of 
Hagerty Brothers, Peoria, Illinois, at 
the Missouri brick plant of the 
Quigley Company. With Mr. Hagerty 
are D. H. McMahan and W. G. Smith 
of MHagerty’s. staff, and Fred 
Schweyte, plant superintendent. 





Industrial Show Will Com- 
memorate Eightieth 
Anniversary 


@ An industrial show to be held at 
the plant of W. J. Holliday and 
Company, Indianapolis, Indiana, on 
March 27 and 28, will commemorate 
the eightieth anniversary of the 
company in business. 

It is the plan of the company to 
use the entire third floor of its 
warehouse for exhibition purposes 
and forty or fifty of its leading 
sources of supply will be given sepa- 
rate booths in which to display 
their wares. The new cold finish- 
ing plant for the finishing of steel 
bars will be opened to the public 
for the first time at this show. 
This has a capacity of approxi- 
mately 3,000 tons per month and is 
equipped with the latest and most 
modern type of machinery avail- 
able. 

W. J. Holliday and Company was 
founded by W. J. Holliday in 1856 
through the previous purchase of 
a small iron store in Richmond, In- 
diana, and its removal to Indian- 
apolis. In 1863 the quarters proved 
inadequate and the company pur- 
chased a site on South Meridian 
Street and built a building thereon. 
In 1902, W. J. Holliday retired and 
J. S. Holliday took over the man- 
agement, and a modern, five-story 
brick building was built on West 
George Street, and a few years 
later another purchase was made 
of some property across the street 
and upon which was erected the 
first modern steel warehouse in In- 
diana. 

Due to the rapid growth of the 
company, a new plant was erected 
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The “NATIONAL” Line of Metal Cutting Tools 
Here are some of the Principal Items in this complete Line of Metal 
Cutting Tools. 


Factory stocks are found at strategic points. 
There is a Distributor near, ready to serve you. 





TWIST DRILLS, REAMERS, HOBS, 
MILLING CUTTERS, SPECIAL TOOLS 











NATIONAL TWIST DRILL & TOOL Co. 
DETROIT, U.S.A. 
TAP AND DIE DIVISION, WINTER BROS. CO., WRENTHAM, MASS. 
FACTORY BRANCHES 
New York * Chicago Philadelphia & Cleveland 
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Will Build 75 
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erick H. Bartlett & iCo. 
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first of « group of ten homes. The 


project will be financed by means of) 
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The initial residence of the contem 
plated 75 is on Greenwood avenue, 
near Liewellyn avenue ree} 
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the corner is expected to start 
shortly. The other eight will fol 
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the remainder of the 75 it is expect 
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NO WONDER 
SKILSAW SALES 
ARE 128% AHEAD 


OF THE SAME PERIOD LAST YEAR 


@ SKILSAW Distributors are profit- 
ing by the revived activity in the 
building industry. They are taking 
Fe hs Sale-(oi-Mio) Mi dal: Mb cct-Teh abal-h ake) 0} oles a 
tunities for business ... they are 
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portunity for profits is yours if you will 
get behind SKILSAW and push it Now! 


a ee en 


3330 ELSTON AVE., CHICAGO 


Also 60 other 
money making tools 


DRILLS + GRINDERS + BUFFERS + SANDERS + BLOWERS 


Sold only through recognized distributors 
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at 545 West McCarty Street in 
1925, and in 1930 a twenty-acre site 
was bought at Hammond, Indiana, 
which plant serves the Calumet Dis- 
trict and the City of Chicago, and 
like the Indianapolis plant, carries 
a complete stock of steel of nearly 
every description. 


Reichman-Crosby Adds 
Walker-Turner Line 


@The Reichman-Crosby Company, 
Memphis, Tennessee, has added the 
“Driver” line of home workshop 
tools, manufactured by Walker- 
Turner Company, Plainfield, New 
Jersey, and will carry a complete 
stock in its Memphis warehouse. 


Expands Sales Force 


@Three new salesmen were added 
to the sales force of The Faeth 
Company, Kansas City, Missouri, 
the first of this year, to take care 
of added business which the com- 
pany has had in the past year. 

A new steel stock sheet will also 
be distributed by the company in 
a very short time. 


, Changes in Hibbard, Spencer, 


Bartlett Personnel 


@The following changes in the 
official roster of Hibbard, Spencer, 
Bartlett and Company, Chicago, 
were announced following the an- 
nual meeting in January: 

F. D. Hoag, treasurer, retired on 
account of ill health. W. J. Claus- 








The above foursome represents Car- 
ter, Milchman and Frank Company, 
New York City distributors. Left to 
right, they are Elmer S. Cook, Fred 
Muller, H. Milchman and G. F. 
Ulmer. 
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QUALITY AND EQUIPMENT 


By 
E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


N IMPORTANT DISTRIBUTOR called at our plant recently. For many years we 
had tried to sell him Coated Abrasives—always the same reply—‘‘We are under contract!” 
Asking to be shown through the plant, he saw great activity—modern up-to-the- 
minute equipment—thousands of dollars’ worth of goods in process and in stock—every- 
thing modern and perfectly appointed. 


Back to the office; said, “I have been through several 
such plants, but have never seen such order and efficiency!” 


Then, “Why aren’t you selling us?” We explained, 
“Your buyer always told us you were under contract!’’, and 
he replied, “Our tests of Clover Coated Abrasives have 
always shown they are as good as the best, but we have 
been told your facilities were poor—your capacity small— 
your finances doubtful. Unfortunately for us we believed it—now I know better.” 





We have enjoyed the entire business of this jobber for the past two years 
—we have both profited by the connection. 


Our plant is always open to our jobber friends. Come! See for yourself with what 
care we make and test our product—how we protect our customers to assure high quality. 
See what ample facilities we have—how modern and up-to-date equipment increases quality 
while reducing cost! 


It is because of our splendid facilities and ample finances that we are able to meet 
any competition in quality of goods, and always at right prices. 


Our line of Color-Stripe Coated Abrasives covers all items required by the 
Mill Supply Distributor and Hardware Jobber, in Flint, Emery, 
Garnet, Aluminous Oxide and Silicon Carbide, on both Paper and 


Cloth backings. 


May we have the privilege of showing you what we have 
to offer? 








E. B. GALLAHER: 


CLOVER M ANUFACTURING COMPANY Clover Mfg. Co., Norwalk, Conn, 
NORWALK, CONN U S A You may send me, without obligation, samples of: 








| Green-Stripe Sandpaper. 
|‘Red-Stripe Turkish Emery Cloth—for polishing. 


| Yellow-Stripe Aluminous Oxide Cloth—for cutting 
| hard metals. The universal shop abrasive. 





























SANDPAPERS | Orange-Stripe Garnet Paper—for wood-working. 
| Orange-Stripe Garnet Cloth. 
METAL-WORKING PAPERS AND CLOTHS | Clover Grease-Mixed Grinding Compound. 
WOOD-WORKING PAPERS AND CLOTHS | Clover Water-Mixed Valve-Grinding Compound 
Name 
Address 
Ciover GRINDING AND LappING COMPOUNDS Character of Dustnem 
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APPROVED HY UW 


Sells Itself... 






Vapor-Proof 
Portable 
Lamp Guard 


Flash this remarkable lamp 
guard on purchasers in plants 
where inflammable gases, 
vapors or materials are pres- 
ent. Chemical plants. Refin- 
eries. Paint shops. Under- 
ground pasageways, etc. Then 
wet your pencil for a good 
order will nearly always re- 
sult. 


The McGILL No. 3000 
Safety Lamp Guard prevents 
fires and explosions due to 
faulty lights or guards, and 
lowers insurance rates. It is 
approved and listed as Stand- 
ard by Underwriters’ Labora- 
tories. 


It seals the light absolutely 
tight—even the bulb is pro- 
tected by a heavy threaded 
glass globe and all joints are 
leak-tight. And the construc- 
tion is extra strong. Ask your 
boss to get a McGILL No. 
3000 Safety Lamp Guard to 
take out on your next trip. 
It’s sure to click—and repeat. 


Write for Catalog 
Box 669 






Steel Wire 









Lamp 
Coloring Fluid 
e 
Portable ‘ 
Stationary MANUFACTURING Co. ary Flux 
Wall Type inal aad . : “ls aig “ 
Loch-Ou bee. Electrical Specialties of Quality kame 
ESTABLISHED 1904 Ete. 


=z] MCGILL 


VALPARAISO 


NDOEAWRAITE RSG 





ONE OF A COMPLETE LINE 


This is only one of a complete 
range of McGILL Steel Wire 
Lamp Guards. There’s a style and 
size for every use in every plant, 
in every industry: Portable, sta- 
tionary, wall type. Slip-on, snap- 
on, lock-on, ete. All built to out- 
last ordinary lamp guards many 
times. Send for samples on open 
necount for trial, subject to return 
and cancellation of charge. 






- INDIANA 
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A group of hard-hitting salesmen 
from Western Iron Stores of Mil- 
waukee. Left to right: R. Koencke, 
F. Moehrig, E. Crane, C. Mussoter, 
Joe Smith and H. Ayers. 





sen, formerly vice-president and 
secretary, was elected vice-presi- 
dent and treasurer. Frank B. 
Kaufman was elected vice-presi- 
dent, and R. V. Trusdell succeeds 
Mr. Claussen as secretary. E. W. 
Whitehouse, manager and buyer 
for the firearms and ammunitions 
division, was elected a member of 
the board of directors. 


Williamson Brothers 
Succeeds Ellsworth- 
Porcupine 


@ Williamson Brothers, Incorpo- 
rated, Bridgeport, Connecticut, has 
succeeded Ellsworth - Porcupine 
Company of Bridgeport, effective 
January 1, 1936. H. H. William- 
son is president of the new cor- 
poration, and Ernest L. Billings, 
office manager. 


Fiftieth Anniversary of 
Philadelphia Hardware 
Merchants 


@ Some four hundred members and 
guests of the Hardware Merchants 
and Manufacturers’ Association of 
Philadelphia attended the fiftieth 
annual banquet of the organization 
at the Bellevue-Stratford Hotel in 
Philadelphia on January 30. Being 
the golden anniversary of the asso- 
ciation, the committee on arrange- 
ments headed by L. Brewster Jack- 
son of Wickwire Brothers, had pre- 
pared several unusual features in 
addition to dinner and profusion of 
gifts. 

A special feature of the banquet 
this year was the selection of the 
living past presidents for decora- 
tion and acclaim. To each was 
awarded a golden key as emblem- 





O INCREASE your 1936 

sales, Goodyear Mechanical 
Rubber Goods are being regu- 
larly advertised in all these 
important national magazines 
and industrial trade papers — 
the greatest selling campaign 
behind any line of belts, hose, 
molded goods and packing! 
That is why year after year 
many supply houses are making 
far more profit with Goodyear 


products — because Goodyear 

° ° SO 
gives you far more selling help. Pow UT; 
| 


Basccs aid aay R e - aan zr : 


a 
ad é i . NOANY 


YOUR TERRITORY MAY BE OPEN siti utstereion ite cootveor, 


Akron, Ohio, or Los Angeles, California 
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® Smoother, 
ing—and a 
longer lasting 


why this 
FRIEAID Poster has met with prompt lively ac- 





No. 1 Poster Threader, 
plain die, two handles, 


ZY FEATURES TO SELL 


are inthis new 


Riki 


Poster Threader 


Consider these advantages — seven features that 
make selling this FRUE@Q0I> Poster Threader a source 
of satisfaction and profits: 


1. Direct drive, handle to head to chasers — no load on the 


2. Full- Hoating posts—t'ey do nothing but taper the 
threads, no driving. 


3. Chasers held by ball-and-coil spring, enclosed. 
4. Improved ratchet, thumb lever snap-control. 


5. New type workholder — turn gauge ring to size, put on 
pipe, tighten with one screw. 


6. Light weight for easy handling — but rugged and powerful, 


takes the gaff. 


7. One handle pattern has special feet — 
stands alone. 


And more: plenty of chip room, easy appli- 
cation of cutting oil — and it's a good look- 
ing bright tool a man can take pride in. 


® No RITZID Pipe Tool is offered to the 
trade unless it does have distinct improve- 
ments over similar tools already on the 
market. So when you're selling RIFAID 
you know you're selling better performance 
— which means a growing repeat business 
for you. 


THE RIDGE TOOL CO., ELYRIA, OHIO, U. S. A. 
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atic of the esteem and affection in 
which the association held them. 
Leslie M. Stratton of Memphis, 
president of the National Wholesale 
Hardware Association, made the 
awards. 

A golden key was also presented 
to George A. Fernley, permanent 
and perpetual secretary of the or- 
ganization. 

John S. North of North Brothers 
Manufacturing Company succeeded 
Harry D. Moore as president for 
1936. 


Hagerty Expands Sales 
Force and Line 
@ Hagerty Brothers Company, 
Peoria, Illinois, has added E. L. 
Boynton and Ernest Hechinger to 


| its sales force. Both salesmen will 
work out of Peoria. 


The line of Autovent fans and 
blowers manufactured by Autovent 


| Fan and Blower Company, Chicago, 


has been taken on by the company. 


Samuel Harris Opens New 
Specialty Department 


@Samuel Harris and Company, 
Chicago distributors, has opened 
a new department to specialize on 
Wright hoists and Bond gears, 
casters and transmission equip- 
ment. 

L. B. Weitzel and H. M. Glessner 








We rounded up this group at Cutter, 
Wood and Sanderson Company at 
Cambridge, Massachusetts. The rear 
group, who stood a little too high, are 
(left to right) J. Hasson, G. F. Mc- 
Lain, William Robinson, and J A 
Welch. In the front row are F. Pau 
sen, Dave Wallace, L. E. Stevenson 
and H. D. Albee, district sales man- 
ager, Wright Manufacturing Division 
of American Chain Company, Incor- 
porated. 
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The FACILITIES hat make 
the FRANCHISE 


T’S MUCH EASIER, much more satisfactory to 
sell products of known and proven merit. 
The definite assurance that you are giving the 
best that money can buy—that you are selling 
bearing performance instead of just bronze— 
protects your customers; produces repeat sales. 






















The entire Johnson organization—backed by 
more than a quarter of a century exclusive bear- 
ing experience—concentrates on producing the 
highest quality possible. Virgin metal, modern 
foundry practice, constant laboratory control, 
specialized machinery, rigid inspection—all work 
in harmony to give your customers the maxi- 
mum in bearing performance. 


National advertising, cooperative direct mail 
advertising, sales assistance, nine strategically 
located warehouses—all work for the distributor. 


Consider a Johnson Bronze Franchise from 
every angle—then write us. There’s no obligation. 


JOHNSON BRONZE Co. 


535 SOUTH MILL STREET 
New CASTLE . . ° . PENNA. 
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UINCY makes 
your selling job FvAsIER 


iv make your selling job easier and your customer's satisfaction 
more complete, Quincy engineers have developed and adopted the 
following features for Quincy Compressors: 


Timken Tapered Roller Bearings that 
can be readily adjusted if ever necessary. 
Semi-Steel Pistons. These 
type pistons are carefully 
uniform wall thickness, 
and correct balance. 
Drop-Forged Crankshaft. Perfectly bal- 
anced with integral counter weights. 
Non-Breakable Steel Valves. 
type. Operate with low lift. 
Quiet 

Perfect Circle 
compression 
sure highest 


automotive- 
selected for 
equal weight 


Ring plate 
Large area. 


Piston Rings. No. 70 
and No. 85 oil rings as- 
compression efficiency. 


Lynite Connecting Kods. 
strength of steel although 
weight. Require less power. 


Possess 
light in 


Full Pressure Lubrication supplied by 
gear oil pump. 


Improved Cooling keeps Quincy efficiency 
high. 


Nickel Chrome Castings. 
wear. 


They laugh at 


Totally Enclosed Crankcase. Dust- 
proof and fitted with automatic breather 
valve. 


Factory trained men available for engineering service and sales assistance. 


QUINCY COMPRESSOR CO., QUINCY, ILL. Branches: New York and Chicago. 


FREE Com pressor Data Books 


Contain engineering data, 
pertaining to compressed air. 
supply for your men. 


charts, tables, etc., 
Handy. Get a 
Use coupon below. 


This is Model WWD Water Cooled 
Quincy Compressor: Quincys are made 
in both air and water cooled models with 
capacities from 1 to 130 CFM. 


TT va’ 


Compressors 


oe mm me me mm COUPON BRINGS DETAILS = me oe oe mm oe mm me 


ect pasxy Cosernes- 

™ incy, u 
Dept. M-3. Winer obli- 
gation, send me....Com- 
pressor Data Books. Also 
literature on Quincy Com- 


pressors. Your Name .... 
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will be the specialty salesmen on 
these lines. These men, together 
with Samuel H. Clark, sales man- 
ager of the Harris organization, 
have recently completed a trip to 
the Wright Manufacturing Com- 
pany’s plant in York, Pennsylvania, 
and the various plants of the 
Charles Bond Company and the 
Bond Foundry and Machine Com- 
pany. 

Shown above are (left to right) 
L. D. Weitzel, Sam Clark and H. M. 
Glessner of the Harris organization 
and Oliver Stangland of Bond 
Foundry and Machine Company, 
Manheim, Pennsylvania. 





Factory Supply Company 
Modernizes Store 


® Factory Supply Company, Muske- 
gon, Michigan, recently modernized 
its store, adding new offices and 
doubling its floor space. A feature 
of the modernized store are steel 
shelvings for the stocking of in- 
dustrial supplies. 

Keystone oils and greases manu- 
factured by Keystone Lubricating 
Company, Philadelphia, have been 
added by the company and will be 
distributed in the Michigan terri- 
tory. 


New Officers Elected by 
Kellogg-Burlingame 


@At the annual meeting of 
Kellogg - Burlingame Company, 
Grand Rapids, Michigan, on Feb- 
ruary 1, the following officers were 
elected: M. V. Burlingame, former 
secretary and treasurer since 1916, 
elected to president and treasurer; 
J. L. Ash, vice-president and secre- 
tary, and Rose B. Kellogg, vice- 
president. 

Kellogg - Burlingame Company, 
specializing particularly on pump- 
ing machinery and air compressor 





1p 7 : 
Sees |. ee ae Pre 
j ? 


lL. The Medart Policy is definite — it works more than 


maipidishiieeiieneremneni 2 olienabebel 


only “once in a while”... 2. |t recognizes the economic 
function of the Distributor . .. 3. He is given the sales rights | ; 
to a trade area in which to sell Medart Products... 4. 
He can meet all customer requirements—from stock orders 
to engineered jobs — because... 9. The Medart Line is 
Complete . .. 6. He can extend servied to his customers 
because he gets service from Medart ... 7. He has the bene- 
fit of the Engineering Sales assistance of a thoroughly quali- 


fied Engineering and Sales Organization. .. New Catalogs! 


THERE 18S: NO DETOUR ON THIS 
ROAD TO PROFIT « « The Medart Policy, 


outlined above, helps Distributors realize a profit that 1s 
measured in terms of their own sales effort... There are 
no detours — because this policy means what it says... 
Does this mean anything to you?...Write— The Medart 
Company, 3500 DeKalb Street, Saint Louis, Missouri. 
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This Message 13 Uddsessed lo Lunkenherme 


Distubutors and Theis Salesmen. 


Many Plants Pay for New Valves 
Without Getting Them 


Few valve users adequately appreciate the ex- 
pense and loss resulting from leaky valves. Often 
they are paying several times the cost of new valves 
in wastage of air, steam and water. 









































AREA OF _ 
| LEAK AIR STEAM | WATER 
‘een Number of Total cost |Pounds wasted] Total cost |Gallons wasted) Total cost 
| Diameter | cubic feet per | of waste per | per month of waste a per month of waste per 
inches month at 75 |month Ile per| at 160 lb month 6 at 60 Ib. month 16c 
tb pressure M cubic feet | pressure Der M. Ib. | pressure per M. gallons 
ge 13.468,000 _| $1,481 44 | I 219,280 | $792.53 53 | 1,524,100 $243.86 
%” 7,558,500 831.44 a 684,290  @ 444.79 | 855,360 136. 86 
yy" 3, 366,990 370.37 | 304, 820 | __ 198 13 | 381,020 60.96 
| 824.570 | 90.70 | 74,650 | 48.52 | 93,310 | 14.93 
oe fe” } 213, 000 | 23.43 | 19,280 12.53 = 24, 110 im 3. 86 
ay’ 52 910 5.82 | 4,790 3.11 5,990 | | 











One of the soundest methods of selling valves 
is to make users realize the seriousness of these 
losses and the importance of making periodical 
plant check-ups. The “Lunkenheimer Cost of 
Leakage Chart” (copies sent on request) helps 
graphically to show just what a small leak means in 





dollars and cents. It also helps bring home the fact 
that it pays in the end to buy good valves first. 

Lunkenheimer valves save money by staying 
tight and eliminating costly waste and leakage. Use 
the Chart to sell the idea that low first cost seldom, if 
ever, reflects real cost, and that it is ultimately 
cheaper to install high grade valves than to pay for 
leaky ones. 

Your reward will come in the satisfaction and 
confidence of permanent customers, with resultant 
profitable repeat business. 


THE LUNKENHEIMER SS. 


—="“QUALITY "= 
CINCINNATI, OHIO. U.S. A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT. 316-322 HUDSON ST, NEW YORK 


SELL QUALITY - SELL LUNKENHEIMER 
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equipment, feels that the business 
outlook in its territory shows a 
decided improvement over previous 
years, and a decided increase in 
business is looked for in 1936. 

The company also carries the 
entire line of SKF ball bearings 
manufactured by SKF Industries, 
Incorporated; transmission equip- 
ment and allied lines, and some 
lines of contractors’ equipment. 





Gustin-Bacon Opens 
Branches in Texas 


@A new branch office in Fort 
Worth, Texas and a branch depot 
at Odessa, Texas, have been opened 
by Gustin-Bacon Manufacturing 
Company, Kansas City, Missouri, 
in the past month. 

H. E. Burtner, formerly of the 
Kansas City office, will be in charge 
of the Fort Worth branch and J. W. 
Erickson, also of Kansas City, will 
be in charge of the branch depot 
at Odessa. 


Goodyear Presents Plaque to 
Indianapolis Distributor 


@A bronze plaque signalizing ten 
years of friendly business relations 
was presented by the Goodyear 
Tire and Rubber Company, Akron, 
Ohio to the Indianapolis Belting 
and Supply Company, Indianapolis, 
Indiana, at a luncheon held in the 
Columbian Club recently. The 
belting company is beginning its 











A happy, hard working gang from the 
Salt Lake City branch of The Mine 
and Smelter Supply Company of 
Denver, with a manufacturer’s man. 
7“ to right: M. C. Smith, salesman; 

A. J. Reid, Smith Welding ‘Equipment 
Corporation; J. W. Duncan, inside 


salesman; E. Lundstrom, shipping 
clerk; H. M. Cromar, inside sales- 
man; G. A. Ackman, inside salesman; 


J. W. Labrum, salesman, and N. W. 
Simpson, manager of the mill supply 





department, who has been with the 
company for 26 years. 


HEN, in 1850, the chilled plow came into general 

use and displaced the iron-bound “‘sod-buster”’ on 
our prairies, agriculture entered a new era in which iron 
and steel were increasingly to supplant bone and muscle. 
Even then, EMPIRE Brand Bolts and Nuts were already 
contributing to industrial development. They have con- 
tinued to do so ever since, playing an important part in 
the growth, not of agriculture alone, but of the world’s 
every major industry. 

From the founding of this business in 1845 to this 
very day, R B & W has pioneered; constantly improving 
EMPIRE Brand Bolts, Nuts and Rivets; attaining ever 
higher standards of quality and service. 


RUSSELL, BURDSALL & WARD 








True quality is embodied in a product only through uninterrupted 
maintenance of the highest manufacturing standards and practices 
over a long term of years. Continuously maintained quality re- 
quires experience, stability and a progressiveness that makes the 
best use of up-to-date plant and equipment, seeks out and applies 
the newest methods and materials, keeps both operating staff and 
management ever in step with the trend of the times. 

Quality has always been the very basis of R B & W policy for 
nearly a century—a policy passed along from worker to worker 
throughout the entire organization and reflected in the unsurpassed, 
uniform accuracy of every EMPIRE Brand Bolt, Nut and Rivet. 





BOLTS: Carriage - Machine - Lag - Plow - Stove - Elevator - Step - Tap + Wire 
Wheel & Rim - Battery - U-Bolts - Semi-Finished - Automotive Replacement 

NUTS: Cold Punched - Semi-Finished - Hot Pressed - Case Hardened - Slotted + Castle 

RIVETS: Standard + Tinners’ - Coopers’» Culvert © SCREWS: Cap - Machine - Hanger 

WASHERS: Plate - Burrs PINS: Clevis + Hinge 

MATERIALS: Alloys - Steels - Non-ferrous Metals RODS: Stove + Seat + Ladder 

PLATED PARTS: Cadmium - Zinc - Chromium - Nickel - Hot Galvanized + Copper - Tin 

SPECIAL UPSET AND PUNCHED PRODUCTS 

















EMPIRE 
PLOW BOLTS 


EMPIRE Plow Bolts are 
manufactured and stocked in 
all standard and many special 
sizes and shapes. Heads and 
thread are produced to close 
tolerances that materially 
speed up assembly operations 
and prevent jamming and 
stripping. Identification of the 
various styles by number 
makes lengthy descriptions 
unnecessary, permits stock to 
be checked quickly, saves time 
and money. 

Out of long experience, we 
can make valuable suggestions 
for standardizing and simpli- 
fying bolting material. Ad- 
dress the R B & W Engineer- 
ing Service. No obligation. 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER, N.Y. ROCK FALLS,ILL. CORAOPOLIS, PA. 


SALES OFFICES: 
» DETROIT : PHILADELPHIA ' OENVER : SAN FRANCISCO - LOS ANGELES - SEATTLE - PORTLAND 


























TEN YEARS AGO IN MILL SUPPLIES 





NEWS -° 


SEVERING HIS CONNECTIONS 
AS VICE-PRESIDENT OF THE 
INLAND SUPPLY COMPANY OF 
CHICAGO, J. W. WINTERBOTTOM 
PURCHASED THAT COMPANY'S 
WATERLOO BRANCH, CHANGING 
THE NAME TO THE WINTER- 
BOTTOM SUPPLY COMPANY. 


CHICAGO ENJOYED THE 





THAT TIME. 
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Hat _ Sf COPIES OF A NEW 
| i CONGRESSIONAL 
4 RESALE PRICE BILL 
TO MEMBERS OF THE NATIONAL SUPPLY 
AND MACHINERY DISTRIBUTORS ASSOC - 
ATION, GEORGE A. FERNLEY, SECRETARY 
OF THE ORGANIZATION, ATTACHED A ° 
STATEMENT URGING THAT DISTRIB- 
UTORS SUPPORT THE BILL, 








Becinnine WITH DECEMBER, 
1925, H.CHANNON COMPANY, 


BIGGEST 3-MONTHS’ BUSINESS 
VOLUME IN ITS HISTORY TO 


ty 


[lone THE ENTHUSIASM KINDLED 
TODAY BY THE MODERN INDUST- 
RIAL SHOWS STAGED FOR SALES 
PROMOTION PURPOSES BY 
DISTRIBUTORS, GREAT INTEREST 
WAS AROUSED TEN ‘YEARS AGO 
WHEN THE W.M. PATTISON 
SUPPLY COMPANY, CLEVELAND, 
ANNOUNCED ITS EXHIBITION OF 
SUPPLIES AND MACHINERY TO 
BE HELD MARCH | TO 6. Y 

















Arter Srenpin 20 
YEARS AT 33 PURCHASE 
STREET, BUTTS AND ORDWAY 
COMPANY, BOSTON, ANNOUNCED 
PLANS TO MOVE TO 40-48 
STANHOPE STREET. 














‘When intervieweo @y Miu 
SUPPLIES DURING A CHICAGO VISIT 10 
YEARS AGO, THIS MONTH, H. J. GUNDLACH, 
GENERAL MANAGER OF THE MINE AND 

SMELTER SUPPLY COMPANY, DENVER, 
REPORTED THAT WHILE BUSINESS IN THE 
LIGHTER LINES WAS SOMEWHAT SLOW, 
TRADE IN HEAVIER ITEMS WAS 
UNUSUALLY BRISK. 
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“Helping 
You Sell’’ 


The fact 


S 
P 


that FIBRO FORGED 
crews are made by an entirely new 
rocess and are decidedly different 


is sales drama itself but this is not 
sufficient for Holo-Krome. 


oe 


Helping You Sell” to Holo-Krome 


is still more important and a defi- 


ite factor in Holo-Krome Distribu- 


tor Sales Policy. 


1 


th 


ws 


HOLO-KROME 


. Sales Research, ferreting out 
new Markets. 


. Sales Plans, a boost to old and 
an impetus to new business. 


. Sales Clinics, diagnosing the 
unusual and patented features 
and sales possibilities of FIBRO 
FORGED SCREWS for new 


Distributor Salesmen. 


. Direct Consumer Sales 
Effort, Creation of Consumer 
Sales by Holo-Krome trained 
sales engineers. 


. National Industrial Maga- 
sine Advertising—a_ con- 
sistent sound campaign directed 
to promote consumer use of 


FIBRO FORGED Screws. 


. Custom-built Sales Litera- 


ture, stimulating prospects and 
users to the many exclusive fea- 
tures found in this ‘‘new process” 
screw. 


Test Screws, liberally allotted 
to those wishing to convince 
themselves that the “Swing is 
to Holo-Krome and FIBRO 
FORGED Screws.” 


. Towork with and to sell thru 


the Industrial Distributor. 


SCREWS 


WRITE 


Today! 
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FIBRO FORCED 


trade-mark 


Socket Screws 
Patented 


HOLO-KROME 


Continuous Fibres give 
greatly added strength and, 
in that portion of the serew 
where strength is most re- 
quired. Users know the 
value of Continuous Fibres. 





ag 
rent 
A 


~~ 


Sockets clean and true to 
their full depth. 


4 


dl 





Wrenches Tempered with 
“File Hard’ surfaces— 
the true counterpart to 
FIBRO FORGED Screws. 





HOLO-KROME SCREW CORP. 


BRISTOL, CONN. 
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From auditor in the treasurer’s of- 
fice of Thurston County, Washing- 
ton, to auditor and floor salesman of 
the Olympia Supply Company, Olym- 
pia, Washington, was but one step 
for A. G. Barwick. He took it about 
a year ago and has not been sorry 
since. 





eleventh year as distributor in the 
Indianapolis area of products of 
Goodyear’s mechanical rubber goods 
division, consisting of belting, hose, 
packing and other mill supplies. 

E. W. Sanders, district super- 
visor of the mechanical rubber 
goods division, made the presenta- 
tion on behalf of Goodyear. H. E. 
Langdon, division sales manager, 
was also present. 

G. M. Bochstahler is president 
and general manager of the belting 
company. 


Changes in Management of 
St. Louis House 


@®E. J. Myers has been made vice- 
president and general manager of 
the R. H. Myers Hardware Com- 
pany, St. Louis, succeeding his 
brother, R. W. Myers, who has gone 
into the manufacturers’ agency 
business. 

The new general manager has 

een with the Myers company 
throughout his business career, and 
is thoroughly familiar with all ac- 
tivities of the organization. He 
was formerly second vice-president 
of the company. 

Mr. E. J. Myers will include in 
his work direction of all mill supply 
activities of the company. 


Briggs-Weaver Adds an 
Electrical Specialist 


@The Briggs-Weaver Machinery 
Company, Dallas, Texas, has added 
electrical supplies to its already 
broad distribution activities. 

A new electrical department was 
opened December 1, and on Feb- 
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Super-Silvertop requires no 
strainer—large drilled pas- 
sages cannot become clogged. 


Pe 


Elbow connections are cast 
in the head of trap—elimi- 
nating excess pipe fitting. 


No nipples required since no 

elbows are needed. Another 

Saving in time and expense 
of installing. 





AND THE EASIEST 


TO SELL 


@ Super-Silvertop is a complete trap. There are 
no extras to buy. No strainer is required since the 
large drilled passages cannot become clogged 
with dirt and scale, a common occurrence with 
cored passages and small holes. The unique 
design of the head of the trap, with elbows and 
straight line connections built in, eliminates un- 
necessary pipe fitting and permits inspection and 
cleaning without removing trap from the line. 


This completeness of Super-Silvertop traps means 
an appreciable saving on extras necessary with 
ordinary traps and saves time and expense of 
installing. This is a powerful sales point in selling 
traps to a price conscious buyer. 


Super-Silvertops are sold only by distributors in 
protected territories, some of which are still avail- 
able. In these territories field men and factory 
representatives assist the distributor in sellin 
customers on the merits of Super-Silvertop. Eac 
distributor also benefits from a steady direct mail 
campaign in his territory and advertising in the 
leading power and maintenance publications. 


The seven sizes of Super-Silvertop traps meet all 
trap requirements including vacuum operation and 
a complete stock, costing from $200 to $250, is 
sufficient for from $4,000 to $15,000 worth of 
business per year. No obsolesence. If Super-Silver- 
tops become obsolete through introduction of a 
new model—the old traps will be exchanged for 
the new model at no extra cost. Present di 

tors of Super-Silvertop, the only complete trap, 
find it profitable to handle and easier to sell. 


Write today to see if your territory is open. 


THE V. D. ANDERSON COMPANY 
1935 West 96th Street + Cleveland, Ohio 


istribu- * 
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Many sales opportunities 


on every call 


Here are just a few of the profit items which Imperial offers distributors. Profits 
are based on high quality, completeness, good margins, protection, and 


co-operation. 
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Rack — 


This merchandising rack 
is an effective aid in 
promoting sales. Labels 
plainly show name and 
size of each rod dis- 
played. It was designed 
to provide a means of 
storing as well as dis- 
playing a complete as- 
sortment of welding rod 
and flux. It is sold as a 
complete unit, includ- 
ing Imperial Welding 
Rod to meet all your 
trade requirements. 


$105.85 


Imperial Welding Outfits 


Imperial Welding Outfits are the most 
easily sold of any on the market. They 
are designed for work on the lightest to 
the heaviest jobs. Cutters in large size 
outfits will cut steel or wrought iron six 
inches or more in thickness. All contain 
torches, gages, regulators, goggles, and 
other accessories for complete equip- 
ment. 


Prices, $45.00 to $117.50. 





Imperial Air Nozzle 
Imperial Air Nozzles are excellent on com- 
pressed air lines for blowing dust, dirt, and 
moisture out of cracks, 
and similar duty. 
Equipped with 14-in. 
female iron pipe 


thread. 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Racine Avenue 








Spray Gun 
Imperial Spray Guns 
can be used for all 
classes of painting, 
and produce a uni- 
form flow of ma- 
terial, perfectly 
atomized and free 
from streaks. They 
are simple in con- 
struction, light 
weight, perfectly 
balanced, and easy 
to keep clean. 

All Imperial Spray 
Guns have stainless 
steel fluid needles 
and air valve stems, 
and brass forged air 
caps. They are easy 
to operate and ad- 
just. 

Prices: Junior, 
$18.35; Hi-Duty, 
$28.85. 





Imperial Copper Tubing 


Imperial Seamless Soft Copper Tubing is 
double-annealed and cold-drawn to size 


from the best quality 
of copper. It is fur- 
nished in 25-ft. coils 
packed in attractive 
cartons. Users every- 
where approve it. 
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ruary 1, G. R. Wimbish, a trained 
electrical man, was placed in charge 
of the department. Mr. Wimbish 
will contact contractors and deal- 
| ers, and will work closely with 
| general industrial supply salesmen 
in selling electrical supplies to in- 
dustrial plants. 








Smith New Sales Engineer 
| for Warren and Bailey 


| @ Warren and Bailey Company, San 
Francisco, California, has ap- 
pointed D. G. Smith sales engineer 
for northern and central Cali- 
fornia territory, replacing Norman 
| Brown. 

Mr. Smith has had considerable 
experience with oil refineries and 
power plants and with this past ex- 
perience is able to recommend to 
customers the steam and specialty 
equipment most economical to in- 
stall and at the same time give the 
most efficiency. 

The company also reports that 
H. M. Orme is now manager of 
the San Francisco and Fresno 
branches. 

A new line of Artlastic paints 
has been added to the industrial 
supply lines now carried by Warren 
and Bailey. 


Adds Salesman for 
Rubber Line 


@H. H. Haskell has been added to 
the sales force of Mill and Mine 
Supply, Incorporated, Seattle, 
Washington. Mr. Haskell will sell 
the line of Hewitt Rubber Com- 
pany being handled by the com- 
pany. 











Office force of Boykin Tool and 
Supply Company, Atlanta, Georgia. 
Left to right: E. C. Boykin, presi- 
dent; L. O. Williams, in charge of 
credits and accounting; Miss Billie 
Rice, stenographer and assistant 
bookkeeper; S. U. Wilson, house 
salesman; J. R. Goff, shipping clerk, 
and Joe Street, Brooks Street and 
Paul Foster, deliverymen. 
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- - e Cuts easily where other blades 
Reduces time per cut a third to a half 


Doubles the work per hour per machine 


Disston High-Speed Steel Hack Saws are 
the blades that cut die steel, pivot steel...do 
‘timpossible’”’ metal sawing jobs. Standing 
for all that is best in Disston experience, 


these blades mean increases in machine pro- 
duction— doth per blade and per hour, which 
makes their use the plainest kind of economy 





for the regular run of work in your plant. 

Write us for demonstration of this new 
power hack saw efficiency on your own work ! 

Henry Disston & Sons, Inc., 424 Tacony, 
Philadelphia, U. S. A. Branches: Boston, Chicago, 
Detroit, Memphis, New Orleans, Seattle, 
Portland, Ore., San Francisco, Vancouver, B. C. 
Canadian Sostenins Toronto. 


DISSTON HIGH SPEED STEEL 
Hack Saw Blades 


Metal-Cutting Manuals, FREE. **Hack Saws’’, **Fi *Circular Saws” 


“Band Saws’’. Write name and addre 


son margin below, clip and mail to us at 424 Tacony, Philadelphia. 
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ARMSTRONG 


it’s your business 
guard it! 


For over 40 years the sale of ARMSTRONG TOOL HOLDERS 
has been your business. Today, definitely established as the 
standard metal cutting tools of Industry, they are still sold through 


the industrial distributor. The good-will they carry is your good- 
will . . 








. the consistent and wide spread advertising they support is 
in effect your advertising and the customers they bring to your counters 
become your customers. 


From a single turning tool has come the Armstrong System comprising 
over 100 sizes and shapes — tool holders for every operation on 
lathes, planers, slotters and shapers . . . steady growth and continu- 
ous improvement to meet each new cutting condition. 
ahead (for new things are naturally 
brought first to ARMSTRONG) 
still always sure that each new 
tool holder is both thoroughly 
tested and meritorious and needed 
(is ARMSTRONG 
guards your stock against both 
obsolescence and padding. That 


Always far 





“from a single ARMSTRONG Turning 
tool has come the Armstrong System of 
Tool Holders” 

saleable), 


is why among industrial distribu- 
tors there is a widely quoted 
axiom ‘You will never get stuck 


on an ARMSTRONG Line” — 


And, you never.will. 


Talk the Armstrong System, 
push ARMSTRONG TOOL 
HOLDER sales, display them 


. +. it’s your business, protect it. 


Write for Catalog B-35 


ARMSTRONG 


j 


“Always years ahead . . .” this 

ARMSTRONG threading tool was pat- 

ented by Armstrong Bros. Tool Co., 
in 1901, 35 years ago. 





“continuous improvement” 
added to the 
1909, this 


originally 

Armstrong System in 

Light Boring Tool was 

brought up to today’s tougher steel 

needs by the chatter-proof gib (patent 
applied for 1935) 


BROS. TOOL CO. 


“The Tool Holder People” 


305 N. Francisco Ave. 
New York 
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San Francisco 


CHICAGO, U.S. A. 


London 
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An early morning call at William H. 
Taylor Company, Allentown, Penn- 
sylvania, found the following experts 
ready for a day’s work. They are, 
left to right: Donald Potter, New 
York Belting and Packing Company; 
Leo Englander, Keystone Lubricat- 


ing Company; E. W. Hoats, William 
H. Taylor Company and Ralph Tier- 
ney, Walworth Company. 





Industrial Lubrication 
Discussed at Power 
Transmission Meeting 


@cC. C. Curtis, superintendent of 
the Halstead Products Company, 
of Oakland, California, discussed 
industrial lubrication at the regu- 
lar meeting of The Power Trans- 
mission Club of Northern Cali- 
fornia on February 14. 

This timely subject was most im- 
portant as proper lubrication is one 
of the fundamentals to the best 
performance of all power transmis- 
sion drives. The discussion proved 
of interest to all members in at- 
tendance. 


Ziegelmeyer President of 
Huey and Philip Company 


@J. E. Zieglemeyer succeeded J. S. 
North as president of Huey and 
Philip Hardware Company, Dallas, 
Texas on January 1 of this year. 
Mr. North resigned to open a re- 
tail hardware store in Dallas. 

The vice-presidents of the com- 
pany are George Roseberg, Paul H. 
Speaker, Raymond Slack and Lewis 
McMahon. 


Changes Name to 
Dayton Industrial Supply 


@Arthur G. Trangenstein, presi- 
dent of Industrial Supply Company, 
Dayton, Ohio, has announced the 
incorporation of the company on 
January 1, the incorporated com- 
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Upson came into existence 73 years ago when 

industry was pioneering its way through the 

trails of America—its products often helping 
the covered wagon of that early day to reach its 
haven in safety. e For almost three-quarters of a 
century, Upson has pioneered the way to better 
headed and threaded products—bolts, nuts, pins, 
rivets and special items of every kind—has developed 
new, stronger steels—has designed new equipment 
to head and thread more accurately—has speeded 
up production to take care of today’s demand-— 
and has built up a distribution system that places 
Upson products within easy reach of most in- 
dustrial plants. e Abundant advertising in lead- 
ing industrial publications helps every distributor 
move the Upson line—pioneers the way for you to 
increase your sales. 





When writing Republic Steel Corp. for further information please addres 
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1ioneers” 


UPSON NUT DIVISION 


Republic Steel : 


CORPORATION gs 


GENERAL OFFICES:-- CLEVELAND, OHIO 


ss Department MS. 












Henry Fisher, salesman for R. C. 
Duncan Company, Minneapolis 
(right) found time during a busy day 
of calling on customers, to pose with 
the engine room crew of August 
Schell Brewing Company, New Ulm, 
Minnesota. 





pany being now known as Dayton 
Industrial Supply Company. 

Two new lines added by the com- 
pany are Graton and Knight leather 
belting and United States Rubber 
Company’s line of mechanical 
rubber goods. 


Slip-Not Belting Adds 
Chain and Drives 


@Slip - Not Belting Company, 
Kingsport, Tennessee, is now 
carrying complete stocks of Link- 
Belt Silverstreak silent chain drives 
and Silverlink roller chain. 

Fairbanks- Morse ball bearing 
motors and pumps have also been 
added by the company. 
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“World's Standard of Accuracy” 








|About one minute after this picture 
| was taken, Fred W. Heckendorf, 
president of the Dillon Hardware 
| Company, Denver, was into his coat 
|and out on an important call. Which 
| means, of course, that Mr. Hecken- 
dorf’s activities are not confined to 
sitting at his desk and directing the 
work of his company. 
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points in their operation Thermoid products assure efficiency and 
economy. They are built for the job with a background of more than 
50 years of laboratory development and actual field performance. 
Thermoid’s place as a reliable supplier to industry has been made secure 


by conscientious service. Thermoid Rubber Company, Trenton, N. J. 


BELTING *« HOSE *« TUBING *« PACKINGS 
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BETTER Hacksaw BLADES 


“The superior performance of Barnes Blades leads to repeat 
orders—and steps up your hacksaw blade VOLUME.” 


eV NY oe 





There is a Barnes Blade for 


Every Kind of Hacksaw Job 


; = is a BARNES blade for every kind of 
hacksaw job. Your customers can choose from six 
distinct types—each painstakingly developed for 
a definite class of service, each tried and proven 
in everyday use. 


®Barnes Red Arrow Blades, hand and power 
types, are made of all high speed steel. Special 
Unbreakable Hand Blades will not break in use. 
They combine the advantages of all-hard and 
flexible types. All-Hard Tungsten Hand and Power 
Blades have unrivalled cutting qualities hecause 
of their unusual heat treatment. Flexible Hand 
Blades, individually file tested, are excellent for 
general use. Metal-Cutting Band Saw Blades are 
made with hard edge, flexible back, for cutting 
hard metals, and spring tempered for soft metals. 
Junior Frames and Blades are specially designed 


for use in garage, plumbing, and industrial and 
electrical shops. 


® Barnes Blades reduce cutting costs because they 
cut accurately and last long; moreover, they have 
met the challenge of the new steel alloys—they 
will cut all types of these new metals efficiently. 


® Barnes Blades find markets wherever metal is cut 
—their quality and economy are recognized by 
users everywhere. Barnes sales co-operation and 
attractive margins bring profits to distributors. 
Let us send you complete information on the line. 





1297 TERMINAL AVE. 


W.O.BARNES CO.INC. 





DETROIT MICH. 
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“If you only had movietone equip- 
ment you could listen to a bunch of 
telephone sales talks now about to 
begin,” said M. Perlman, left. At 
the other side sits George Novak, 
agreeing to that. Perlman is “con- 
sumer man” and George states that 
he is “paints and roofing to the dealer 
trade,” and they sell a lot of paint 
and roofing for Munnell and Sherrill 
of Portland, Oregon. 





Takes on Tap and Die Line 


@ Baldwin-Hall Company, Syracuse, 
New York, has added the line of 
taps and dies manufactured by the 
Butterfield Division of Union Twist 
Drill Company to its line of in- 
dustrial supplies. 


Franklin Hardware Men Win 
in Duplicate Whist 
Tournament 


®@ George Borst, president of Frank- 
lin Hardware Company, New York 
City, won east and west tops and 
William Edwards of the same com- 
pany, won north and south tops at 
the Hardware Square Duplicate 
Whist Tournament given by the 
Hardware Square Club, New York 
City on February 18. Heber Kern, 
bridge editor of the Hudson Ga- 
zette, was in charge of the tables. 


Wanted—A Supply Man 


@A distributor, located east of the 
Mississippi River, is seeking the 
services of a high-grade mill supply 
salesman who possesses some exec- 
utive ability. Active head of this 
business, who controls the stock, 
wants a right-hand man, who will 
have the opportunity of eventually 
becoming the directing head of the 
company and to acquire control. 
Letters addressed to MILL Sup- 
PLIES, Reference N, will be for- 
warded to’ the interested party. 
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The harder the steel the better 
But with increasing degree of 
hardness « rope loses in flexi- 
bility. A rope should be fabri- 
cated from a steel with the exact 
hardness tocffectively w ithstand 
both abrasion and bending, 
each in the degree present 
in each particular rope 
service. Because hardness 
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FORMED 
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Wickwire Spencer Wire Rope 


CHICAGO .- 


A mist 
Select the Rope thal Fits Your Job 


rope when the steel is made, 
WickwireSpencer metallurgists 
always consider the use when 
deciding the carbon content of 
every heat. Data they have 
collected is available to aid you 
in selecting 4 rope of propet 
hardness for yout particular 


7 by Wickaire Spencer _ 


aaccssseusenre™ 


covacesecesssenesene 
WICK WIRE SPENCER ST FEL CO. 
41 East 42nd St, New York City 


Please send me reprin f previow 
How to oak ire Rope last longer 
Name 

fiem 


service. Write for this informa- 
tion. Get longest possible life 
out of wire rope. 


rie @ 
WICKWIRE SPENCER STEEL 
COMPANY, General Offices: Al Bast 
4and Street. New York. Sales Offices 
and Warehouses! Worcester. 
New York, Chicago, Buffalo. 
San Francisco, Los Angeles; Expert 
Sates Dept.: New York. 
WICK WIRE SPENCER 
SALES CORPORA- 


Portiand, Seattle. 





State 


SERVICE to the 


Inquiry provokin 

g advertising both nati 

ani g both national . : ‘ 

nd learn about the Wickwire Spencer pve ae — eee 
an. 


WICKWIRE S 
PENC 
Stee. compan 


41 EAST 42 
nd STREET, NE 
Ww 
<i ta YORK CITY 


MILL SUPPLIES ® MARCH 1936 


TION, New York, 
Chattanooga. Tuls4, 





MARCH 
ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 


distributor of 


SAN FRANCISCO 
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What every distributor 
wants to know about 


BRUSHES & BROOMS! 


THE MARKET 


A need for brushes and 
brooms exists in every type 
g of industry. Indianapolis Red 
Cap brushes and brooms are 
a complete line for every use. 





RED CAP 
2 TURNOVER 


Red Cap brushes and brooms 
are recognized in the trade as 
items of outstanding value. 
Repeat business is assured. 





3 PROFITS 
Our distributor policy  in- 
BRUSHES cludes protection, sales as- 


sistance, and good profits. 


4 SALES 
CO-OPERATION 


We guarantee our brushes 
and brooms. If for any reason 
you or your customer should 
be dissatisfied ‘with any Red 
Cap purchase, you may re- 

turn it within 30 days and 
AND we will replace or refund, 
paying freight charges both 
ways. 





be DELIVERIES 


Prompt, conscientious service 
is guaranteed on all distribu- 
tors’ orders. 


Y RO 


( DISTRIBUTORS 


hh ECONOMY / 


{ Dy 
> edad eA y/ 
aca 4 
<8: 


INDIANAPOLIS 


BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 
126 Brush Street Indianapolis, Ind. 





BROOMS 
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J. H. “Jack” Johnson, president and 
general manager of the Intermoun- 
tain Belting and Packing Company, 
Denver, spends much of his time out 
actually going after business, in addi- 
tion to his regular duties, as does 
M. H. Mickey, vice-president. 2: I. 
Creighton, secretary-treasurer of the 
company, manages store sales and the 
inside details. 





N. Y. Power Transmission 


Club Holds Meeting 


@The second meeting of the New 
York Power Transmission Club for 
1936 was held at the Westside 
Y.M.C.A., at 63rd Street and Cen- 
tral Park West on February 6. 
The meeting was opened by Mr. 
Van Arsdale’s announcement of the 
resignation of Roy Moore from the 
chairmanship of the technical com- 
mittee. Mr. Moore has given a 
great deal of time to furthering the 
activities of the Club and was 
forced to resign from this position 
due to the fact that he recently 
accepted an important promotion 
in his organization which will de- 
mand all of his time. The execu- 
tive committee elected William J. 
Browne to take over Mr. Moore’s 
duties. Mr. Browne has worked 








Poe 


Fred Koetzle (left) president, and 
his son, Walter, vice-president and 
secretary of Kasper and Koetzle, In- 
corporated, Brooklyn, pause during 
a busy day while the MILL SUP- 
PLIES’ photographer called. 
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No.2 OF A SERIES OF ADS 


SHOWING YOUR VA 


LVE CUSTOMERS WHY 


A “JENKINS” IS WORTH ALL IT COSTS. 


ill Packt 


ANYTHING BUT 
VIRGIN METALS 


“MEET O. G. WILLEY”. He may look like a Professor after 28 
years specialization in the study of valve metallurgy. But, 
actually he is a Dictator when it comes to the metals that go 
into Jenkins Valves. Not an ounce can get by his “No”. And 
approval is won only after he breaks down the metal, analyzes 
and tests it . . . and, in fact, does nearly everything but eat it 
to make sure it is fit for a “Jenkins”. 


In making bronze valves anything but virgin metal is black- 
balled at the start. Jenkins Bros. will not take chances, for 
valve stamina depends on the quality of materials used. When 


you consider the grade of metals composing Jenkins Body 
Bronze, you will understand why Jenkins Valves are famous for 
great stamina. Here are the spe 
is the finest in commercial use; 


cations: Straits Tin, which 
nc, coming only from the 
original smelter; No. 1 Casting’ Copper, 99.80 pure; and Pig 
Lead, which is the best obtainable. 


Throughout Jenkins’ production you will find other strong 
reasons why Jenkins Valves have become known as lifetime 
service valves. Sometimes a “Jenkins” may cost a trifle more 
to buy because of its superior materials and workmanship. 
But its purchase is bound to be an economy. 
JENKINS BROS., 80 White Street, New York; 510 Main Street, 
Bridgeport; 524 Atlantic Avenue, Boston; 133 North Seveath 


Street, Philadelphia; #22 Washington Boulevard, Chicago; 
JENKINS BROS., Lid., Montreal, Canada; London, England. 


* 


ins Valves made bet SL ifllime Stwrce 


BRONZE 


1RON Bee e' FOR EVERY NEED 
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Gentlemen:...... 
How to sell more PACKINGS 


is the question before the house! 


Can your Packings business be in- KINGS 
creased and made more profitable? NT PA wet 
YES . . . when you are a Belmont 
Distributor and put the Belmont 
Sales Plan to work. 


5 Belmont Sales Stimulators help to 


get customers and keep them aoe SZ 
satisfied. ae 


1. The nationally known Belmont name 


for Packings of QUALITY. Built 





an tant ee a’ 
- Sige ener’. 
of the finest raw materials and b ae 
> y 1 we 
the most modern machinery and ee ee 
a we \ 
methods. en 


2. ADVERTISING. In the leading 
trade magazines. 70,000 messages 
monthly, reaching those who specify 
or buy packings. 


3. The SAMPLE KIT. Every distribu- 
tor’s salesman is supplied with this 
kit . . . it shows the major styles 
and helps buyers to proper selections 

. it displays Belmont QUALITY. 


4. The new catalog No. 33. A com- 
plete display of the entire Belmont 
Line with recommendations covering 
every type of service. 


5. The Belmont Series of folders, each 
devoted to a specific service (a cata- 


log in miniature) to SAVE THE 
PACKING BUYERS’ TIME. 


Belmont Sales Stimulators increase 
packing PROFITS when you put 
them to work ... a: few select 
territories are open .. 


today. 


. write The Sample 
Kit 


“There is a Belmont Packing 
for Every Service’ 














THE BELMONT PACKING & RUBBER CO. 


Butler & Sepviva Streets Philadelphia, Pa., U. S. A. 
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J. R. Schoenfeld is not only manager 
of the industrial supply department 
of the Schwabacher Hardware Com- 
pany, Seattle, Washington, but he 
also acts as buyer of heavy shelf 
hardware, iron and steel and con- 
tractors’ equipment. Mr. Schoen- 
feld also reports that the Alaska 
business has been uncommonly good. 





very closely with Mr. Moore and is 
exceptionally well qualified to carry 
on this work. 

C. F. O’Neill, regional engineer 
for this district, gave an interest- 
ing talk on how to handle plant 
service. He also told of the in- 
terest the Modern Group Drive 
demonstrator has created. in its 
tour of the country, not only from 
manufacturers, but also from a 
number of power companies. When 
the demonstrator is brought to 
New York the first of next month 
an effort will be made to explain 
its operation to the students of the 
technical schools. 

J. H. Van de Venter, editor of 
Iron Age, who was a guest speaker, 
told of the changes that are taking 
place in industry and the greater 








C. E. Johnson, sales engineer, for 
Uhrich Supply Company, Kansas 
City, Missouri, is either ready to 
step in his car for another day’s 
work, or perhaps studying some engi- 
neering problem. 
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COMPLETELY tinwous service 
RELIABLE 
INEXPENSIVE 


SERVICE 








GOULDS 
DOUBLE-ACTING PISTON PUMP 


On private and industrial water systems circulation of cooling water, 
mine pumping, etc., Goulds Fig. 1813 Horizontal Double-Acting 
Piston Pump is noted for dependable, low cost operation. Built in 
four sizes to meet every capacity requirement from 7 to 58 G.P.M. 


at pressures up to 100 Ibs. A minimum of working parts, fashioned 





Fig. 3158— Goulds Flexi-unit | 
Pump. Built forloworhighheads | 
| up to 350 feet. Capacities to 

| 4500 G.P.M. 


from extra strength materials and protected by an automatic oiling 


system practically eliminates wear and the necessity for adjustment 


and repairs. 





Fig. 3557 — Goulds Centrifugal 
Pump for cooling water, circulating 


ond taedl ontens The Goulds V-belt drive is efficient, compact and trouble free. It 
does not transmit vibration and is not affected by moisture, dirt or 
dust. The universal overhead motor mounting permits the use of any 


standard motor, provides adjustment to take up belt stretch. 


The Goulds line includes pumps for all industrial needs, each de- 





signed with a high efficiency that materially reduces pumping costs 
Fig. 3010 — A belt driven Centrif- 








ugal Pump for general service, and substantially built to eliminate adjustments and repairs. 
low priced and extremely efficient. 


GOULDS PUMPS Inc. 





ATLANTA, BOSTON, CHICAGO, HOUSTON, NEW YORK, PHILADELPHIA, PITTSBURGH, TULSA, Representatives in all’ Principal Citre 





@® 6048 
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prominence which is being given to 
engineering. He said that while 
in the old days most mechanical 
drives were laid out by the master 
mechanic, at the present time the 
layout is planned by engineers in 
a systematic method. This means 
that the principles of the Modern 
Group Drive are being used to an 
even greater extent. Mr. Van de 
Venter also had with him a number 
of interesting charts showing the 
prospects of greater business dur- 
ing 1936. 

On March 5 a meeting was held 
at the Y.M.C.A., a full report of 
which meeting will appear in an 
early issue of MILL SUPPLIES. 
An interesting program was also 
presented at this meeting. 


Van Denberg Completes 
30 Years in Business 


@ Harry S. Van Denberg, president 


| of Van Denberg Supply Company, 
| Rockford, Illinois, completed 30 
| years in business in Rockford on 


The new Catalog “N” now being distributed by the National Supply Co. of 
Toledo is the latest of an unbroken series of Donnelley-compiled mill supply 
catalogs issued by this leading house during the past twenty-eight years. 


Your 1936 Profits 


are still in the making 





® If you take prompt action, you can have the powerful aid of | 
a new catalog working for you with the buyers within a few | 


months. 


H. S. VAN DENBERG 


January 15, 1936. Mr. Van Den- 
berg started in the heating con- 
tracting business in 1906 and at the 


| present time has five outside sales- 


® To learn how easily you can issue an excellent catalog show- 


ing your own “hand-picked” selection of goods— 
Write 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET, CHICAGO 
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| men selling plumbing, heating, 
| janitor and oil station supplies and 


equipment. 

A new show room is being built 
by the company to display “Brig- 
steel” Beautyware plumbing fix- 
tures, also Burks super turbine 
pumps and an International air 
conditioning unit. 

M. E. Van Denberg has been 
elected vice-president succeeding 
A. E. Van Denberg, deceased. 








VINNING 


Phe inttial announcement of the NEW Nicholson, Black Diamond and MéCattrey 
MilcmlinuceM ian anrm rs mraimil ace produc tson their own work under conditions as 
they actually exist in their own plants. Hundreds of tool users took us at our 


word — and put these files [© S€verc {Cs 
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THE FACTS 





These New Files Are Available in 


NICHOLSON 
BLACK DIAMOND 
McCAFFREY 





Brands 


A FILE FOR EVERY PURPOSE 


THE TREND OF 


SUPPLY SALES 
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100—Average monthly sales, 1923-1925 


Indicator Follows Trend—Drops to 75.4 
GovernmentSales OffSharply.OrdersSlightly Smaller 


OLLOWING the trend of recent years, January 

sales as reported by over a hundred industrial 
distributors were slightly less than those reported 
for December. Despite the drop, however, the Sales 
Indicator registered about 25 percent ahead of 
January, 1935, as it rested at 75.4. The December 
reading was 76.9, while that of January, 1935, 
was 64.5. 

Slow sales in the Middle West accounted for all of 
the decrease, the other territories registering in- 
creases. The North Atlantic index rose from 79.3 to 
90.1; the Southern from 73.6 to 78.5; the Western 
from 94.5 to 95.5 and the Pacific Coast from 94.0 to 


114.9. At the same time the Indicator for the Middle 
West dropped from 77.5 to 66.0. 

A sharp falling off on Government business un- 
doubtedly accounted for some of the drop, the orders 
for January being 5.9 percent of the total, while those 
in December accounted for 11.3 percent. In the 
Middle West, the drop was from 13.2 percent to 
4.8 percent. 

Orders were slightly smaller in size, the average 
being $16.17, as compared with $16.69 the previous 
month. However, reporting distributors indicated 
that they were more numerous, the average house 
receiving 2430 against 2304 in December. 





Average size of order, all houses 





Average number of orders received per house during month 


Average number of orders received per house each working day 








MILL SUPPLIES ® MARCH 1936 








TERRITORIAL SALES INDICATORS 





90 





























m= 
a = P * od + 
« i J *. 
oN i Re 
- beat 





























North Atlantic States 


Despite a decrease in Government sales from 15 percent in December 
to 4.9 percent in January, the Sales Indicator for this section rose 
sharply from 79.3 to 90.1. Orders were somewhat smaller—$14.32 
against $15.73 the previous month—but much more numerous. 


Southern States 


Slowly climbing back to its November level, the Southern States 
Indicator rests at 78.5 for January, after hitting 73.6 the month pre- 
vious. Government orders accounted for only 6.4 percent of the total. 
Orders were larger on the average, $18.50 as compared with $17.31. 


Middle Western States 


Falling sharply from its December level of 77.5, the Indicator for this 
territory tobogganed to 66.0 in January. Government sales were small— 
4.8 percent of the total. Orders were smaller—January average, $15.26, 
December average, $17.10. 


Western States 


Bucking the national index, the Sales Indicator for the Western 
States registers 95.5 in January, compared with 94.5 in December. 
Orders continued small but showed a slight gain over the previous 
month—January average $9.02, December, $8.96. 


Pacific Coast States 


Back over the hundred mark, the Pacific Coast index soars to 114.9 
after registering 94.0 in December. Government sales account for 11.4 
percent of the total, the December figure being 8.9 percent. The 
average January order was $19.39, as compared with $18.40 in December. 
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Harry N. Crowder Jr., President 
H. N. Crowder Jr. Company, 
Industrial Distributors 

in Allentown and Easton, Pa. 









“REFRACTORIES are a major line 


> 33 
with CP «+s says Harry N. Crowder Jr. 


.. . and Mr. Crowder adds this: 


“The growth and expansion of our organization 


and business during the depression years can be The GRCO Distributors’ Plan offers exclu- 
. : sive territory without competition from the 
attributed to concentration on profitable volume source of supply. It is supported by a Field 
Staff with headquarters in twelve principal 

lines with a good turnover. cities, available for direct distributor co- 
operation. There are available also attractive 

product and industry bulletins, a sales manual, 


“General Refractories Company’s ‘Complete Re- pa mail literature and other promotional 


fractories Service’, backed by a sound distributor Our Dealer Department will gladly send full 
information upon request. 


policy and the facilities of a national organiza- a 





tion, is a line with which we have shown a very 
For valuable data on why refractories 


consistent increase in sales. Our salesmen are are a major line for Industrial Dis- 
tributors, write for our pamphlet M-1. 








enthusiastic about this line.” 





GENERAL REFRACTORIES COMPANY 


PHILADELPHIA, PENNA. 


A COMPLETE REFRACTORIES SERVICE 
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PRINCIPAL MARKETS FOR NEW PRODUCTS 


SEE FOLLOWING PACES FOR DETAILED DESCRIPTION 
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SALES POSSIBILITIES IN NEW PRODUCTS 


SEE PAGE 92 FOR PRINCIPAL MARKETS 





Airfinishing Booth 





1 A self - cleaning airfinishing 

booth used for spraying of 
lacquer, synthetic enamel, vitreous 
enamel as well as paints of all kinds, 
has been announced. Unit has fire- 
proof ventilator, water strainer, air- 
conditioning unit, air and water dis- 
tributing plates, galvanized fireproof 
airfinishing booth, connect to drain, 
water trough, fine mesh wire screen, 
airfinishing gun and “clamp tight 
cover” pressure feed tank. Exhaust 
housing, fan and piping to outside are 
protected and kept clean automati- 
cally. Booth is available in all stand- 
ard sizes, and made of heavy galvan- 
ized metal, furnished complete with 
water nozzles, piping, strainer and 
fittings. Primary buying officials to 
be contacted in introducing this prod- 
uct are superintendent, and mainte- 
nance superintendent.—Paasche Air- 
brush Company, 1909 Diversey Park- 
way, Chicago. MILL SUPPLIES, 
March, 1936. 


Portable Electric Polisher 





Announcement is 


made of 

U-38 portable electric pol- 
isher, which features light weight, 
balance and ease of handling. This 
recent addition to the Thor line of 
universal electric tools is equipped 
with Standard Thor motor. Both 
armature and spindle run in ball bear- 
ings, giving maximum torque to wheel. 


Gears are cut of alloy steel and heat 
treated. Machine may be taken apart 
for inspection and cleaning and motor 
may be inspected while running by 
removing two brush covers. Side 
handle can be used on either side of 
machine. Polisher is equipped with 
7-inch flexible rubber pad, one 7-inch 
felt pad and one 8-inch sheep wool 
pad. Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent 
superintendent and maintenance su- 
perintendent.—Independent Pneumatic 
Tool Company, 600 West Jackson 
Boulevard, Chicago. MILL SUP- 
PLIES, March, 1936. 


Trolley Wheel 








A trolley wheel of improved de- 

sign for use in manufacturer’s 
tramrail systems has been announced. 
It is a special analysis, high strength 
iron casting with deep-chilled tread 
and flange, which, according to manu- 
facturer, provides hard, smooth, long- 
wearing tread surface. Wear on rail 
flange is brought in from outside 
by slight crown of wheel tread. 
Straight flange of wheel is a factor 
in reducing rolling friction to a mini- 
mum, while another important factor 
is the double row, shielded type ball 
bearing which is assembled complete 
by bearing manufacturer to assure 
extreme accuracy of bearing in wheel. 
Bearing is grease lubricated and as- 
sembly may be taken apart for inspec- 
tion or cleaning. Primary buying of- 
ficials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent and chief engineer.— 
The Osborn Manufacturing Company, 
Cleveland Ohio. MILL SUPPLIES, 
March, 1936. 


Automatic Steam Valve 


An automatic steam valve recom- 
mended as a temperature control 
for industrial service is of the throt- 
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tling type, operated by a thermostat 
of bulb and bellows design. Valve 
body is made of cold rolled steel, disc 
and seat of monel, stem of tobin 
bronze, bonnet of brass; asbestos 
graphited packing is used in stuffing 
box. Valve and thermostat are nickel- 
plated. Valve is suitable for steam 
pressures up to 125 pounds and may 
also be connected to inlet end of coil. 
It is completely automatic in action, 
opening when temperature of liquid 
falls below point desired and closing 
when sufficient heat has been added 
to re-establish operating temperature. 
Under cap G is a choke screw which 
is adjusted to suit flow. Temperature 
adjusting sleeve A covering bellows 
end of thermostat is screwed in for 
lower temperatures, out for higher 
temperatures. Thermostat bulb M 
may be clamped to outside of tank 
but usually inserted in sleeve E at- 
tached to tank wall and projecting 
into water space. Primary buying of- 
ficials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, maintenance superin- 
tendent and chief engineer.—Yarnall- 
Waring Company, Philadelphia. MILL 
SUPPLIES, March, 1936. 





Flexible Shaft Machines 








A 3-speed vertical machine made 
in capacities of 4, 4 and 4 hp. 
has been added to this manufacturer’s 
line of flexible shaft machines. Vari- 
ous combinations of speeds are pro- 
vided in all the above sizes as fol- 
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Sturdy Steel Ousts 
Wood 





Patented 
Patents Pending 


‘Hallowell’? Work-Bench Of Steel 


The ready-made, shipped out of stock “HALLOWELL” 
Steel Bench Equipment has already made such head- 
way that you ought to give it serious consideration in 
case you haven't done so. 


The “HALLOWELL” Line is an_honest-to-goodness 
money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 445 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 
we practice what we preach—Co-operation. 








OUR BEST SELLERS 


*“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, 

Semi-Portable 
“HALLOWELL” Steel-Wood Work-Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs 
“HALLOWELL” Steel Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“KNURLED UNBRAKO” Socket Head Cap Screws 
“UNBRAKO” Stripper Bolts 
“UNBRAKO” Pipe Plugs 


Power Transmission Appliances 























STANDARD PRESSED STEEL CO. 








BRANCHES BRANCHES 
=. JENKINTOWN, PENNA. NEWYORK 
DETROIT Box 519 


ST.LOUIS 
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lows: 1,700, 3,000 and 5,200 r.p.m. or 


3,400, 6,000 and 10,400 r.p.m. The 
3-speed countershaft is placed at con- 
venient point for quick change-over 
of speeds, with spindle holder and 
drop switch also located at convenient 
locations. Machine is full ball bear- 
ing and is mounted on swivel bale and 
provided with adjustable tie rods for 
suspending. Primary buying officials 
to be contacted in introducing this 
product are purchasing agent, su- 
perintendent, foreman and master 
mechanic.—N. A. Strand and Com- 
pany, 5001 North Lincoln Street, Chi- 
cago. MILL SUPPLIES, March, 
1936. 


Rubber Matting 





6 A new type of rubber matting 

has been developed which is 
said to be particularly adapted for 
use in office buildings and factories 
as a means of providing maximum 
safety, foot comfort, floor protection 
and cleanliness. It is 8-inch thick in 
black only and is perforated. Top 
surface consists of a series of small 
pyramids. Under surface has a large 
pebble design which serves to keep 
mat off floor and permits underneath 
ventilation and drainage. It is also 
available with beveled edges if de- 
sired. Primary buying officials to be 
contacted in introducing this product 
are purchasing agent, superintendent 
& maintenance superintendent.—The 
B. F. Goodrich Company, Akron, 
Ohio. MILL SUPPLIES, March, 1936. 


Pipe Machine 





7 Model-A pipe machine will cut, 

thread, ream and chamfer all 
sizes of pipe from 4 to 2 inches; will 
operate geared tools to cut and thread 
24 to 12-inch pipe; will cut off solid 
round bars or stayrods 4 to 1-inch 
and thread bolts and stayrods 3 to 2 
inches. Unit has wheel-and-roller 
cutoff, manual feed and fixed work- 
head which does not tilt back. Other 
features are a Universal motor, 110- 
volt, a.c. or d.c., 25 to 60 cycle; with 
220 or 230-volt motor optional; stand- 
ard all steel 3-jaw scroll chuck; auto- 
matic chuck wrench ejector; rack-and- 
pinion feed; outboard pipe support; 
no “hinge” die heads. of “solid ring” 
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PALA ZK LEAGUES 
for LDistecbslors 


“Greenfield” “Maxi” tools perform a Service 
—they give better, faster production at lower 
cost. “Greenfield” is telling the tool-using 
public—they are trying out “Greenfield” 
claims for themselves—and they are coming 


back for more—and more—and more. 


Are you selling “Maxi” tools? 


GREENFIELD TAP & 
DIE CORPORATION 


Greenfield, Massachusetts 
New York: 15 Warren St. Chicago: 611 W. Washington Bivd. 
Detroit: 228 Congress St. W. 








“MAAXI" tools are advertised 


monthly in full page space in 


these leading magazines: 


AMERICAN MACHINIST 
IRON AGE 
MACHINERY 

MILL & FACTORY 
MODERN MACHINE SHOP 











GREENFIEL 
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MILWAUKEE INDUSTRIAL BRUSHES 
Milwaukee DISTRIBUTORS 
Milwaukee p A RTNERS! 
WE scons tn snl 


fact that our success is tied up with the success 





of our distributors. Therefore all of our experi- 





ence is at the disposal of the men handling 
“Monobilt"” Wire Wheel our line. 
Brush with Interchangeable 


Centers 


We give prompt attention to any 
distributor problem of inventory, delivery, mar- 
And cur 
sales policy provides a good profit margin. 


kets, or unusual brush application. 


Milwaukee's line of brushes is complete: we 
manufacture bristle, wire, and fibre hand and 
power brushes, standard and special types — a 


brush for every application. Your customers 





“Di-Bilt"”’ 
Wire Wheel Brush— 
All Metal Center 


will benefit from your recommendations of this 
high quality line. Urge them to standardize 
Build a profitable 


on Milwaukee Brushes. 


repeat business! 





REMEMBER 


MILWAUKEE | 


MEANS 
BRUSH EXCELLENCE 























“Durabilt”’ 
Tampico Wheel Brush 











Our new catalog No. 36 is a com- 
prehensive arrangement of brushes for 
industrial and special needs. It will 
help you make profitable sales. Write 
for your copy. 





Milwaukee Curved 
Solid Block Wire Brush 


Back 






: 
ABE: a 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
2212-2236 North 30th Street MILWAUKEE, WISCONSIN 
INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 

—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 
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type; concealed oil lines; interchange- 
able die segments; sliding handle bars 
and nickel iron housings. Model-A 
is a companion tool to Modern-A 
standard. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent, mainte- 
nance superintendent, foreman, chief 


_engineer and master mechanic.— 
Beaver Pipe Tools, Incorporated, 
Warren, Ohio. MILL SUPPLIES, 


March, 1936. 


Power “Supersockets” 





Power 


“Supersockets” 

“lock-on” 
conform to the dimensions and toler- 
ances now widely regarded as stand- 
ard, according to the manufacturer. 


of the 
type are designed to 


They are interchangeable on all 
standard 4-inch square power drivers 
and also with general purpose hand 
drivers. In smaller sizes, up to and 
including 43-inch opening, nose is 
tapered; larger sizes, §-inch and up, 
have straight walls. Units are heat- 
treated and made of chrome -alloy 
steel, which manufacturer states gives 
maximum strength, durability and 
uniformity of product. Sockets are 
supplied in gray satin finish, packed 
six in a box. Primary buying offi- 
cials to be contacted in introducing 
this product are purchasing agent 
and master mechanic—J. H. Wil- 
liams and Company, 75 Spring Street, 
New York City. MILL SUPPLIES, 
March, 1936. 


Machinery Enamels 


Machinery enamels which are 

unaffected by water, grease or 
caustic soaps and compounds usually 
applied in cleaning, and resistant to 
fume and conditions, have been re- 
cently announced. Enamels are made 
for rough “heavy duty” service. Pig- 
ments are ground in paste form in 
steel roller mills until perfect enamel 
fineness has been achieved, according 
to manufacturer. Vehicle is a full 
bodied Bakelite varnish which, when 
mixed with paste pigment, produces 
solid covering, one coat enamel of 
toughness as well as smoothness. Ten 
shades are offered and if special 
shades are required these can be pro- 
duced on same principles employed 
in formulating standard shades. 
Primary buying officials to be con- 
tacted in introducing this product are 














PAINSTAKING CRAFTSMANSHIP ANSWERS 
THE DEMAND FOR HIGH QUALITY 
COATED ABRASIVES IN SHOP MAINTENANCE 





NEW YORE 
INDIANAPOLIS ST.LOUIS SAN FRANCISCO 





@ In spite of the fact that FLINT PAPER and EMERY CLOTH are 
routine production goods, Armour Sand Paper Works subject them 
to the same rigid manufacturing ideals and requirements built 
into goods designed for severe technical operations. 


In the making of Armour FLINT PAPER and EMERY CLOTH all 
materials must pass exacting tests. Abrasive grains from the best 
available sources of supply are carefully checked and graded. 
Backings (paper and cloth) likewise must pass inflexible speci- 
fication tests for quality. The coating adhesives used are made 
especially by the Armour Glue Works, and are of the highest 
quality obtainable for the purpose intended. 


Most mill supply customers use both FLINT PAPER and EMERY 
CLOTH in maintenance work of all kinds—in shop and factory. 
In the case of these products, as with all Armour abrasive products, 
your salesmen can recommend them unhesitatingly and con- 
fidently, knowing they are backed-up with forty years of uninter- 
rupted service to industry. 


Division of ARMOUR AND COMPANY 


GENERAL OFFICES: CHICAGO 
Stocks Distributed from branches in following cities: 
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BULLS HEAD BRAND 
FLINT PAPER 
Sheet size 8% x 10% in. 
Packed in bundles between 


substantial baling boards. 
Ream units. 


ARMOUR’S 
FLINT PAPER 
Sheet size 9 x 11 in. Packed 
in bundles between substan- 
tial baling boards. Ream 

units. 


ARMOUR'’S 


EMERY CLOTH 


Sheet size 9x 11 in. Each 
quire in attractive wrapper. 
Each Y4ream(5 quires) again 
wrapped. Ream units. 


ARMOUR SAND PAPER WORKS 


BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
LOS ANGELES SEATTLE HIGH POINT.N.C. CINCINNATI 
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THe Marvel OF *LOCK-ON’ 


saves time and prevents accidents 
in hundreds of industrial uses ... 


Millwrights like ‘““Lock-On” for over. 
head work. Sockets cannot drop into 
machinery or injure workmen below. 


With “Lock-On sockets 


ome off to drop into gear boxes 


or machinery housings 


Bridge and building constr 


crews like labor-saving and a 


prevention features of 


othing better than 


On’ for high production nut settin 


More nuts per socket mean low 





Socket 





ident 


Lock On 


“Lock-On”—a patented and 
exclusive feature of Black- 
hawk Socket Wrenches. 





jas ee. 
““T OCK-ON” clicks sockets, handles 

and extensions into one solid 
tool. Recognized by mechanics and 
shop men as a great time-saver on 
close jobsand in hard-to-get-atplaces. 
Illustrations show only a few of the 
many ways “Lock-On” proves its 
great worth — convincing selling- 
points for cleaning up a big share of 
1936 socket wrench sales. 


It's easier to sell a line with an es- 
tablished reputation. You'll get more 
profitable results when you get be- 
hind those gleaming matched sets 
of speedy, rugged, DEPENDABLE. 
Blackhawk Socket Wrenches. Large 
units of sale—generous profit spread. 
Backed by consistent business paper adver- 
tising, and forceful direct-mail sales effort. Push 
the Blackhawk Line and you can push right 
into “the money.” Blackhawk’'s Sales Depart- 
ment offers its full cooperation. Write today. 


BLACKHAWK MFG. COMPANY 


Milwaukee, Wisconsin 
Sole Canadian Distributor: 
The Canadian Fairbanks-Morse Co., Limited 
Branches in all Principal Cities 


Wrenches 
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five sizes. 
| bitt striking faces can be furnished. 





plant 
maintenance 
engineer and master mechanic. — 


manager, purchasing 


superintendent, 


agent, 
chief 


Joseph Dixon Crucible Company, 
Jersey City, New Jersey. MILL SUP- 
PLIES, March, 1936. 


Hammer 







=! 


‘. V‘ 


sammie / 






y, Dea 


BaseiTT. 


sassy 


l In order to meet the need for 

a soft-faced hammer, this 
manufacturer has placed on _ the 
market the “Basa” hammer, made in 
Rawhide, copper and bab- 


Hammer has clamping jaws made 





from tempered carbon steel. Jaws 
can be set up from time to time, as 
may be required, to compensate for 
natural wear and shrinkage of faces. 
Jaws can be easily released by un- 
screwing lock-nut, permitting faces 
to be removed or inserted without 
loss of time, acording to manufac- 
turer. Rawhide, copper and babbitt 
faces are interchangeable in same 


| hammer, and rawhide faces are made 


| from water-buffalo hides. 
are made 


Handles 
from _ straight - grained 
hickory. Primary buying officials to 
be contacted in introducing this prod- 


| uct are plant manager, purchasing 


| superintendent, 


superintendent, maintenance 
chief engineer and 
master mechanic.—Greene, Tweed and 
Company, 109 Duane Street, New 
York City. MILL SUPPLIES, March, 
1936. 


agent, 


Drill Press and Milling 
Machine Vise 


| 1 This combination drill press and 


milling machine vise has 34 inch 
width jaws that give an opening of 44 
inches, with an over all of 124 inches. 





Te 
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It weighs 15 pounds. A removable 
brass nut insures easy operation of 
screw and inexpensive replacement 
when worn, according to manufac- 
turer. A flange on each side and end 
and two “T” slots at right angles 
in base enable vise to be fastened 
where most convenient for work. 
There is a 90 deg. slot in movable 
jaw for holding round pieces. Primary 
buying officials to be contacted in in- 
troduciug this product are purchasing 
agent, superintendent, foreman and 
master mechanic. — The Desmond- 
Stephan Manufacturing Company, 
Urbana, Ohio. MILL SUPPLIES, 
March, 1936. 


Roller Pump 





1 2 A small, compact roller pump | 
for a large volume of liquid | 


with hardened stainless steel rollers, 
recently announced, develops high 
pressures when desired and are self 


priming, according to manufacturer. | 
The rollers which are used instead 


of flat blades also act as pistons. 
Other features are that rollers adjust 
themselves to any wear of pump 
cylinder circumference; rollers are 
practically balanced in their bearing 
on rotor blade, avoiding side friction; 


cylinder heads may both be removed | 


for cleaning without disturbing pipe 
connections; pump is of positive dis- 
placement type and volume handled 
varies directly with speed. Types 2D, 
3A and 6A have automatic adjustable 
bypass valves built in and type 2A 
is bored and threaded 3-inch IPT for 
relief or outside bypass valve if de- 
sired. Maximum suction lift wet is 
27 or 28 feet. Primary buying of- 
fiials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, main- 
tenance superintendent, foreman, chief 
engineer and master mechanic.— 
Hercules Equipment and Rubber 


Company, San Francisco, California. | 
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THE ONLY Complete Line | 


of Hydraulic Jacks — 1 to 75 tons 
for the industrial field .... . 


LLUSTRATIONS on this page 
show some of the many industrial 
uses for Blackhawk Hydraulics. 
There are hundreds of applications 
—lifting, bending, moving, straight- 


Six hundred tons of concrete easily 


ening, pressing, pushing, pulling, jolted loose with a Blackhawk 75 
ton hydraulic. One man gperation 
means saving in man power. 


shaping jobs that call for Blackhawk’s 
tremendous hydraulic power — and 
precision micro-control. Many for- 
mer “heating” jobs can now be done 
“cold” — in much less time and with 


lower labor costs. 


A complete line of rugged, depend- 
able jacks—1 to 75 tons—Blackhawk 


This 5$0-ton Blackhawk built into 


Hydraulics are ready for any LIFT- portable bending press. ‘Cold 
‘ bending in one day equal to two 
UP. But that’s not all. They are so days’ work with heat 


easy to operate—so easy to set up” 
in so many industrial applications 
—that they offer a remarkable op- 
portunity for increased sales and 
profits for Mill Supply Dealers. 


* 
e Blackhawk Gauge Jack set up for 
We ll gladly send complete testing strength of concrete pipe. 
information whenever you Gauge Jacks—7 to 75 ton miodels. 


say the word. Just WRITE! 
J 


BLACKHAWK MFG. COMPANY 


Milwaukee, Wisconsin 


Sole Canadian Distributor: 
The Canadian Fairbanks-Morse Co., Limited 


Branches in all Principal Cities Nothing like Blackhawk hydrauli 
power for bridge construction work. 


Instant power-—-either horizontal or 
upright position 


BLACKHA\ 
Sees te lage 
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DCKSO 


DOWMETAL GOGGLES 


C. H. DOCKSON CO., 2885 E. GRAND BLVD., DETROIT, 
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A UNIQUE PRODUCT 
with Universal Appeal 


Jobbers and Distributors everywhere, are profiting from the enthusiastic 
acceptance accorded this newest addition to the popular Dockson Line. 


Users have been quick to appreciate the almost unbelievable degree of 
comfort afforded by these remarkable new featherweight goggles. They 
are amazingly light in weight, being made of Dowmetal which is 36% 
lighter than aluminum. Their individual right and left eye cups were de- 
signed after exhaustive survey to really fit all faces. They have the 
simplest possible nose bridge adjustment that permits accurate spacing 
of eye cups to meet the variation found with each individual. They 
provide unequalled visibility and ventilation. 


National advertising in leading trade publications is producing a host 
of inquiries. Write for full information and discounts. 


Literature upon request e 


MICH. 
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Control Valve 





l Control or automatic shut- 
off valve has but two moving 
parts and is held firmly in position, 


when closed, by cadmium - plated 
spring. Valve needle and seat are of 
stainless steel and all other parts of 
non-corrosive metals. Operating 
lever which is actuated by control 
device, transmits force to left needle 
valve. A packless gland in form of 
brass bellows is also used, giving per- 
fect seal. Interlock and manual-re- 
set device is  latch- and - weight 
arrangement which holds valve in 
position after it has closed, until 
weight resets manually. Air-control 
mechanism is of piston type, and a 
pressure of 3 to 50 pounds may be 
used. Air-operated valve is used in 
oil burners of air-atomizing type. 
Electrical control of valve is through 
an electro magnet, and spring which 
closes valve is entirely separated 
from fluid. It is fully enclosed, but 
|accessible upon removing metal-cup 
|eover. Gravity closing action of 
valve is made positive by stout 
spring. Valve, with various types of 
interchangeable controls, is applicable 
to many uses on manufactured prod- 
ucts or equipment, as well as in the 
power or supply lines of present 
| power plants, according to manufac- 
turer. Primary buying officials to 
|be contacted in introducing this 
| product are plant manager, mainte- 
|nance superintendent and chief en- 








| gineer.— Lammert and Mann Com- 
| pany, 285 North Wood Street, 
| Chicago. MILL SUPPLIES, March, 
| 1936. 
Kalsomine 
1 Self-sizing washable _ kalso- 
mine, recently announced, 


| takes the place of both sizing and 
| finish coats, according to manufac- 
| turer. The kalsomine produces a 
hard, smooth non-rubbing finish and 
is recommended for use on interior 
sand or putty finish plaster, metal, 
brick, concrete and stone surfaces. 
It is supplied in eight pastel shades 
and white, which colors may be 
intermixed to produce a_ wide 








messages Ty 


to industry to support 
* 2 ) “ 
distributors sales efforts in 





















YALE 
Ball Bearing Spur 
Geared Chain 
Hoist. 


The''PUL-LIFT” 
—"'tool of 1,000 


uses’’ — another 
YALE achieve- 
ment, 














... This year the YALE Plan 
of distributor co-operation is 
even more extensive and more 
forceful than ever before. Be- 
cause of its very range and 
power, it cannot help but be 
more productive. 


. Attention -compelling ad- 
vertisements in leading indus- 
trial publications that execu- 
tives read! 


... Strong, graphically illus- 
trated folders showing YALE 
equipment on the job, mailed 


direct to the men you have to 
sell! 


...+ Both tell the story of 
YALE Dependability and Dis- 


tributors’ service. 





... Industry needs YALE 
Hoisting and Conveying equip- 
ment and industrial executives 
know the name YALE as the 
symbol of quality, power and 
strength. 


. . » YOU have the safest, most 
efficient and economical solu- 
tion to industry’s problems in 
YALE Chain Hoists and Trol- 
leys. 


. . . Cash in to the limit on this 
1936 opportunity. 

































































1936 € 


Every type of Industrial Plant 
will receive them. 


Automotive 

Aviation 

Blast Furnaces 

Brass, Bronze & Copper 
Working 

Canning & Preserving 

Ceramics, Brick & Tile 

Chemicals, Drugs, etc. 

Cleaning & Dyeing 

Coal Mines 

Coke & Mfg. Gas 

Concrete Products 

Dredging 

Electrical Construction 

Electrical Mach. & Eqpt. 

Electric Light & Power 
Plants 

Electric Railways 

Fertilizers 

Forge Shops 

Foundries 

Gas Plants 

General Construction 

Government Institutions 

Highway Depts. 


Hospitals 

Independent Planing Mills 

Logging Camps & Saw 
ills 

Machine Shops 

Marble & Stonework 

Marine 

Mechanical Machinery 

Metal Mines 

Paper Products 

Petroleum & Gas Wells 

Quarries 

Railroad Repair Shops 


River, Harbor & Canal 
Comm. 


Sand & Gravel Plants 
Shipbuilding & Dry Docks 
Smelting & Refining 
Stamping & Enameling 
State, City & County Inst. 
Steam Laundries 

Steam Railroads 

Sugar Mills 

Tobacco 

Water Works & Filtration 


THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U. S. A. 
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Chrome-Mo-lub-den- 


WHO gets the Distributor’s discount on hollow 
screw orders coming direct to the factory ? (Here comes 


the showdown of a manufacturer's good faith in his Dis- 
tributor protective policy! ) 


On direct orders to the factory for ALLEN screws, the 
Allen Distributor in the customer's territory gets the dis- 
count as surely as if he'd gotten the order. The order is 
BILLED THROUGH HIM. 

in cases where the factory has no record of which Dis- 
tributor in a locality the customer favors, we write the 
customer to find out. The Distributor named gets his dis- 
count without reservations. 

And that, as we intimated before, involves a moral prin- 
ciple as well as a merchandising one. 


1910-1936: — Exclusively Distributor- sold. 


THE ALLEN MEG. COMPANY 


HARTFORD, CONN. U.$.A. 
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THE REAROON Company 


variety of shades. Primary buying 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent and 
maintenance superintendent. — The 
Reardon Company, St. Louis, Mis- 
souri. MILL SUPPLIES, March, 
1936. 


Hydraulic Lathe 





‘ Jj 
l A carbo hydfaulic lathe, 2 
inches in width, with auto- 
matic tool relief, hydraulic cross feed 
and rapid traverse, has been an- 
nounced. Some of the features of this 
lathe are electric head which controls 
both main and hydraulic pump motors 
with ammeter registering current con- 
sumption; complete automatic “Cycle” 
with quick return of carriage; in- 
stantly variable feeds to carriage and 
facing attachment together or inde- 
pendently; positive accurate auto- 
matic setting of all tool slides at 
beginning of cycle, permitting duplica- 
tion of work within close limits; auto- 
matic starting and stopping of spin- 
dle and any desired feed from 0 in. 
to 24 in. per minute, 134 in. maximum 
carriage travel, and 0 in. to 2 in. tool 
relief. Unit has no gears, feed rod, 
feed screws, racks, pinions or levers 
in feed mechanism, and has either 
straight form or taper turning with 
standard carriage. Hydraulic system 
is independent of spindle drive and is 
operated by separate motors. Start- 
ing and stopping of spindle starts and 
stops flow of coolant, thus obviating 
need for an auxiliary coolant control 
valve. Primary buying officials to be 
contacted in introducing this product 
are plant manager, superintendent, 
foreman, chief engineer and master 
mechanic. — Porter-Cable Machine 
Company, Syracuse, New York. MILL 
SUPPLIES, March, 1936. 
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High Hub/ 


for Butt Welding 


Drop Forged by Vogt . . yOur assur- 
ance of strength and soundness 
in high hub butt welding flanges. 
Accurately faced and drilled to 
A. S. A. standards with machine 
beveled hubs for easy welding. We 
carry a large stock of sizes, ranging 
from 2” to 12” in Series 15 and 30, 
for immediate shipment. 
HENRY VOGT MACHINE Co. 


INCORPORATED 


LOUISVILLE, KENTUCKY 
NEW YORK CHICAGO CLEVELAND PHILADELPHIA DALLAS 


nufac E pe Core: ps Sind Vive s, Fittings, Ge Gatien Lo 
Wate ? Tube Boi ing a endl Rebhees ating Machine ery, 


> dependable 
A. 
Vo oot e Forged Steel 


FLANGES 
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Every‘point of superi- 
ority indicated in this illus- 
tration of the Wright Im- 
proved High Speed Hoist 
is a feature that helps you 
in selling.... These fea- 
tures include every major 
improvement that is to be 
found in a spur gear hoist. 

. They are the features 
which make the Wright 
the right hoist for practi- 
cally any material handling 
problem which involves a 
hoist... . Consider these ex- 
clusive features: zinc coated 
finish, precision load wheel 
bearings, safety load chain 
guard, Acco high carbon 
heat treated chain with ex- 
tremely high elastic limit 
and tensile strength — all 
are points of superiority 
that make the Wright Hoist 
the right hoist for you to 
sell... .Write for complete 


detailed information. 


WRIGHT MANUFACTURING 
DIVISION OF THE 
AMERICAN CHAIN 

COMPANY, Inc. 


York, Pennsylvania 


In Business 


For Your Safet s 
or Your y —e 


Improved High Speed Hoists 
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\brazed to end rings. 











Loom Motor 





1 High efficiency and power fac- 
tor, low slip and close speed 
regulation from no load to full load 
are claimed for this loom motor, espe- 
cially designed for individual loom 
drives. It is totally enclosed, with 
stator frame of cast steel with feet 
cast integral. Stator coils are insul- 
ated and impregnated so that wind- 
ings are moisture resisting, according 
to manufacturer. Winding is treated 
in special insulating varnish. Cast 
iron bearing housings rigidly support 
rotor in waste packed bearings, rotor 
being constructed with bars silver 
Motor is avail- 
able in 4 to 2 hp. sizes, for either 2- 
or 3-phase, 60 cycle operation, in com- 
mercial voltages from 220 to 550. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, 
superintendent and chief engineer.— 
Allis-Chalmers Manufacturing Com- 
pany, Milwaukee, Wisconsin. MILL 
SUPPLIES, March, 1936. 


Cable Reel Screw Jack 





l Simplex cable reel screw 
jack with a capacity of 10 
tons (9.07 metric tons) has grey iron 











HELPING worse pistriputors 


TO THE UP THE TOOL BUSINESS 





THE MORSE LINE The advantages of concentrating on Morse Tools 
Dieheii are obvious. In addition to offering your cus- 
tomers the most generally accepted line of cutting 

High Speed and Carbon tools, you get the full advantage of Morse adver- 
DRILLS, REAMERS tising which has helped to make Morse Tools the 





CUTTERS . 
<068 ond ean most salable line on the market. 
SCREW PLATES It is easier to sell Morse Tools 
ARBORS, CHUCKS than to try to sell against them. 
COUNTERBORES 
MANDRELS, TAPER PINS Ss Z @OD —e soawcrsee 
) - WZ 

SOCKETS, SLEEVES ™  ] ) = — 

° TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD - . - MASS., U.S. A. 


NEW YORK STORE: 130 LAFAYETTE ST. CHICAGO STORE: 570 WEST RANDOLPH ST. 
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PRICES REDUC'E D 
on BULL-DOG DIE STOCKS 


Send for new price- 
list which puts added 
behind 


this world - famous, 








sales - appeal 


ever-popular line. You 
will find a prompt re- 


sponse in sales. 








Stocks and Dies + Pipe and Bolt Machines + 


© i 


THE OSTER MANUFACTURING COMPANY 
SALES OFFICE: 2041 EAST 61ST PLACE, CLEVELAND, OHIO 
FACTORIES: ERIE, PA. AND CLEVELAND, OHIO 


Pipe Welding Jigs 


i 




































AFETY.. 


From both the human 
and the profit view- 
point, your customers 
buy nothing they val- 
ue more than safety 
for their workers. 
Plymouth Ship Brand 
Manila Rope offers 
the maximum in safety 
value... because of its 
greater strength and 
longer dependable 
service, assured by 
Plymouth’s uniform, 
controlled quality . . . 
PlymouthCordageCo. 
NorthPlymouth, Mass. 
and Welland,Canada 
Sales Branches: New 
York, Boston, Balti- 
more, Philadelphia, 
Cleveland, Chicago, 
New Orleans, San 
Francisco. 


Nata 


PLYMOUTH - 0.50. %es: 


MILL SUPPLIES ® MARCH 1936 


106 








base with forged steel screw 14 inch 
diameter, 4 pitch Acme thread. Unit 
can be furnished in lever or other 
types in order to meet the demands 
of the operator and fér supporting 
all types of wire, cable, belting and 
lead pipe reels. This jack has been 
developed for use in warehouses, shops 
and stores to handle reels of all sizes. 
Manufacturer also states it is low in 


|cost but strong and sturdy. Pri- 


mary buying officials to be contacted 
in introducing this product are 
purchasing agent, maintenance super- 
intendent, foreman, chief engineer 
and master mechanic. — Templeton, 
Kenly and Company, 1020 South Cen- 
tral Avenue, Chicago. MILL SUP- 
PLIES, March, 1936. 


Dielectric Tester 





l A dielectric tester which in- 

dicates shorts, opens or 
grounds and checks circuits at ap- 
proved standard testing voltages, is 
a compact complete unit, furnished 
with 6 ft. primary cord which is 
plugged into a 110 volt, 60 cycle con- 
venience outlet, with secondary con- 
nections supplied with four foot high 
voltage cable leads each equipped with 
test prong. Secondary test voltage is 
manually controlled by tap-switch 
that provides any voltage: 500, 1,000, 
1,250, 1,500, 1,700, 2,000 or 2,500 volts, 
simply by rotating indicator. Short 
circuit current is 1 amp. at 500 volts 
and 200 M. A. at 2,500 volts. Manu- 
facturer states that 100% leakage 
type transformer used in device per- 
mits short circuit for a period of time 
without damage. This current limita- 
tion also eliminates burning of ma- 
terials at point of breakdown of ap- 
paratus under test. Second secondary 
supplies 110 volts to small indicating 
ruby lamp which is inset and shielded 
by metal mask. Lamp glows when 
tester is turned on warning of live 
secondary leads. On partial break- 
down lamp dims and on complete 
breakdown goes out. Off and on toggle 
switch is mounted on face of device 
and is easily accessible at all times to 
the operator. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent, mainte- 
nance superintendent and chief en- 
gineer.—The Acme Electric and 
Manufacturing Company, Cleveland, 
Ohio. MILL SUPPLIES, March, 
1936. 

























MNES THAT 


CAU: 
SHOL LD be SE TROW 


“TONCAN’ 


Republic Steel 


CORPORATION 


GENERAL OFFICES:--CLEVELAND, OHIO 


When writing Republic Steel Corp. for further information please address Department MS. 
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SPEED CONTROL 





NO WONDER FOUNDRYMEN 
ARE FUSSY ABOUT IT... 


Speed control will interest the foundries 
on your list. Now that they are making 
improvements, talk to them about replac- 
ing obsolete, costly hoists and cranes with 
the modern 


R & M ELECTRIC 2-SPEED FOUNDRY HOIST 


Its control is as simple as a wheelbarrow. You 
always get slow, creeping speeds on the first 
step, no matter what the load. 


On the second step, the hoist speeds up to fast 
handling of ordinary work for greater output 
and lower costs. 


You get the inquiry—we will help you close it. 
Write for our new Bulletin 6161; it is full of 
hoist information. 


Sold Through Mill Supply Houses Everywhere 


ROBBINS & MYERS, INC. 


HOIST AND CRANE _ DIVISION 
SPRINGFIELD, OHIO 
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Steam Traps 
(Continued from page 29) 





is discharged by the non-return 
traps at a temperature correspond- 
ing to steam pressure. It is eco- 
nomical to retain as much of this 
heat as possible without permitting 
the condensate to flash into steam 
when pressure is released, yet some 
pressure drop is required to permit 
the condensate to flow into the re- 
ceiving tank. For this reason, a 
safety or relief valve is usually put 
into the receiver line, set at a low 
enough pressure so that condensate 
will flow. 

Trap troubles usually come from 
leaking valves, wear or air-binding. 
Leaking valves require repacking 
or regrinding. If a trap is air- 
bound, it will not operate. The air 
must be released. Wear may cause 
trunnions to bind, stuffing boxes to 
leak, or some like difficulty. Out- 
side this sort of thing, they will 
rarely give you trouble. Some one 
of your men can easily become 
familiar enough with them to diag- 
nose and correct trouble, and 
makers will always help. 

Wherever traps are_ installed, 
there is also a market for a num- 
ber of other steam specialties. For 
example, most traps do not have an 
integral bypass, hence must be 
equipped with bypass piping and 
a valve. Many types are likely to 
clog or jam if dirt and scale is not 
kept away from them. Hence filters 
and strainers are needed. Also re- 
ceiver tanks with valves and gage 
glasses are often needed. Topping 
this off is the continuous market 
for repair parts. When it is con- 
sidered that some industrials using 
considerable steam will have as 
many as three or four thousand 
traps, the market becomes appreci- 
able. 








C. E. Curtis, president, Western Iron 
Stores Company of Milwaukee, busily 
engaged in his many activities as 
head of a large supply house. 











Built by specialists in Power Trans- 
mission, Wood's V-Belt Drives 
deliver the full developed power 
. . . extend the life of both the 
driving motor and the driven unit. 
They run smoothly without back- 
cos oo lash, jerks, slippage or vibration 
. . . and they require no attention 


Sent FREE upon _ after installation. Save on power, 

request ... our new ° . 

t4- page Catalog | Maintenance and production cost. 

contains, in  con- 

yenient form all the 

data required for figuring and 

ordering —- } ane 3 ax lists WOOD’S PRODUCTS 
rge Stock Assortment rang- . 

od y+ ad ¥% hp. to 100 hp. Shafting, Hangers, Collars, 

(with at least a dozen selections Pulleys, Friction Clutches, 

of center distances for each). Ball Bearings, Flexible 

‘ Couplings, Rope Sheaves, 

You'll want this for your files. Pillow Blocks, Belt Con- 

Just send a request on your tant “vy” B It “uy 

business letterhead and the cata- Bel rsh e a’ 

log will be mailed to you elt saeaves ane com- 

promptly . .. no obligation, of plete “V” Belt Drives. 

course. 


T. B. WOOD’S SONS CO. 


CHAMBERSBURG, PA. 
50 Church St., New York City 387-391 Atlantic Ave.,Boston! 
MEMBER: The Mechanical Power Engineering Associetes 





Note: There’s some good territory 
open to wide-awake Distributors 


Group of cast iron sheaves with accurately machined grooves. 
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MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed, and other 


facts of interest 





General Offices of Republic 
Steel Moved to Cleveland 


@ Effective January 25, the general 
offices of Republic Steel Corpora- 
tion were moved to’ Cleveland, 
where the offices occupy floors 13 
to 16 inclusive in the former Med- 
ical Arts Building, recently re- 
named the Republic Building. 

The move consolidates the gen- 
eral offices which have been located 
in Youngstown, the executive and 
Cleveland district sales _ offices 
formerly in the Union Trust Build- 
ing, Cleveland, and the advertising 
department, Massillon, Ohio. The 
sales offices of the Newton Steel 
Company will also be located in the 
Republic Building, Cleveland. 

The sales offices of the alloy steel 
division of Republic will'remain in 
Massillon, Ohio. 


Atkins Issues The Blue 
Book of Saws 


@E. C. Atkins and Company, In- 
dianapolis, Indiana, announces its 
new 1936 general catalog, Number 
21, which is bound in blue, gold and 
buff cover. Descriptions, specifica- 
tions, data and illustrations have 
been carefully listed so that selec- 
tions might be easily made. There 
are thirteen major departments 
with department index beginning 
at each chapter, which is followed 
by a complete cross index. In- 
cluded in the catalog is a simple 
and practical telegraphic code 
which the trade is invited to use 
in making telegraphic communica- 
tions with Atkins. 


Bulletin on Vari-Pitch 
Texrope Sheave 


@ Allis- Chalmers Manufacturing 
Company, Milwaukee, Wisconsin, 
has just issued Bulletin 1261 on 
its new vari-pitch texrope sheave 
for variable speed texrope drives. 


110 


The booklet is effectively printed in 
red and grey with illustrations in 
grey on a black background. Three 
pages are devoted to general dimen- 
sions and diagrams for both mo- 
tion and stationary controlled vari- 
pitch sheaves. 


Two New Distributors 
for Stanley Tools 


@ Stanley Electric Tool Division of 
The Stanley Works, New Britain, 
Connecticut, has announced the ap- 
pointment of The Page Steele and 
Flagg Company of New Haven, 
Connecticut, and Silliter-Holden, 
Incorporated of Hartford, Con- 
necticut, as distributors for the 
complete line of Stanley electric 
tools. 


“The Case of Alemite vs. 
Friction” 


@“The case of Alemite vs. Fric- 
tion”’—a comprehensive new 32- 
page catalog of equipment pro- 
duced by Alemite for industrial 
lubrication, has been published by 





Alemite Corporation, 1862 Diversey 


Parkway, Chicago. The catalog 
contains complete information and 
prices of equipment in all the 
Alemite systems, new power guns, 
hand guns, fittings, automatic oil 
and grease cups, centralized lu- 
brication equipment, pressure- 
proof hose, and so forth, and neces- 
sary accessories. It is fully 
illustrated with diagrams, pho- 
tographs and drawings. 


A Preventative of a Serious 
Disease 


@®“John, send the Blank Mill Sup- 
plies Company 5,000 folders and 
have them imprinted.” 

“What’s the idea of another 
5,000, we just sent them 5,000 
about three weeks ago, I’ll look up 
my records to be sure.” 

“All right, but remember that 
crowd are good customérs of ours 
and if they want 5,000 folders they 
are going to have them.” 

The above is a daily occurrence 
in hundreds of manufacturing com- 
pany offices— a good customer 
writes for more folders and until 
the story is known by the manu- 
facturer he, perhaps justly, thinks 
the distributor is using his high- 
priced folders as good packing 
material in shipping cases. 

Very often the distributor will 
say “Oh, give me a pile about that 
high” which may mean anywhere 
from 100 to a thousand, dependent 
upon the distributors keen judg- 
ment as to how many folders might 
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A divisional sales conference was held recently by the Yale and Towne Manu- 
facturing Company in Philadelphia, with the following in attendance: Standing, 
left to right, J. C. Morgan, H. F. Reynick, S. W. Gibb, C. K. Drury, L. W. 
Oakley, J. Turner, Jr., C. Lang and W. L. Burghardt. Seated, left to right, 
H. J. Fuller, J. R. Harlan, R. E. Wilson, A. C. Ferdon, W. E. Judge, F. G. 
Nyman, T. F. Moriarty, A. S. Gleason, J. A. ss and W. P. Cunningham. 
Seated in front of camera, front to back, W. R. Hoyt, M. G. Peck, E. C. 
Schindler, J. J. Murray and G. Quayle. 
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@ This new catalog is now being placed in the hands 
of purchasing and shop executives through many en- 
thusiastic distributors of Whitman & Barnes products. 
It should prove an important asset to these distributors 
because of its accurate portrayal of the exceptional 
merit and supreme quality of the various tools illus- 
trated*and described throughout its pages. 


If you are not at present handling Whitman & Barnes 
twist drills, reamers, milling cutters and other metal- 
cutting tools, perhaps a profitable opportunity may be 
open to you in your community. 


Write for a copy of the new catalog today. It will be 
mailed free to you upon request. 


WHITMAN & BARNES 


INCORPORATED 


CHICAGO DETROIT NEW YORK 


THE NEW 


WHITMAN 


BARNES 
CATALOG 





Used the World Over 


HERCULES 


Twist Drills 


BLUE DIAMOND 


+... Twist Drills 


HERCULES 


Reamers 
Cutters 


Interchangeable 
ches 


SPECIAL TOOLS 
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“stop-slips.” 


An Idea That Sells 


Of course the average buyer is familiar with ordinary 
But when he learns that by using Cling- 
Surface the average belt won’t and can’t slip even when 
run completely slack, you have his immediate interest. 
For he can readily visualize the loweted operating costs 
which inevitably result from slack operation of belts— 
“The Efficiency Arc.” Thus, Cling-Surface gives him 
a new conception of a belt treatment—which usually 
sells him “for life.” 


If you do not stock it write for details. 


Cling-Surface Company, 1017 Niagara Street, Buffalo, N. Y. 


CLING-SURFACE 





Preserves Power Belts — Prevents Slipping 














A GOOD MARKET becomes Better 


when you sell Recognized Quality 


DESMOND GRINDING WHEEL 
DRESSERS and CUTTERS 





Nos. 0, 1 and 2. Desmond-Huntington Dressers with 
long wearing bearings and cutters. 


Buyers know they can 
depend on Desmond- 
Stephan dressers and cut- 
ters. For more than 25 
years this has been the only 
complete line of wheel 
truing tools. 








Send for these 
Important Sales 
Helps 

@ Desmond Dresser 


and Simplex Vise 
Catalogs. 

® Catalog Sheets for 
Distributors’ Salesmen 
@ Up-to-date price 
lists. 











It is important to note 
that the solid steel slide 
is found only on Sim- 
plex Vises. Customers 
will recognize the extra 
strength and service- 
ability which this exclu- 
sive feature provides. 
Tell them about it. 


Improved business means that 
most industrial plants in your 
territory need dressers, cutters, 
and vises NOW! And the 
recognized quality of the Des- 
mond-Stephan line makes your 
selling job simple. When you 
push this line you are assured of 
making both profits and friends. 


SIMPLEX STEEL 
SLIDE VISES 





Stationary Base 


The DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 
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be contained in “about so high” 
folders. This distributor is not 
planning to use his manufacturer’s 
literature as packing material but 
he does not realize how many fold- 
ers might be in a pile “about so 
high.” 

Considering themselves one of 
the fortunate manufacturers who 
have distributors on their list that 
appreciate the benefits and under- 
stand the value derived from the 
proper use of small folders, Holo- 
Krome Screw Corporation of 
Bristol, Connecticut, have  in- 
augurated a rather unique method 
of packing these folders as follows: 
125 envelope enclosures in an at- 
tractive cardboard box. The box 
is printed in dark blue ink on a 
subdued cardboard stock, and is 
capable of withstanding the several 
handlings to which such a box is 
subjected. 

When the distributor requests 
envelope enclosures he will receive 
them in multiples of 125. When 
they arrive in his office he can 
check them and place them on the 
shelves as any other piece of mer- 
chandise. They are easily invento- 
ried and reordered because each box 
contains 125 envelope enclosures 
and the office clerk can readily dis- 
cern how many boxes (folders) he 
has in stock. 


Falk Corporation Promotes 
Carpenter 


@The Falk Corporation, Mil- 
waukee, Wisconsin, has announced 
the appointment of M. A. Car- 
penter, as sales manager, succeed- 
ing L. A. Graham, who recently 
resigned. 

Mr. Carpenter has been with the 
Falk Corporation for 12 years in 
the capacity of advertising man- 
ager, and later of sales promotion 
manager. 








He’s SOLD . 


when he COMPARES 
Cold-forged Cap Nuts with others 


I doesn’t take much “selling” to 
write orders for the new Parker- 
Kalon Cold-forged Cap Nuts. Distrib- 
utors’ salesmen say it is only necessary 
to get a customer to compare Cold- 
forged Nuts with the product he has 
been using . . . and quote him prices. 
Try it on yourself and you'll see why. 
Place a Cold-forged Cap Nut and sam- 
ples of the ordinary milled-from-the- 
bar variety in front of you. Then check 
prices of the new Cold-forged product 
against prices quoted on others, and 
decide which you would choose if you 
were a “P. A.” Your decision will ex- 
plain why Cold-forged Cap Nuts are 
already a sensational success, although 
introduced only a few months ago. 


YOUR CUSTOMERS ARE PROSPECTS 


Among your customers are many 








who buy Cap Nuts now .. . and 
All these udvantages many who would use a truly fine 





Le Stronger! Cap Nut in place of a common hex 
| Uniform Shape! nut to “dress up” their products. 
Pleasing Design! There are your prospects. They'll 

Chamfered Corners! be glad to learn about the out- 
Accurately Tapped! standing superiority that Parker- 


Smooth Finish! Kalon’s 
Faced Bottom 
that saves buffing! 


Cold - forging process 
achieves, without boosting prices. 


1s PARKER-KALON CORPORATION 
—yet sold competitively | 92 Varick Strect, New York, N. Y. 


PARKER-KALON G2 forged CAP NUTS 


PATENT PENDING ON MANUFACTURING PROCESS 








MILL SUPPLIES ® MARCH 1936 113 











PROFITABLE TAPS TO SELL 


—Made by skilled craftsmen under modern shop 
conditions 

—That enjoy an enviable reputation wherever 
smooth, accurate threads are essential 

—That set the standard for excellence in the 


plants of many nationally-known manufac- 
turers. 





The WINTER BROTHERS have produced 
such QUALITY TAPS since 1900. 








Write for Catalogue No. 17. 


WINTER 


WN OXSOLAD PAS 


WINTER BROTHERS CO. WRENTHAM, MASS. 
TAP AND DIE DIVISION 
OF THE NATIONAL TWIST DRILL & TOOL COMPANY 
DETROIT, MICHIGAN 




















Valves 


you can conscientiously 
recommend .. . 


because Kennedy Valves are 
skillfully designed and hon- 
estly made, with distinctive 
features that are not merely 
sales points but service 
points. 

Kennedy Valves are sold 
to industrial plants only 
through supply houses, and 
are backed by 59 years of 
square dealing with dis- 
tributor and user. 


Write for the Kennedy Catalog 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 





VALVES~PIPE FITTINGS~FIRE HYDRANTS 
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Timken Promotions 


@®The Timken Roller Bearing Com- 
pany, Canton, Ohio, announces the 
promotion of F. B. Yates to the 
position of manager of the New 
York district office, in charge of in- 
dustrial sales. Mr. Yates joined 
the Timken organization in 1926, 
and after some time in the Chicago 
district office, he was transferred 
to the New York office in 1928, and 
now takes charge of that office. 

R. W. Powers has been trans- 
ferred from the Canton engineer- 
ing department of the company to 
the New York district office as sales 
engineer, assisting Mr. Yates. 


Glesener Now Distributor for 


Mid-West 


@ Announcement is made by K. B. 
Champ, sales manager of the Mid- 
West Abrasive Company, Detroit, 
of the appointment of A. J. 
Glesener Company, San Francisco, 
as exclusive distributor of the Mid- 
West coated abrasive and grinding 
wheel line. 


Circular on Pneumatic 


Tired Wheels 


@ A new circular has been pub- 
lished by Saginaw Stamping and 
Tool Company, Saginaw, Michigan 
on its line of pneumatic tired 
wheels and pneumatic casters. 


Fafnir Bearing Issues 
Engineering Manual 


@A wire-bound engineering man- 
ual, Number 35, totalling 197 
pages, and bound in a blue and 
silver cover, has been published by 
The Fafnir Bearing Company, 
New Britain, Connecticut. The 
manual contains a comprehensive 
review of the principles affecting 
the selection, application and 
operation of anti-friction bearings, 
and ball bearings in particular. 
The book is divided into five sec- 
tions for easy reference. Section I 
reviews the history and develop- 
ment of anti-friction bearings; sec- 
tion II is devoted to an analysis of 
bearing selection; section III re- 
views in detail the dimensions, 
load ratings and functional charac- 
teristics of a complete list of bear- 


























We Have 
A Good 
Proposition 


For You 


Ti. Bunting distributors’ fran- 
chise is now being offered to mill 
supply wholesalers in many cities 
which have heretofore beenclosed 
under our traditional sales policy 
of limited and protected distribu- 
tion. This opportunity arises out of 
the fact that we are reorganizing 
and extending our distribution structure. Your 
market may be open. We will be glad to receive 
your inquiry with reference to conditions of 
representation. 


4 


The Bunting line includes completely machined 
and finished bronze standardized bushings and 
bearings in over 600 sizes available from stock 
for general mechanical production and mainte- 
Bunting distributors are nance. A complete line of stock bearings for all makes and models of 
never “out” of Bunting prod- electrical motors. Machined and centered 13-inch cored and solid bronze 
ucts because we constantly bars. Bunting Babbitt. Bunting offers the original, leading and complete 
carry the largest stock of fin- line of such products. Our distributors are supported by constant, con- 
ished bearings, barsand Bab- sistent, heavy advertising in Factory Management & Maintenance, Mill 
bitt in existence, and can & Factory, Mill Supplies, Automotive Industries, S. A. E. Journal, Elec- 
make prompt deliveries from trical Manufacturing, Product Engineering, Iron Age, Machinery, Modern 
numerous convenient branch Machine Shop, American Machinist, Motor Service, Textile World, Jobber 
wastheuses, BIS you bnew Topics, and other publications reaching your customers and prospects. 


that Bunting is the largest Here is the line for volume, universal ready acceptance and consistent 
manufacturer of bronze bear-_ profit and satisfaction. Our distributor franchise is constructive, helpful, 
ings in the world? and safeguards your interests at all times. Write for data without delay. 


THE BUNTING BRASS & BRONZE CO., TOLEDO, OHIO 


Branches and Warehouses in All Principal Cities 


BUNTING 


BRONZE BUSHINGS « BEARINGS 
MACHINED AND CENTERED BRONZE BARS 
ANTI-FRICTION METAL 






Li 
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| ing types and sizes; section IV is a 
| review of shaft-fitting methods, 

and section V, is a separately bound 
list of prices and weights as of 
January, 1936. 





LUFKIN 


TAPES - RULES 
PRECISION TOOLS 


Schieren Appoints Two 
Distributors 


@®Chas. A. Schieren Company an- 
nounces the appointment of the 
following distributors of Schieren 
leather belting and allied products 
for power transmission: Hunter 
and Havens, Incorporated, Hart- 
ford, Connecticut, and Lindquist 





ther 





"hy 


“ 


Hardware Company, Bridgeport, | 
Connecticut. 


” 


LL 


Fayette R. Plumb Issues 
New Catalog 


| ® Fayette R. Plumb, Incorporated, 
Philadelphia, has issued its illus- 
trated catalog Number 36 on 
hammers, hatchets, files, sledges 
and axes. The book is profusely 


EZU 
the New 
UF KIN 








| illustrated, and descriptive data 
| given for each item, together with | 
weight and length in inches. In| 
addition, a handy index by catalog 
number is contained on page 24 
for quick reference. 


TAPE-RULE 





Circular on Trucks 
for all measurements 


Inside and Outside 
HEIGHT AND DEPTH GAUGE 
FLEXIBLE AND RIGID 
MEASUREMENTS 
The most practical — 


all purpose Tape -Rule 


Sell the 
©" "MEZURALL’ 


THERES A GOOD PROFIT 
IN IT FOR YOU —— 


|@An illustrated circular, Seainae'| 
317, devoted exclusively to factory 
and warehouse floor trucks and lift 
trucks equipped with noiseless, easy 
rolling, rubber-tired wheels, has | 
just been issued by Lewis-Shepard | 
Company, Watertown, Massachu- 





setts. 





Send for General Catalog No./2 








THE [UFKIN RULE [0 


SAGINAW. MICHIGAN. U.S.A 


Presenting the three G-men (grease | 
men) of the Keystone Lubricating 
Company, Philadelphia. On the left is 
Norman Buzby, vice-president and 
treasurer; center is Warren Buzby, 
vice-president, and right is Harold 
Buzby, president. All three brothers 
actively carry on with the business 
founded by their father more than 
half a century ago. 


NEW YORK 


Canadiar 
WINDSOR ONTARIO 


Fact 
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Major markets 
ina DOZEN 
INDUSTRIES! 


4 Steam 
shops 


2 Logging camps, 
mills 


3 Mines 


4 Petroleum and gas @ ° 
wells 


5 Flour mills 

6 Slaughter houses 

7 Smelting and Refin- 

ing 

8 Blast furnaces 

g Automotive 
10 Concrete products 
41 Paper products 


42. | obacco manufac- 
turing 


railroads and 


Saw 


Increasing production inevi- 
tably means that more cars will 
be moved on plant sidings— 
creating an increased demand 
for car movers and safety car 
wrenches. Distributors filling 
these needs with ADVANCE 
products are cementing cus- 
tomer relationships by proffer- 
ing the best equipment for the 
job. Our distributor policy of- 
fers complete protection and 
attractive margins. 


At your customer’s service 


POWER KING 
POWER BOY 
BADGER CAR MOVER 
NEW BADGER CAR MOVER 


ADVANCE SAFETY 
CAR WRENCHES 





Advance Car 
Mover Co. 


APPLETON, 
WISCONSIN 


Canadian Factory 


Canadian Advance 
Car Mover Co., Welland, Ontario, Canada. 














L 


UMI 





UMI 









Welcome! 


American Supply and Machinery Manufacturers Assn. 
National Supply and Machinery Distributors Assn. 
Southern Supply and Machinery Distributors Assn. 


May II, 12 and 13, 1936 


When you come to Atlantic City, make your headquarters at the 
hotel your committee has selected . . . the Ambassador @ You'll be 
adding hours of pleasure and enjoyment to your stay by being so 
close to everything that’s going on © And the Ambassador is Atlantic 
City’s finest hotel, located directly on the boardwalk with most guest 
rooms facing the Atlantic ¢ You'll find everything you want at the 
Ambassador . . . comfortable rooms at moderate rates .. . fine res- 
taurants . .. indoor swimming pool and other recreational facilities 

. spacious sun decks and public rooms © May we make a reserva- 
tion for you now? 


Al Neue 


MANAGING DIRECTOR 








THE AMBASSADOR 


Atlantic City 
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STANLEY avo STANLEY-ATHA TOOLS 


NAIL HAMMERS 
FARRIERS HAMMERS 


MACHINISTS HAMMERS RIPPING CHISELS LEVELS 
BLACKSMITHS TOOLS COLD CHISELS PLANES 
COOPERS HAMMERS PUNCHES WOOD CHISELS 
TINNERS HAMMERS _ BIT BRACES MITRE BOXES 
BRICKLAYERS HAMMERS SCREW DRIVERS HAND DRILLS 
| SOFT FACE HAMMERS STEEL SQUARES SREAST DRILLS 
| SLEDGES RULES ANVIL TOOLS 
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comeout,£H?” 










"SOc wont 


When you see this happen in your shop, you know 
the rusted screw is going tocome out. That “big boy” 
means business and he’s reaching for a Stanley Screw 
Driver that’s tougher than he is. It’s No. 25 — with 
hardwood handle, stronger and better insulated than 
ever. The new bolster type construction makes it 
possible to temper the blade its entire length, assuring 
far greater strength. Tip is machine cross ground to 
size, for nonslip fit in screw slots. 

Stanley Tools have earned a reputation for full 
service to industry. Stanley advertising is paving 
the way for you, urging your customers to fill 
their tool needs from your STANLEY TOOLS 


Stanley stock. New Britain, Conn. 


WEDGES 
RIPPING BARS 











Catalog on Bulk Material 
Handling Machinery 


@Section Number III of general 
catalog Number 100 has just been 
published by Palmer-Bee Company, 
Detroit, Michigan. This section is 
completely descriptive of skip hoist 
and drag line machinery for use in 
elevating and conveying installa- 
tions, and is the eleventh of twelve 
which make up the general catalog. 
The book is profusely illustrated 
and contains capacity dimensions, 
list prices and average weight in 
pounds, together with installation 
diagrams. 


Alexander Brothers 
Adds Distributor 


@ Alexander Brothers, Incorpo- 
rated, Philadelphia, has announced 
that it has added Lloyd H. Daub, 
Bridgeport, Pennsylvania, as an 
authorized dealer, to handle the 
Alexander line of products. 


Catalog on Sprockets 


@® Catalog Number 595 has been 
issued by Diamond Chain and 
Manufacturing Company, In- 
dianapolis, Indiana, covering stock 
sprockets. This catalog  super- 
sedes the information contained in 
general catalog Number 583. In 
addition to photographs, the book 
contains tables giving data on key- 
seats, setscrews and_ reboring, 
speed ratios for stock sprocket 
combinations, dimensions, capaci- 
ties and list prices. One page in 


the book is devoted to pictures 
showing typical Diamond chain 
drives. 


New Firm to Specialize in 
Protective Coating 


@® Lawrence P. Kellogg, at one time 
manager of the industrial paint de- 
partment of the Quigley Company, 
has announced the formation of 
The Kellogg Products Company, 
120 Liberty Street, New York City. 
The firm will specialize in in- 
dustrial anti-corrosive protective 
coatings which are to be sold 
through industrial supply distribu- 
tors. 











— 
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W. K. Miller President of 
Advance Car Mover 


@® Walter K. Miller has succeeded 
his brother, the late Oscar Miller, 
in the management of the Advance | 
Car Mover Company, Incorporated, | 
Appleton, Wisconsin, and was re-| 
cently elected president and general | 
manager. 





W. K. MILLER 





Mr. Miller is by no means a new- | 
comer to the activities of the Ad-| 
vance Car Mover Company, his as- | 
sociation with that organization | 
extending over a period of 25 
years. In fact, he was one of the 
original incorporators of the com- 
pany, and was active as general 
manager until 1925, when he re- 
signed that position to organize the | 
Shellmar Products Company, which 
he served for 11 years as secretary 
and treasurer, in charge of plant 
operation and development. Dur- 
ing these 11 years, however, he coh- 
tinued to maintain close contact 
with the activities of Advance. Mr. 
Miller has retired from active par- 
ticipation in the management of | 
the Shellmar Company, and will | 
devote all his time to the affairs 
of the Advance Car Mover Com-| 
pany. 





Folder on Dust Collector 


@®The American Foundry Equip-| 
ment Company, Mishawaka, In- | 
diana, has just published folder | 


STANLEY FLEXIBLE SHAFT GRINDER 


A NEW TOOL 
WITH NEW SALES OPPORTUNITIES 


ae! 
Ye H. P. : 


18,000 R.P.M. 


$4850 











This is a high speed, portable, flexible 
shaft grinder with a powerful universal 
motor. It is ideal for innumerable grinding 
operations on tools, dies, small castings, etc. 


Complete Equipment! 


1 Motor Unit 
with Cable 
1 Shaft 


1 Chuck 4,” capacity 


It will run a 1%” emery wheel and 
maintain a high grinding speed on the 
toughest work. The 42” flexible shaft is 
of highest quality; handle piece is equipped 
with high speed ball bearings and a collet 


1 Combination Bench 
and Over-Head 


type chuck for 4,” shanks. Holder 
Let your customers try this tool for a 1 Pressure 

few days—they will sell themselves on it. Grease Gun 
Write for literature. 2 Wrenches 


We Are Represented by Selected Distributors 


STANLEY ELECTRIC TOOL DIVISIO 


The Stanley Works a 


a 
me New Britain, Conn. A 
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Te. Acre, 
RAWHIDE “ 


Mechanical 


Leather 






plete 
line and 
quality 
that builds 


repeat 
business 


for closer seals that reduce leakage and power 
losses — for greater accuracy of size, shape 
and thickness; for packings engineered to 
specific pneumatic or hydraulic pressures . . . 
for longer life and fewer shut-downs . . . for 
mechanical tannages and treatment that give 
exactly controlled hardness, resiliency, heat 
resistance, friction, pressure resistance, flexi- 
bility and tensile strength . . . for standard 
and special shapes on short notice .. . all 
sizes and types. 


Chicago Rawhide 


MABB’S 
TYPES 


Hydraulic Packing 





End scoring. Sells wherever introduced for it 
saves shafts, saves labor — never hardens — 
retains its natural oil, never heats —is self 
lubricating and contains no grit like hemp’ 
flax, etc.; is self flushing. Good to the last 
strand — just add more. None to pull 
out or throw away — more economical 
than the cheapest substitute. 


Write for Catalog 


saad Rawhide Mfg. Co. 
1290 Elston Ave. 
Chicago, U. S. A. 
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Number 222, describing and illus- 


trating the ' American Dustube 
Collector. The folder illustrates 
the features of the American 


Dustube design and lists many of 
the dusts or materials which can 
be collected in this system. 


New Worthington Bulletins 


@Worthington Pump and Ma- 
chinery Corporation, Harrison, 
New Jersey, has issued the fol- 
lowing bulletins: S-500-B30 on 
Diesel engines, vertical four-cycle, 
direct injection, type D; W-102-B2 
on horizontal duplex piston pumps 
for general services, turret type; 
W-475-B10 on internal sleeve bear- 
ing double helical rotary pumps, 
type GS; W-475-B1l1 on internal 
roller bearing double helical rotary 
pumps, type GR, and W-475-B12 on 
internal ball bearing double helical 
rotary pumps, type GE. 


Southwell Joins 
American Chain 


@R. J. Southwell, who was for 
many years associated with Wick- 
wire-Spencer Steel Company, is 
now connected with American 
Chain Company,- Incorporated, and 
associated companies, in the ca- 
pacity of sales engineer. His head- 
quarters will be at Bridgeport, Con- 
necticut. 


Hobart Appoints Southern 
California Distributor 


@®The Hobart Brothers Company, 
Troy, Ohio, announces J. C. Gow- 
ing Welding Equipment and Supply 
Company, Huntington Park, Cali- 
fornia, has been appointed exclu- 
sive distributor for Hobart electric 
arc welders in Southern California. 


Cornell-Dubilier Issues 
New Catalog 


@The Cornell - Dubilier Corpora - 
tion, 4377 Bronx Boulevard, New 
York City, announces its latest 
catalog for the transmitting and 
industrial fields. Catalog Number 
127 contains twenty-four pages 
illustrated, replete with technical 
information, covering a complete 
group of capacitors for the above 
fields. 
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U.$. TOOLS 





MODEL 95 


Multi-Speed Buffer and 
Polisher—Alternating Current 


For many years distributors have had 
difficulty in providing plating polishers 
and buffers with proper speeds in the 
ever-increasing alternating current dis- 
tricts. 


The U. S. Model 95 Buifer and Polisher 
meets this long-felt need. This heavy-duty 
buffer is extremely simple in design, positive 
inaction, and very flexible in speeds. Patented 
gear drive trans- 


















mission — a fea- 
ture not obtain- ie } san £. 
able in any other tributor Plan, 
make machine. e 
Rugged construc- 
tion eliminates 1. FULL LINE 
vibration. Re- 2. SUPER- 
mote control as- QUALITY 
sures motor pro- 3. ECONOMICAL 
tection at ll | 4 PROTECTION 
times. Available . 
for 220, 440, 5.GOOD PROFIT 
550 volts, any 6. SALES AID 
cycles, 2 or 3 e 
phase. 

\ A Sound Founda- 

+ tion for Electrical 
Tool Sales and 

Write ootey ae our Profits. 
new catalog and our 





profitable sales terms. 


The U. $. ELECTRICAL TOOL CO. 


2498 West Sixth St. Cincinnati, Ohio 
In Canada: 
Maple Leaf Electric Tools Ltd., Toronto 


DRILLS- BUFFERS: GRINDERS 


THE TAN DARD 


Ss “INCE 1897 



































J. L. TAYLOR 
Vice-President 
D and Sales Manager 
H. CHANNON COMPANY 
CHICAGO, ILL. 


g _ 


44 
Narronatty ADVERTISED PRODUCTS 
ARE EASIER FOR US TO SELL”..... 


Selling is a matter of informing prospects, J. L. Taylor, vice-president and sales manager of 
the H. Channon Company, says: 

frequently, of the advantages they may 
“We find it much easier to sell nationally adver- 


expect to receive from the products—  tised goods than those which are not. Our sales- 
men are at a distinct advantage when they offer 
a line with which the prospect is already some- 


distributors have to sell. what familiar. 


equipment, supplies and tools — industrial 


“I have noticed that a considerable number of the 
The H. Channon Company, of Chicago, products we sell are advertised in ‘Factory.’ This 
kind of advertising. in a business publication, which 
reaches operating officials in all kinds of plants 
supplying all kinds of industries with a throughout our territory, is a big help to us and 
to our salesmen. We like to see the goods we 
handle advertised in ‘Factory’.” 


covers a very important territory, and is 


wide range of products. 











MANAGEMENT 
AND 
MAINTENANCE 








A McGRAW-HILL PUBLICATION - 


New markets 


have been opened 


by MARVEL 


HE invention and development of 

MARVEL Composite Steel Tools has 
widened the market for hack saw 
blades; because MARVEL High-Speed- 
Edge Hack Saw Blades have so vastly in- 
creased the efficiency and economy of 
hack sawing machines, many production 
jobs of cutting off which were formerly 
done by other methods such as turning 
and shearing are now being done on 
production hack sawing equipment. 






Tough Alloy 
Steel Back 


High Speed 
Steel Edge 


Patented 


Electric Weld 


Production plants are now buying power 
hack saw blades in far greater volume; 
and they insist on gettirg genuine MAR- 
VEL High-Speed-Edge because MARVEL 
is the only blade that is truly “high 
speed” and at the same time positively 
non-breakable to withstand the terrific 
speeds and high feed pressures of mod- 
ern automatic production machines, as 
well as for general purpose use in al 
types of machines. 


High-S peed-Edge 
HOLE SAWS 
for Drill Presses 


Similarly, MARVEL High- 
Speed-Edge Hole Saws have 
made practical the sawing of 
large diameter holes on light 
drill presses, 
whereas the 
use of hole 
Saws was 
formerly con- 
fined to ocea- 
sional use 
only in porta- 
ble electric 
tools, 







More to Sell 
and More Places 
to Sell it. 


Those distributors fortunate enough to 
represent MARVEL in Blades, Hole 
Saws, or Sawing Machines enjoy the ad- 
vantage of far more to sell and far 
more places to sell it. 


Write for Catalog 
Armstrong-Blum Mfg. Co. 
"The Hack Saw People’’ 


353 N. Franciseo Ave. 
CHICAGO, U. 8. A 
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Smith New Assistant Sales | 
Manager for Republic Rubber 
@The Republic Rubber Company, | 
Youngstown, Ohio, announces the} 
appointment of G. L. Smith to the 


position of assistant sales manager. | 
| 











G. L. SMITH 
| Mr. Smith has been with Re- 
public for thirteen years, coming 
ito the organization on January 1, 
1923, as salesman in eastern and| 
northern New York, which terri-| 
‘tory was gradually enlarged to in- 


‘clude all of New England and the| 


New York metropolitan area. 


His | 


'promotion is the result of ability| 


and integrity, and his experience 


and training have admirably fitted | 


|him for his new enlarged duties. 


Hygrade-Sylvania Expands 
Sales Force 


@® Hygrade - Sylvania 


Corporation, | 


Salem, Massachusetts, has recently | 


added several new salesmen as fol- 
|lows: C. L. Decker, who will assist 


| Robert M. Rausch in the Baltimore | 
|territory; T. A. Marshall who will} 


|work with W. F. 
‘the Detroit territory; George C. 
Isham, who will 
quarters in upper New York state; | 
Charles P. Taylor, who will join 
Donald Follmer in the southeast- | 
ern territory; J. C. Hicks, who has | 
been added to the Chicago staff and | 
John Herbert Hurley, who will| 
work in the New York office under | 
‘Lewis Gordon. | 
Other changes are that Ben! 
|Cotharin will work out of Cleve- | 
‘land, succeeding Louis Wheelock, 
\who has been transferred to Pitts- 
/burgh, where Mr. Cotharin has 
represented the corporation for the 
|past few years. 
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make his head- | 


MacWilliams in| 











SIGNAL 


Dridds. 


QUALITY— 


At Unequalled Prices 


In being outright values 
SIGNAL Standard Duty Drills 
are unequalled. They’re in a 
class by themselves. And, to 
produce these drills at remark- 
ably low prices, material, work- 
manship and size were not 
sacrificed. They “can take it” 
with power to spare on steady 
production and for occasional 
work they are always depend- 
able. Guaranteed and backed 
by a well rated firm. Write 
for interesting discount in- 
formation and specifications. 


This Display Stand 


furnished free to distributors 
with initial order—will accom- 
modate one 4 inch and two 
2 inch drills 
and 10” wide 
— made of 
wood finished 
in dark green 
—314” high 
—an_ attrac- 
tive display 
fixture that 
really “shows 
off” = drills. 
Order now. 














SIGNAL ELECTRIC MFG.£CO. 
MENOMINEE, MICHIGAN 


OFFICES IN PRINCIPAL CITIES 
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Bradford Retires From 
Inland Steel 


@® Benjamin C. Bradford, who has 
been district sales manager of In- 


land Steel Company’s St. Paul, | 
Minnesota, office for the past 32 


vears, retired from that position 
early in January. 

Mr. Bradford has spent all of his 
business career in the Twin Cities, 


and served as purchasing agent for | 
the Minnie Harvester Company | 
and American Grass Twine Com- | 
pany, allied concerns of St. Paul, | 
prior to his affiliation with the | 


Inland Company. 


Ervin J. Sanne has been ap- 
pointed as Mr. Bradford’s  suc- | 


cessor as district sales manager 


at St. Paul. Mr. Sanne has been | 


associated with Joseph T. Ryerson 


and Son, Incorporated, since 1917 | 
in the sales department of that | 
company, and since 1921 handled | 
certain territories in the Chicago | 


district. 


New Bulletin on Air Units 


@® Paasche Airbrush Company, 1909 
Diversey Parkway, Chicago, has 
just published its bulletin B1-36, 
covering Paasche compressed air 
units. The bulletin contains illus- 
trations showing the applications 
of this unit, as well as full descrip- 
tive information and price-lists. 


Dumore Adds Distributor 


@The Dumore Company, Racine, 


Wisconsin, has added Reynolds Ma- | 
chinery Company of Providence, | 


Rhode Island, as distributor of its 
electrical motors and tools. Rey- 


nolds Company will carry a com- 


plete line of Dumore tools. 

The company also reports that 
tool sales for January 1936 were 
double the sales for the same period 
in 1935. 


Link-Belt Moves 
St. Louis Office 


@ Announcement is made by Link- 


Belt Company, Chicago, that it has | 
moved its district sales office in St. | 


Louis, Missouri from 3638 Olive 
Street to 1018-21 Louderman 


Building, 317 North 11th Street. | 
Howard P. Purdon is district sales | 


manager. 






OF AN 
INCH 


THAT ADDED 
OF TRIMO 


GIVES YOU 


@ TRIMO has one feature that sets it apart from 
other wrenches. Its swinging frames give it 3/32 
of an inch added flexibility—and that means jaws 
which unlock as well as grip—a wrench that swings 
back to its original position when you tell it to—a 
wrench that can let go as well as take hold. 


Try TRIMO—the wrench made throughout of 
Chrome Molybdenum Nickel Alloy Steel — with 
handle drop forged — not cast. 


For any type of work, TRIMO is the safest, most 
economical pipe wrench known. 


TRIMONT MFG. CO., INC. 
ROXBURY (BOSTON) MASS. 
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FLEXIBILITY 


A QUICKER BITE -— 
A QUICKER RELEASE 








DART BRINGS HIGHER RETURN 


on your Investment of Sales Time 


and Expense 


What have Dart’s manufacturing costs to 
do with your overhead? Just this: Dart 
spends more on materials, fabrication, 
and precision machining in order to pro- 
duce pipe unions of higher quality, higher 
price (but lower cost in service)—which 
means greater profits for you. 














Clean, deep 
threads Corro- 
sion-resistant. 
Extra wide 
ball joint, 2 
bronze seats 
GROUND to 
fit.Non-stretch 
construction. 
Heavy malle- 
able castings. 


What’s more, sales overhead is usually less for 
Darts. Their national name for service and 
economy—for checking losses in power, time, 
and spoilage—makes them easier to sell, keeps 
customers permanently on the books. 


Push the union that moves fastest, makes the 
most money, holds the most solid accounts. Get 
your sales force to make a “Drive on Dart”! 


DART 


E. M. DART MFG. CO., PROVIDENCE, RHODE ISLAND 


Sales Agents: The Fairbanks Co., New York, and all branches. Canadian Factory: Dart Union Co., Ltd., Toronto, Canada 


HOW DO YOU SELL VISES? 


AS TWO PIECES OF IRON OR AS A 
REAL PIECE OF INDUSTRIAL EQUIPMENT? 


PARKER VISES are far more than two pieces of 
iron. ‘They have features of construction unknown to 
any other vises. These features are why PARKER’S 
have given satisfaction to all industry since 1832 
and that’s a long time. They are shown in detail in 
our catalogues and catalogue pages that you have to 
help you sell. 


Use Them! They’ll 




















get the orders. 
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New Distributors for 
Stulz-Sickles 


@ Stulz-Sickles Company, Newark, 
New Jersey, has appointed the fol- 
lowing distributors to handle its 
line of nickel manganese steel: The 
Young and Vann Supply Company, 
Birmingham, Alabama; Tennessee 
Armature and Motor Works, Knox- 
ville, Tennessee; Aetna Gases, In- 
corporated, Detroit, Michigan, and 
Globe Machinery and Supply Com- 
pany, Des Moines, Iowa. 

A branch sales office has recently 
been opened at Birmingham, Ala- 
bama, at 109 South 21st Street, in 
charge of J. Mayer, district sales 
manager. 


Bethlehem Steel Joins A.N.A. 


@®Bethlehem Steel Company, 
Bethlehem, Pennsylvania, has been 
elected to membership in the Asso- 
ciation of National Advertisers, ac- 
cording to an announcement made 
by that organization. John C. Long 
will represent the company in the 
A.N.A. 


New Texsteel Sheave 
Bulletin 


@ Allis - Chalmers Manufacturing 
Company, Milwaukee, has issued 
a revised 16-page Bulletin 2188A 
to include its complete recently ex- 
tended line of Duro Brace Texsteel 
Sheaves for stock drives up to 15 
horse-power. The bulletin includes 
dimension tables of all the sheaves, 
complete horse-power and center 
distance tables for all recommended 
stock speed ratios, as well as price- 
list tables of these 2 to 6 groove 
sheaves and for various standard 
lengths of texrope belts. 


Partridge Advanced 
By Timken 


®@ The Timken Roller Bearing Com- 
pany, Canton, Ohio, announces the 
appointment of S. C. Partridge as 
assistant general manager of the 
industrial division, with head- 
quarters in Canton. Mr. Partridge 
was graduated from the Engineer- 
ing School of McGill University in 
1925, spending the next four years 
in the field on engineering work for 
the government. He joined the 
Timken organization in 1925, work- 




















UMI 


ing first in the shop and then in 
the engineering department. 

In 1926 Mr. Partridge was sent 
to Buffalo, where he had charge 
of the Timken industrial district 
office, later going to Toronto in 
1928, where he was made manager 
of The Timken Roller Bearing 
Company, Limited. His next ad- 
vance was to the Detroit office of 
the company, where he assisted 
E. W. Austin, general sales man- 
ager, automotive division, which 
position he has filled until his 
present appointment. 


Mead in Charge of 
P & H Chicago Office 


@The Harnischfeger Corporation, 
Milwaukee, Wisconsin, announces 
the appointment of R. L. Mead as 


R. L. MEAD 


manager of its Chicago office at 20 
North Wacker Drive. 


Prior to joining Harnischfeger, | 











Mr. Mead, for six years, was with | 


the Industrial Brownhoist Com- 


pany, and with the Ohio Locomo- | 


tive Crane Company, McMyler In- | 


terstate Company. 


Most recently | 


he was with the Link-Belt Com- | 


pany as district sales manager. 
Mr. Mead takes charge in the 


Chicago territory of sales covering | 
the complete line of Harnischfeger | 


products _ including 
cranes, hoists, welders, 
barrel renovators 


equipment. 


and brewery 


New Brush Catalog 


@Catalog Number 36 on wire, 
bristle and fibre brushes and 
brooms has been issued by The 


excavators, | 
motors, | 





New DELTA “Low Cost” Drill Presses 


Alert production managers who want to cut 
costs are turning more and more to these 
sturdy efficient ‘‘Delta’’ Drill Presses. With 
them, special set-ups are a cinch! The right 
hand illustration above shows Delta Bench 
Drill Presses with special production tables. 
To the left is a Delta bench 
drill press in the plant of 
the Claus Mfg. Co., fitted 
as¥a milling machine for 
milling a 5/16” flat on 
11/32” diameter  gas- 


DELTA MFG. CO. 


611 [S20 a Twas 
MILWAUKEE WIS 





cock stems. The milling cutter is carried on 
a Delta circular saw arbor, and the work is 
fed to the cutter with the regular drill-press 
quill feed. Production is 1200 pieces per 
hour. The complete Delta line includes both 
bench and floor type models, multi-spindles, 
special production tables 
— and are priced as low as 
$29.85. 

For full details and name of 
nearest Delta dealer write 
to Delta Mfg. Co. 











etc. 


P. O. Box 1297-M.S. 





CHAIN 


Manufactured by Taylor has 
quality with over 60 years experience. Offer your 
trade the BEST don’t gamble with quality. 


Your salesmen should sell 
chain built for a given job such as for Dragline work, 
Stump pulling, Cranes and Hoists, Road Graders, 
INCREASE your Chain sales by offering 
Taylor-Made Chain built to fit a particular purpose. 


“BEST BY TEST SINCE 1873” 


S.G. TAYLOR CHAIN COMPANY 


“In the Chicago Switching District” 


HAMMOND, INDIANA 
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DISTRIBUTORS 


STANDARDS 
OF 
EFFICIENCY 





If you're interested in stepping up 
hack saw sales—if you want a 
line that will win in competition 
investigate Blu-Mol. It’s breaking 
all records. A few worth while 
franchises are still open. Why not 
write today? 


Millers Falls Company 
Greenfield, Mass. 
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Milwaukee Brush Manufacturing 
Company, Milwaukee, Wisconsin. 

The catalog is in loose-leaf form, 
containing helpful information and 
buying data. A feature of the 
book is the grouping, as far as pos- 
sible, of kindred items according 
to the industries in which and pur- 
poses for which they are generally 
used. 

In addition to an alphabetical in- 
| dex, the catalog contains a nominal 
| index for finding items designated 
by names and a numerical index for 
readily finding items designated by 
number. 


|Hagan Corporation Appoints 
Denver Distributor 


@® Hagan Corporation, Pittsburgh, 
announces the appointment of 





ing and Supply Company 
| Denver, Colorado, as its represen- 
‘tative for the handling of combus- 
{tion control equipment and as the 
representative of Hall Laboratories 
| and The Buromin Company in the 
| field of boiler water conditioning. 
By enlistment of the Denver 
concern as sales and service repre- 
sentatives, Hagan Corporation in- 
| creases the number of its district 
| offices to nineteen. Other offices 
|are located in Bifmingham, Boston, 
| Buffalo, Toronto, Chicago, Cin- 
|cinnati, Cleveland, Detroit, Hous- 
|ton, Kansas City, New York, Phila- 
|delphia, Pittsburgh, St. Louis, St. 
|Paul, San Francisco, Seattle and 
| Charlotte, North Carolina. 


Bethlehem Issues 
Folder on Pipe 


|@ Illustrated folder Number 345, 
recently published by Bethlehem 
| Steel Company, Bethlehem, Penn- 
| Sylvania, covers the subject of pipe 
| manufacture from the standpoint 
lof quality. 

| 


New York Belting 
Representatives Meet 


|@Under the direction of B. F. 
| Ruether, general manager, the New 
| York Belting and Packing Company 
|representatives met during the 
| week of January 6 at the company’s 
| home office and factory at Passaic, 
| New Jersey. 

| W. H. Cobb guided an intensive 
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Hendrie and Bolthoff Manufactur- | 
of | 
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A 32% 


Increase in 
Jobber Outlets! 
eo This is the record established for 

Arro Expansion Bolts and Allied 
Products since the first of the year. 


This can only mean one thing. Arro 
Expansion Bolts have the necessary 
qualifications to win the endorsement 
of the jobber’s trade—and his con- 
fidence in their splendid sales possi- 
bilities. 


Arro Expansion Bolts are modern 
and practical. Quality workmanship 
prevails throughout. Their depend- 
ability is further vouched for through 
Cadmium Plating which preserves 
them from the ill-effects of erosions 
and adds materially to their long life 
performance. The Arro Line invites 
your confidence. Write for catalog 
and jobber’s private discount sheet. 


ARRO EXPANSION 
BOLT COMPANY 
Marion, Ohio 








Originators 
of Cadmium Plated 
Expansion Bolts 


. od ‘ > ee Fallin ~ — 
# — a? 
& \ “a? , : 


REG. U.S. PAT. OFF. 


EXPANSION 
BOLTS 


And Allied Products 
SOLD ONLY THROUGH JOBBERS 
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SWISS PATTERN FILES 
MADE IN UNITED STATES 


ae Industries select their 


Swiss pattern file re- 
quirements by this 
trade mark because it 
stands for Quality- 
Service-Plus 100% 

Distributor Sales 
Policy. 








The satis- 
factory perform- 
ance of our 
product creates re- 
peat orders for the 
distributors who 


handle them. 


MERICAN 





SwisS 


AMERICAN SWISS 
FILE & TOOL COMPANY 
ELIZABETH, N. J. 











| location 


study of the full line of the: com- 
pany’s mechanical rubber goods and 
Ralph N. Hanes, manager, sales 
promotion, presented the 1936 plan 
of advertising and sales promotion. 


“Red Arrows” Fly with 
China Clipper 


@ Executives of the W. O. Barns 
Company, Incorporated, Detroit, 
have received word from Evan 
Evans, Pacific Coast representative 
of the company, that “Red Arrow” 
hack saw blades, manufactured by 
this organization, participated in 
the first trans-Pacific flight of the 
“China Clipper.” “Red Arrows,” 
which, according to Mr. Evans, are 
used at the Alameda airport, were 
taken on the trip as part of the 
repair kit carried by the crew. 


Black and Decker Moves 
New York Office 


@The Black and Decker Manufac- 
turing Company, Towson, Mary- 
land, moved its New York office 
from 461 Eighth Avenue to 155 
Sixth Avenue recently. In the new 
branch manager Gus 


| Fisher designed and installed a per- 


| manent 





exhibit 
Decker tools. 


for Black and 
This installation was 


made to serve as an exhibit to be 
| used by distributors’ salesmen who 
| want to bring their customers to 
| see and operate a wide range of 
| tools. The exhibit is also to be used 
| for educational sales clinics with 
distributor organizations. 





Topping Brothers, New York City 
distributor, attended the opening of 
the new Black and Decker New York 
office recently. Left to right they are 
Gus Fisher, Black and Decker’s New 
York manager, William Weicker, 
George Piatt, Topping sales man- 
ager, H. Minter, J. Cunningham, 
George Schumacher, George Heins, 
J. Dermody, Dick Snedecker, John 
Hassett, D. Sherman, Charlie Pas- 
sanant, Sam Smythe. Al Nilssen, M. 
McLaughlin, George Carstens, R. 
Lawrence and Henry Bauer. 
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BELT HOOKS 


are 








today's 
Standard. 
Policy o f 
Restricted 
Distribution 
Already has 


Forced us to 























Deprive some 





Distributors 











of the op- 
portunity of 
cashing ion 











on their in- 





creasing pop- 


Now 





ularity. 





is the ti 




















me 
For Distrib- 
utors, whose 
territory may not 
beFVadeqfuately 
covered, to 
write us. 





SAFETY BELT LACER CO., 
Factories Bldg., Toledo, Ohio 
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“DREDNAUT” 
DROP FORGED 
HOT GALVANIZED 
WIRE ROPE 
CLIPS 
A DEPENDABLE, HEAVY DUTY CLIP — AND IT'S 


PATENTED DESIGN ASSURES MAXIMUM HOLDING 
POWER — A COMPANION QUALITY PRODUCT 


Lacnegenere 





a 





TO THE “U-W" LINE OF FITTINGS FOR CHAIN, 
WIRE AND MANILA ROPE 
WIRE ROPE COMPLETE 
LINE OF 
TACKLE 
BLOCKS 
FOR 
ALL GRADES AND CONSTRUCTION WIRE AND 
FOR CONSTRUCTION, MINING, ELE- MANILA 
VATORS, DRILLING-SHIPS RIGGING ROPE 


SALES OFFICES 























ESTABLISHED BOTU=" & ty 
Wl MAIN OFFICE & FACTORY: 1168 W. 11th STREET PRINCIPAL 
CLEVELAND, OHIO 
erv 1 Cé 


Ficonomy 


. these three telling points win sales for 
Ford Hand Cut Rotary Files wherever precision 
filing is done. 


FORD Hand Cut Rotary Files are made of high-speed steel. 
Our standard line comprises countless shapes and sizes for 
every purpose. Special files can be had on request. Write for 
distributor discounts. 


M. A. FORD MFG. CO. 





102 HARRISON ST. 
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DAVENPORT, IOWA 








128 MILL SUPPLIES ® MARCH 1936 


—e Wim ns 
a ee N 

——— 

m4 
| . : 





Bulletin on Blaw-Knox 
Floorgard 


| ® Bulletin Number 1524 on the 
subject of Floorgard, for factory 


and industrial floors, has been 
published by Blaw-Knox Com- 
pany, Pittsburgh, Pennsylvania. 
In the center of the book are in- 
structions for the installation of 
Floorgard, as well as illustrations 
showing typical installations. 


Texas Representative 
Appointed by Newark Wire 
Cloth 


@®The Newark Wire Cloth Com- 
pany, Newark, New Jersey, has an- 
nounced the appointment of Robert 
H. Brinton, as its Texas represen- 
tative. Mr. Brinton will be located 
in Houston. 


Carbon Brush Catalog 


@ A new loose-leaf pocket-size cat- 
alog containing complete data on 
carbon brushes most generally used 
for industrial and other appliances 
has been issued by The Ohio Car- 
bon Company, Lakewood, Ohio. One 
of the features of the catalog is the 
classification of items both under 
the makes of motors and under the 
heading of uses, such as electric 
fans, portable drills and other in- 
dustrial tools. 


Inland Steel Adds 


Milwaukee Salesman 


@ Inland Steel Company, Chicago, 
has announced the addition of 
John S. Gregg to the sales staff of 
its Milwaukee office. Mr. Gregg 
graduated from Carleton College in 
1930, and prior to joining Inland, 
he traveled for Moise Steel Com- 


| pany of Milwaukee. 





Non-Sparking Tool Catalog 


@® The Superheater Company of 
New York City and Chicago, has 
just issued its catalog 20,001-1 
on Elesco non-sparking tools. The 
manufacturer states that the use 
of these tools will prevent the emis- 
sion of sparks, with attendant fire 
or explosion where there are in- 
flammable or explosive gases. Spe- 
cial hardening alloys are incorpo- 
rated in the cutting tools. 























New Catalog 


@ R. G. Haskins Company, 4627 
West Fulton Street, Chicago, has 
just published a new general ca- 
talog No. 44, covering its line of 
flexible shaft equipment. 

In addition to complete specifica- 
tions for the machines, this 40- 
page booklet treats of the many 
applications of this type of equip- 
ment in the various industries and 
contains a large number of illus- 
trations. 


Haynes Stellite Publishes 
Booklet on Valves 


@The Haynes Stellite Company, 
Kokomo, Indiana, announces the 
publication of a new 8-page book- 
let “Haynes Stellited Valves.” In- 
creased life and economy resulting 
from the application of Haynes 
Stellite to the seating surfaces of 
valves for use in high temperature, 
high pressure steam service are 
fully described. 


Bulletin on Toncan Iron 


® Republic Steel Corporation, Mas- 
sillon, Ohio, has published a folder 
pointing out the advantages of 
corrosion-resisting Toncan Iron for 
air-conditioning equipment. 


New Booklet Issued by 
Jones Foundry 


@“In the Service of Industry” is 
the title of a booklet just published 
by W. A. Jones Foundry and Ma- 
chine Company, 4401 Roosevelt 
Road, Chicago. The booklet shows 
the principal items manufactured 
by the company, a few of their ap- 
plications and some of the precision 
methods used. Photographs are 
used throughout the book with in- 
formative data on each item illus- 
trated and also a page devoted to 
pictures showing modern equip- 
ment in a modern foundry. 


New Herringbone Gear 
Reducer Catalog 


@ A new 32-page catalog, Number 
1519, has been issued by Link-Belt 
Company, Philadelphia, on its line 
of single, double and triple reduc- 
tion Herringbone-Gear speed re- 





wc act eee» Penne aa se Medien er mn 


| The Watson-Stillman Sales Pol- 
icy was especially formulated to 
| allow distributors to do an ag- 
gressive selling job at an attrac- 


tive profit. 


j 
Distributors who are stocking and 
selling Watson-Stillman Forged 
Steel Fittings have found it a 
highly satisfactory and profitable 


line to sell. 





the Watson-Stillman 
Line! 


Investigate 








STEEL ona) 








































oUt 
Be 1OF PY peu 


“We can assure you that we are proud 
of our very old relations with your firm 
of almost forty years without even the 
slightest hitch occurring.” 


Mr. Dealer: This statement means something. Are 
you interested ? 


CARD 


THE TAPS YOU SELL AGAIN AND AGAIN 


S. W. CARD MFG. CO. 
DIVISION OF UNION TWIST DRILL CO. 
MANSFIELD, MASS. 
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1905 (Strand 1936 


QUALITY 
FLEXIBLE SHAFTS 


and 


MACHINES 
NEW Vertical Type 


In addition to the 
many sizes and types 
of machines we build 
we have brought out a 
very popular machine 
with three speeds of 
the vertical type 1/6- 
4-4 H.P. combina- 
tion of speeds of 1700- 








die makers will find 
these machines very 
convenient, through 
the suspension feature 
leaving more working space on the 
bench and still obtaining the 
change speeds necessary in their 
line of work. 


N. A. STRAND & CO. 


\C 
wi 


SMALL PROFIT AND 
A ONE TIME SALE... 


ot 














GOOD PROFIT AND 
REPEAT BUSINESS 


Smart mill supply men are cashing in on 
ESICO—the complete industrial soldering 
iron line which builds up profitable 
volume accounts. io manufacturing 
plants, parts assembly factories, foremen 
and supervisors in many industries, demand 
the Esico iron. 

National advertising, plus sales producing 
merchandising aids back up your selling ef- 





ducers for large speed ratios and 
heavy and shock loads. The catalog 
contains sketches of example in- 
stallations with solutions of actual 
driving problems, as well as service 
factors, dimensions and weights. 


|Minnesota Mining Purchases 


Detroit Plant 
@wW. L. McKnight, president of the 


| Minnesota Mining and Manufac- 


| of Detroit. 


turing Company, St. Paul, Min- 
nesota, recently announced the pur- 
chase of three acres of ground and 
buildings in the industrial center 
The buildings contain 
322,000 square feet of floor space 
and were formerly occupied by the 


| Studebaker Corporation. 


3000-5200 and 3400- | 
6000-10,400 R.P.M. The | 


The growth of the business has 
created a need for additional space, 
and as soon as the buildings have 
been made ready, certain depart- 
ments will be moved to the newly 
acquired Detroit plant. The head- 
quarters of the company, however, 
will remain in St. Paul. 

The purchase of the buildings in 
Detroit will provide expansion for a 
number of new products now being 
developed. The company 


sau, Wisconsin and Akron, Ohio. 
The company moved to St. Paul 
from Duluth in 1910 and occupied 


a floor space of 44,000 square feet | 


at that time. 
ployees, and 
amounted to 


There were 20 em- 
the yearly 
$18,000. 


feet, it employs 1,100 people in the 


Eckstein to Represent 


@Cutler - Hammer, 
Milwaukee, Wisconsin, announces 
the appointment of R. J. Eckstein 
as manager of its Cleveland office 
at 1405 East Sixth Street. 


“EASTON” SOLID WOVEN 
WHITE COTTON BELTING 


Recommended for light con- 
veying in fruit and other food 
industries, also in candy fac- 
tories, bakeries, flour mills. 
and as a general package 
conveyor belt. 

Made with blue. stripes 
which indicate the number ’of 
plies. Can be made endless 
with 
joint. 


an excellent, smooth 


We also manufacture 
“Victor Balata Belting 
“Ampere” Stitched 


Canvas 


Belting, and many other well- 


Tel TM oliclile Melle Mt -l-talel itt 


VICTOR BALATA 


AND TEXTILE BELTING COMPANY , 


New York Chicago 
53 Park Place 25 Wee Austin:Ave 





also 
operates mining properties at Wau- | 


payroll | 
Today the | 
floor space occupied by the company | 
is considerably over 400,000 square | 


| St. Paul plant, and the annual pay- 
| roll amounts to over $1,300,000. 


Incorporated, | 


BOLTS @ NUTS « SCREWS 


FACTORIES: EASTON, PENNSYLVANIA 











There is 
profitable 


business in 
your 





— 


TTT eed 




















MONEL @ EVERDUR 
COPPER @ STAINLESS 


Your customers’ 
/non-ferrous bolts, screws, 








territory on 
BRASS*BRONZE 


Cutler-Hammer in Cleveland | 


needs on all 
nuts, 
| washers, etc., can be readily serv- 











forts. Now—take advantage of the prestige Mr. Eckstein joined Cutler- | iced by using our large —— and 
ceils Toate "Wepeat orders” teem satishes | | Hammer twenty-five years ago, eT ee 
~antinny wath se Pegged , : starting at the Milwaukee plant in | oe Tae ‘ «I 
eaulif i. modernistic isplay aneis avali- | 
able for your use FREE of charge. 1911. He has_ worked through Your pom nines saa | 
ELECTRIC SOLDERING IRON CO., Inc. practically every department and | Logical < 

342 West 14th St., New York, N. Y. hi ty ae: -ell lifies Se Look over our com- 
IS past experience well qualifies | urce plete catalog — gladly 
him for his new position. A major ||} of Supply! cone on ee. Good 
: a0 eo _ | profit margin for dis- 

portion of his career has been de- | ya rong 




















voted to the application of electric 
control to motors in every phase of 
| the industry. 


The H. M. HARPER CO. 


| 2622 Fletcher St. Chicago, Il. 
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BEST BY TEST 


EAGLE 


WELDED 
STEEL 
BENCH 
OILERS 





Representative of the complete line of 
Eagle Oilers, the welded steel bench 
oilers are more popular than ever in 1936. 
Many features contribute to their wide 
acceptance. Highly polished and lacquered 
one piece seamless steel body with car- 
bon steel bottom. Bottoms acetylene 
welded to bodies. Re-enforced insert type 
spouts. No bushing in body of can. 
Tested under 60 pounds air pressure. 
Ideal oiler for railroads. mills, foundries 
and general mill supply trade. All sizes 
available. Distributors write us for in- 
formation and catalog pages. 


EAGLE MANUFACTURING CO. 


WELLSBURG W. VA. 











Eee ACC == 
EASY RUNNING 
BALL BEARING 
Loose Pulleys 


Cut Maintenance Expense 





Sell Daggett Ball Bearing Pulleys 
for use with countershafts, friction 
clutches, mule stands, idlers and belt 


tighteners. They end loose pulley 
troubles and cut maintenance expense. 


You are looking for profitable lines 
to sell. Get details of the CHICAGO 
LINE of Daggett and other power 
transmission specialties. 


CHICAGO PULLEY & 
SHAFTING CO. 


19 N. Desplaines St. CHICAGO, Ill. 











Frank A. Reid Dies 


@ Frank A. Reid, connected for 23 | 
| years with the sales department of | 
Clayton and Lambert Manufactur- 











| FRANK A. REID 


ing Company, Detroit, Michigan, 
died suddenly on January 25. Mr. 
Reid was well known in the mill 
supply field, having made many 
| friends either through  corre- 
| spondence or personal contact. 





| 


Thermoid Rubber Promotes 
D. L. Myers 

|® Dwight L. Myers has been ad- 

‘vanced to the position of mid-west- 

ern manager, mechanical rubber 


'goods division of the Thermoid 
|Rubber Company, Trenton, New 
| Jersey. His headquarters will be 


\in Chicago and his territory will 
|cover nine mid-western states. Mr. 
| Myers was formerly district man- 
|ager of the mechanical rubber goods 
|division, working out of Des 
|Moines, Iowa. This position will 
|be filled by Hiram A. Myers, his 
| brother. 


| Alemite Sponsors Tour to 
| 


| Report Savings in Industry 
@0On January 13, the Alemite Foto- 
| Flash News Service car left the 
| Stewart-Warner factory in Chica- 
go for an extended data-gathering | 
‘tour of industrial plants in the | 
| middle-west, the east and the south. 
| Making the trip are C. I. Kraus, 
Alemite industrial sales engineer, 
L. R. Light, Stewart-Warner art 
|director, and his head cameraman, 





|H. Holzhauser. These men will 
make “on the ground” observations | 
of lubrication maintenance in some 


|of the largest factories, mills and 





imines in the country, compiling | 
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UT 
USTOMERS’ 
OSTS 


with the 





OFFING 
HALLENGER! 





The “Challenger” slashes hoist- 
ing costs. Operators accomplish 
more in less time and with less 
fatigue. Loads are raised faster 
and with greater ease, lowered 
more rapidly and reliably. This 
new type of hoist will save your 
customers money —and make 
sales and profits for you! 








COFFING 
“CHALLENGER” 


Twin levers, with rope 
pull, raise loads by 
means of friction grip; 
gravity does the low- 
ering; available from 
4% to 2 tons. 
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COFFING RATCHET 
LEVER HOISTS 


Light, Compact, 
Powerful and Port- 
able. Tested to one 
hundred per cent 
overload. 

Use straight ratchet 
principle. Available 
to 6-ton capacity. 











COFFING HOIST COMPANY 
DANVILLE, ILLINOIS 











COFFING “ces;cv? HOISTS 


Spur Gear @ Ratchet Lever @ Electric 

















DISTRIBUTORS 


DO YOU WANT _ 5g 
TO MAKE 
MORE 
MONEY 








INVESTIGATE 


AIR FINISHING 
EQUIPMENT 


WHICH INCLUDES 


Air & Fluid Hose 
Air & Fluid Valves 


Airbrushes 
Alrpainting Units 
Airdusters 
Sprayers 
Pressure 
Tanks 







Regulators 
Swivel Couplings 
Ventilating Units 
Water & Oil Separators 

Everything for 


AIRFINISHING Plus 


Feaschs Krbrush be 


1902 Diversey Parkway 


Chicago 




















High Pressure 


COUPLINGS — 


they're unexcelled for 


heavy-duty service on 
steam, air, and water hose 


@Sherman high-pressure couplings and 
clamps are made of heavy cast brass, with 
cadmium-plated bolts. They fill every de- 
mand made by high pressures and heavy- 
duty service. 
Clamps have ex- 
tended fingers 
which engage col- 
lar on shanks, 
making it impos- 
sible for the hose 
to blow or pull 
off. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK MICHIGAN 








Sherman 
descriptive circu- 
lars should be in 
your files —our 
wide variety of 
brass goods is in 
demand by all in- 
dustry. 
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| per min. 


data on how they have lowered op- 
erating costs and increased produc- 


tion efficiency by attacking and 
solving their lubrication problems. 


Photographs will also be taken for | 
use in Alemite industrial advertis- | 


ing and in the new Foto-Flash 


News Service portfolio, now utili- | 
tized by Alemite industrial sales | 


and engineering departments in 
every section of the country. 


Worthington Issues Three 
New Bulletins 


® Worthington and Ma- 
chinery Harrison, 


Pump 
Corporation, 


New Jersey, has published three | 
new bulletins as follows: Bulletin | 
Duplex | 


W -412-B5 “Horizontal 
Power Pumps for the Petroleum In- 
dustry”; Bulletin W-1200-B15 
“Worthington Pneumatic Tools,” 
and Bulletin L-611-B5A, super- 
seding L-611-Bf, “Worthington 


| Compressors.” 


Booklet on Bronze-Welding 


The Linde Air Products Com- 


| pany, 30 East 42nd Street, New 


York, has available a booklet “How 


to Bronze-Weld,” summarizing in- | 


formation on welding. 





All Industries Buy Files! 
(Continued from page 23) 








file or rasp is available for practi- | 


cally every type of job, from the 
roughest to the finest and most 
delicate work. 

In general, rotary files are made 
from three grades of steel, as fol- 


| lows: 
1. Mild steel—Recommended for | 
use on wood, rubber, horn, ivory, | 


Bakelite, bone and celluloid. 
2. High carbon steel — Recom- 


mended for use on cast iron, mild, | 
steels, 
| bronze, brass, copper, monel, alum- 


carbon, and _ high-speed 
inum, duralumin, zinc, silver and 
tin. 

3. High speed steel — Recom- 
mended for the above materials, but 
at higher speeds. 
mended for electric welds. 

Speeds of about 200 surface ft. 
are recommended for 
working on clean cast iron steel, an- 


nealed carbon tool steel, electric | 
annealed high- | 


welds, semi-steel, 
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INCREASE 
YOUR SALES VOLUME 















| full supply of 


Also recom- | 


WITH 
WELLS 
Metal- 

Cutting 


BAND SAWS 


[TD FALERS report this to be a fast-sell- 

ing unit. 99% of trial installa- 
tions have produced sales. It’s new 
—it’s efficient—it cuts production and 
maintenance costs. Every metal using 
plant is a prospect for this high speed 
tool. Don’t miss this chance to add to 
your profits. Wells Band Saws build up 
sales volume. Write today for details. 








WELLS 


MANUFACTURING CO. 


315 Seventh Ave., Three Rivers, Mich. 











Your customers need the 
security provided by 


JACKSON BELT 


FASTENERS... 


@ They positively will not pull 
loose. @ Sell themselves owing to 
their practical simplicity. @ Used by 
your customers wherever a depend- 
able heavy duty fastener is needed. 
@ Recognized as the standard belt 
onnection thruout the world. 


ISAAC JACKSON 


descriptive BELT FASTENER CO. 
literature? 18 VESEY ST., NEW YORK 
‘BEWARE OF IMITATIONS” 


Do you have a 






ve 

















| speed steel, and hard bronze. Cast | 


iron with the surface or scale re- | -, 
moved, and mild steel can be 
worked at 350 surface ft. per min. | 


Aluminum and soft brass can be 





| worked up to 600 ft. per min. Of for 

| course, it is difficult to recommend Satisfied Customers! 
that any file be operated at a cer- @ Satisfied customers are a sure source 
tain speed because of variable of fy ~ pee repeat business. Users 
working conditions and differing of FITLER rope can be counted upon as 





: ‘ established customers — because they 
grades of materials. now ene dunend pare ty serv- 
andar -otarv fi -uts are ice, safety, an econ- 

Standard rotary file cuts are omy. The name FITLER has been the 






NEW 


16” QUIET | classified as extra coarse, coarse, symbol of rope quality since 1804. 
| fine, and smooth. These compare Find out about our profitable dis- 
OSCILLATOR BLADES | about as follows: tributor arrangement. 


Extra coarse cuts, about 12 teeth 
per in. 

Coarse cuts, about 18 teeth per in. NS 

Fine cuts, about 20 teeth per in. | Ae 

Smooth cuts, about 50 per in. 


FREE | | Rotary rasps are usually coarse 
@ | 


cut, extra coarse cut, and all stand- | 
NEW 1936 ard cabinet rasp cut. 
CATALOG | It is important that your cus- 


Send for your copy tomer select the right rotary file or | 


TODAY! | rasp for his particular job. The | EDWIN H. FITLER CO. 


salesman and _ production man | 





ee 
aa 
< 


FITLER- 





| should study the problem carefully. | Philadelphia Cordage Works 
| Manufacturers will at all times | Established 1804 
| work closely with the mill supply | PHILADELPHIA, PA. 


salesman in order to meet needs 
accurately. It is usually wise to | 
send a blueprint, specimen or sam- | — 
ple of operation to be performed. | 
Many new applications of rotary | 
files are still to be made. The un- | 
limited usefulness of this tool can | 
| 

| 


New York, Chicago, New Orleans, Houston 





















only be more nearly approached as 


REMEMBER! 
new problems are brought up for 


IRWIN is a 
consideration. It presents a real | ” Pee, 
opportunity for creative selling. | Aember of the 

—— 4 ; s ~ 


American: 


Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Belting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 

Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 
cialties 








a fs * 





$e pe 


) Guaranty 


this license have been 


Globe Woven Products are 
sold thru Mill Supply distribu- 
tors. Write us for samples 
and prices. 


‘ 
by Licensee to pur 


chaser, all sales under 


to public sales policy o 
The America te ol fa 











Bill Purtell, Will Disston, Roger 
Tewksbury and C. E. Brinley at a 8 
joint dinner of the executive com- Dnniiee chontel. Muc.irwin Aueer GA Gammaty 
mittees, American and National As- 
sociations. 


only through Independent Wholesaler 


Globe Woven Belting Colne 











MILL SUPPLIES ® MARCH 1936 133 








UMI 











PROSPECTS 


in every plant 


Cap screws, set screws, 
coupling bolts, or 
studs are found on the 
purchasing requisitions 
of almost every plant. 
Distributors can de- 
velop this highly prof- 
itable business with 
OTTEMILLER Products. 


The OTTEMILLER line 
of milled screw machine 
parts is complete for prac- 
tically all purposes, and it 
provides such dependable 
quality that many plants 
have standardized on this 
one source. 


The steady, repeat charac- We also 

ter of this business makes it make 

particularly interesting to ~ —- 

distributors. OTTEMILLER = greg 

gives 100 per cent dis- 

tributor service. 

The Wm. H. 

OTTEMILLER co. 
YORK, PA. 





















2-piece Hinged 
Rocker Pins 


STEELGRIP 


Flexible Belt Lacing 


Recommend Steelgrip heavy-duty 
as well as general use With extra 
strength it will hold any load. Made of 
Treated Steel it penetrates toughest 
belting-clinches to a smooth flat 
hump-less’’ joint. Increases life of 
rubber and fabric belts—compresses 
ends and prevents spraying. Lengths for 
the widest conveyor belts. 8 sizes, 
comes boxed in boxes, handy packages 
and lengths—72-inches always in stock. 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
310 N. Sheldon St., 


for 





















In Boxes 


Packages. 


and Handy 

















| lien, general manager. 


| trial shows of this kind, many pros- 
| pective buyers of various kinds of | 


| the distributor than they had pre- 





| 
| 
| 
\ 





Exhibit—FOB Detroit 
(ames from page 31) 





delegations, so to speak. Mr. 
Bridges and his assistants met vis- 
itors at the door, and salesmen, in 


many cases, conducted their cus- 
tomers personally through the | 
show. Company officers and other 


executives cooperated heartily in 
making visitors welcome, including 
A. H. Buhl, president; L. D. Buhl, 
vice-president; S. A. Commons, sec- 
retary-treasurer, and W. A. Reg- | 


As has been true of other indus- | 


supplies, equipment and tools were | 
developed through interest dis- 
played in exhibits at the Buhl show, 
and visitors, generally, were able 
to secure a better picture of the 
comprehensive service offered by 





viously. 





Answers to Questions on | 
Page 18 | 





1. Q. What is the cost of proper 
lighting in relation to gen- 
eral plant everhead? 

A. In the average factory, 
lighting cost represents less 
than one per cent of the to- 
tal operating cost but the 
other 99 per cent is greatly 
dependent upon and affected 
by the lighting provided. 


2. Q. What are masonry nails? 

A. Masonry nails are made of 
hardened steel with shallow, 
steep-pitched threads, used 
for making fastenings od 
brick, mortar and concrete. 
They are driven like an | 
ordinary nail. On very hard | 
material, a starting hole is 
necessary. 








. Is it practical to weld gal- | 
vanized piping ? 

A. More and more firms are | 
welding galvanized piping 
with complete satisfaction. 
By using a low melting 
point bronze rod, galvanized | 
material can be welded with- 
out the destruction of an 
appreciable amount of the | 
coating. 


| 
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The Famous 


Atlas 
CAR 
MOVERS 






The patent for the new 


“Streamline ATLAS” 


was granted in December, 1935. De- 
sign, power, ease of handling, and 
quick follow-up are combined in all 
ATLAS Car Movers. 


Specify ATLAS when ordering. Sold 
by reliable distributors everywhere. 


APPLETON-ATLAS 
CAR MOVER CORPORATION 
2947 No. 30th Street 
MILWAUKEE, WIS. 
(FORMERLY OF APPLETON, WIS.) 














TIGHTER 


in tight places... 


Thanks to the gear-like action of the 
fluted Bristo Wrench in the fluted 
Bristo socket, setting up a Bristo 
Screw is a positive operation. There 
is no slipping, fumbling or round- 
ing out of socket. Nor any jamming. 
Bristos are tighter in cramped, hard- 
to-get-at places. The Bristol Company, 
Waterbury, Connecticut. 


TRADE MARK 


BRISTO 


REG. U.S. PAT. OFF. 


SCREWS 





SOCKET HEAD SET AND CAP 
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EYE SAFETY | 
ON A THOUSAND JOBS | 





| 
| 
PATENTED | 


CESCO No. 220 


WIDE-VISION GOGGLE * 


with SUPER-SAFETY LENSES 


In mill, factory, machine shop, railroad 
yard, foundry, quarry and hundreds of 
other places this new Cesco 220 Wide-Vision 
Goggle with Super-Safety Lenses gives best 
protection from eye injuries. Industrial dis- 
tributors can build business with this new 
product—and increase their profits by han- | 
dling the entire Cesco Line of Industrial | 
Head, Eye and Lung Safety Equipment. | 
Write for Jobbers’ Catalog. 


CHICAGO EYE SHIELD CO. | 


2329 WARREN BLVD. CHICAGO, ILL. 








Better REsuLtts 


can be obtained through the use | 
of Gardiner Flux-Filled Solder. | 


Its uniform high quality enables ° | 
experienced 
mechanics 
to do faster 
work and in- 
experienced | 
help to do 


better work. 


Made in 
both acid 
and rosin 
core and in 
various al- 











loys and 
Sold in 1, 5 and . 
20-1b. spools. gauges 

Due to mod- 


ern production methods, Gardiner 
Solder costs less than even ordi- 
nary kinds. | 
We also manufacture a complete 
line of bar, solid wire, drop and 
pellet solders and babbitts. We 
can meet most any specification 
requirements. 


&. C. liner 2&3 
UAINCl =x 
+ ’ €% [METAL CO. 2 ee & 


4833 So. Campbell Ave., Chicago, Hil. 
















4. 


2. 


10. 


© 


© 


Q. 


. Name four 


. Spar varnish, asphalt, 


. Most manufacturers recom- 


. Artificial 


» To 


. How are files measured? 
. By 


. Chippers’ 


different types 
of vehicles used in making | 
aluminum paint. 
syn- 
thetic resins and bronzing | 
liquids. 


. What is a good cutting com- | 


pound for power hack saw| 
blades? | 
mend a compound of soluble | 
oil, approximately twenty | 
parts water to one part oil. | 


| 


. Why does the numeral No. | 


° 
abrasive | 


you a named 


60, applied to 
grain, give 
size picture? 





abrasives are| 
sized on screens having a} 
definite number of openings | 
per lineal inch. The nu-| 
meral No. 60 indicates 60) 
openings per linear inch—in 
approximate particle size of | 
.016 inch. | 
| 


. What is the function of a| 


steady rest on a lathe? 
support long turnings | 
and thereby reduce whip| 
and consequent distortion. | 


length of cut, heel to 
tang, excepting needle files, 
rifflers, machine files and 
escapement files, which are 
measured by overall dimen- 
sions. 





| 
. What is an independent | 


chuck? 


| 
| 
. A chuck in which each in-| 


dependent jaw is moved to| 
or from the work piece by a| 
screw, without disturbing | 
the position of any of the| 
other jaws. 


What is the difference be- 
tween a clipper’s goggle and | 
a welder’s goggle? 
goggles are ven-| 
tilated and permit light to} 
enter through ventilators. | 
Lenses are colorless. Weld-| 
ers’ goggles are ventilated | 
so that stray light cannot| 
enter. Lenses are a filter of 
ultra-violet, infra red and 
reduce glare of the visible} 
rays of the welding opera- 
tion. 
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VALUE ! 


INCREASING 
ORDERS 


are coming in regu- 
larly to Ohlen-Bishop from 
Distributors—proving that 
the greater margin of profit 
we give you on quality saws 
is gaining rapid recognition. 


. - « They will come in to 
you, too, as more of your 
customers discover how 
much these saws cut down 
their operating costs. 


OHLEN-BISHOP CO. 
COLUMBUS, OHIO 


We Sell Through Wholesale 
Distributors ONLY 





specialties 
for power 
thee f 


yy 


Stanc Jara 






We EVERStcam 


is used for 
heating, processing 
or generating, there 
are profitable sales 
opportunities for 
distributors in new 
and replacement 
business or some of 
the many Lonergan 
steam specialties. 


Lonergan power 
lant specialties are 
ioeee to engineers 
Model “wrt” everywhere for their 
B Pop Safety Valve dependability. The 
largest industria] plants in the country,such 
as Ford Motor Co., Bethlehem Steel, Bald- 
win Locomotive W orks, DuPonts, and thou- 
sands of others, large and small, are using 
these instruments with the best results. 


Use the “Lonergan Line”’ 
to increase your business 








J. E. LONERGAN CO. 


213 Race St., Phila., Pa 
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® There are numerous kinds 
of sealing compounds, but 
there is only one Key-Tite 
Waterproof Pipe Joint Com- 
pound. So, if you want to take 
a step in the right direction 
—if you want to be sure that 
the sealing compound you sell 
will make pipe joints and 
gasket connections absolutely 
leak proof on lines that carry 
water, gas, steam, compressed 
air, etc.—stock and push Key- 
Tite. And remember Key-Tite 
will not affect the color or 
taste of potable liquids. 


*® Almost unanimously, indus- 
trial leaders everywhere have 
adopted it for use in their 
plants. Their experience and 
success is testimony to its out- 
standing qualities. 


® Extensive advertising and 
sampling is creating a contin- 
uous demand—take advantage 
of this opportunity. Write 
today for complete informa- 
tion about jobber franchise, 
discounts, etc. We will be 
glad to give you complete in- 
formation, or have our repre- 
sentative call. 











| Barnes Co., q 
| Beaver Pipe Tools 


| Bethlehem Steel Co. 
| Blackhawk Mfg. Co. 
Boston Woven Hose & Ruber Co. 


Electric Soldering Iron Co. ..... 
F 


2621 McCasland Ave., East St. Louis, Ill. 
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